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50 CENTS 


THAT'S NOT SO, | 
8 A.M, SALES MEETINGS 
SALESMEN HATE BOOST EFFICIENCY 


10 GET UP IN THE . . . TURN TO PAGE 98 
MORNING 


11'S LOW COST 
AND BRINGS 
HIGH RETURNS 

... I'S ON PAGE $4 





Tell Them These ¢ Advantages 
And You Have a Pipe Machine Order 


1. Lowest priced 


2. Lightest weight 3. Top quality 


4. Low upkeep 

















BEAVER 
Model “E” 


Lightweight, economical heads—with a choice of 195 
Beaver Model E, weighing 185 kinds and sizes of dies; ball- 
threads and reams bearing, self-centering wheel 
Ve and-roller cutoff, for pipe or 
to 2-inch. Using a drive shaft bolts; safety switch lock; heavy 
and geared tools, it cuts and duty 72-inch chuck; eccentric 
threads all sizes of pipe from cam-type pipe support; and a 
2% up to Sinch. It threads choice of 110/115 or 220/230 
bolts and rods up to 12-inch volt universal motor for use on 


in one cut; up to 2-inch intwo AC or DC, 25 to 60 cycle. 


cuts. With the wheel cutter it When you sell the Beaver ree : : 

cuts off bolts and rods up to ’%- Model E to your customers, eh -F nll pa ~~ Only 
inch . . . with the knife cutter you are selling the top quality Ceatar Girere Ws & Ce tow prtee ctemt 
pipe and bolt machine in the 8 
bevels % to 2-inch pipe. lightweight economy field. 
In addition to the features illus- Write for our latest catalog for 
trated, the Beaver Model E has information on the complete 
a one-piece weldment base, a line of Beaver pipe tools. 
high-speed weather -proof “Over 50 Years of Friendly Service” 
motor mounted to permit a BEAVER PIPE TOOLS 
cooling flow of air, a reversible 216-300 Dana Ave. 

oil pump, quick opening die- Warren, Ohio, U.S.A. 











Right-handed — like a lathe — conforming to 
standard machine tool practice. All controls 
at operator's finger tips. 





lbs., cuts, 
all kinds of pipe . . . from 














(special) it cuts, grooves or 











Handy chip tray—removable for cleaning— 
perforated to facilitate prompt oil circulation. 
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THE BEAVER WAY —— ELIMINATES wae BRONZE 
" | BEARINGS 
FRONT 
AND 
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SPINDLE “WHIP” AND WORN BEARINGS 





























Safety Switch Lock—prevents starting motor Renewable bronze bearings on both ends of 
huck. Protects operator and the spindle insure long life and proper spindle 
alignment. Easily replaced! 


Exaggerated view showing why pipe support 
should be independent of the spindie to with wrench in « 
prevent spindle whip,” worn bearings and machine from injury and damage 
flat-sided threads 
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RIDE IN RENTALS 


\ Hartford firm has rented 
cars for four of its sales 
men for the past two 
years \ Buffalo supply 
house has three trucks on 
a rental basis. Page 82 
tells why they're all for it 








iy is to put 

hon inguines on 

\ Passa 

m a ‘Prospect 

form. Page 

gives all the details, 
lus an illustration of the 


house 


, 
Business 


NEW SALES TOOL 





> 


I'V, of course, savs a Mas 
distributor. He 
potential 


300.000 each 


sachusetts 
televises t i 
audience of 
week 
program 
about it 


with a 15-minute 


You 


on page 94 


can read all 


A.M. MEETINGS 





fits resulted for all 


n an Indianapolis firm 


holding 8:15 a.m 
eting Page 98 


il th details on 


but workable, 


DIRECTION 





— 


It’s the the 
sales promotion and analy 
sis program of an Alabama 
industrial distributor. The 
routines they follow are 
described on page 84 


kevword in 


WITH COLOR 


_s 


\ Brooklyn supply house 
tags stock drawers in vari 
colors It 
better 
with small items 


DO Tl 





results in 
control 


ous 


service and 


Page 9 


4 PICTURE STORY 


on “What Happens to an 
Order” shows the proce 
dure followed by a Buffalo 
firm. This is the first of a 
3-part series based on the 
illustrated talks of three 
distributors at the Con 
vention, Page 85 





NEW BUSINESS 


< 


Looking for it is still the 
mark of good selling, say 
distributors. Page 
tells salesmen 
from Cleveland, Akron 
and York only pros 
pected for new a 
but they found them 





many 
100 how 
not 
ount 





REGULAR 
You Said It 7 
Talk of the Trade 77 
Editorial ' 81 


Supply Sales Trends 


Price Index 


FEATU 


Outlook for Business 


RES 


114 
118 
120 


News 


How You Can 


On the Market Today 





WU te 


owe 4 particular way for many 
Pears, itis a pretty goed sign 
4 hese changing times that 
620 be tone 3 betier way 


There’s always a better way! 


We at Holo-Krome believe that there’s always a better way—to create better 
products, establish better methods, and give better service to our nationwide 
corps of distributors. We have held this belief right from our start, in 1929. 


That’s why you'll find this little placard posted all around the Holo-Krome plant. 


The never-ending search for the “better way”’ has paid big dividends. 

Today, for example, we are shipping every single order for each and every one 
of our 1374 standard catalog items—right from stock—the same day we 

get the order and we’re shipping those “impossible specials” in 4 weeks, or better. 


Our customers today are more than satisfied. But we’re not. Chances are there’s 
still an even better way—and we intend to find it. 


€ . 
President 


APPROVED by the entire Holo-Krome team 


P.S. If you'd like to have a copy of Holo-Krome’s “better way” placard, I'll be glad to send you one 


THE HOLO-KROME SCREW CORP. e HARTFORD 10, CONN., U.S.A. 
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Link-Belt Mak 


es Industry’s Most Complete 


Line of Mounted Ball and Roller Bearings 


Easy to Select 
Bearing That's 
Best for Job 


No bearing application is “stand- 
ard.” Varying radial and thrust 
loads, abrasion and wear demand 
special bearing characteristics 
J That's why Link- 
%& Sales Belt builds indus- 
Meeting try’s most compre 


: : hensive line of 

in Print mounted ball and 
roller bearings 

Link-Belt’s precision manu- 
facturing standards are second 
to none. In addition, these bear 
ings incorporate many extra en 
gineering features. For example, 
Link-Belt housing-seals on both 
ball and roller bearings assure 
maximum lubricant retention 
and dirt exclusion. Also, full 
load capacity is maintained even 
when shafts are misaligned. 

You cannot overemphasize the 
importance of using the one 
bearing that best meets a spe- 
cific operating condition. Make 
recommendations for shaft sizes 
up to 8 inches in diameter, from 
pillow blocks, flanged, flanged 
cartridge, cartridge, hanger and 
take-up blocks. 














Catalog 2550 helps speed 
selection and ordering of 
ball and roller bearings. 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta « Colmar 
Pa. « Houston « Minneap 
lis « San Francisco + 
Angeles + Seattle 13. 


Offices in Principal Cities 











| 


Both ball and roller bearing pillow blocks are used on these 
Texas dam gates. In addition, power is supplied through Link- 
Belt parallel shaft and worm gear drives 


Sanitary handling of oat- 

meal cereal is promoted 

by lubricant retaining 
seals on this Link-Belt ball bearing 
take-up 


Counterweighted floating 
carriage of stone-cutting 

wire saw has sheave shaft 
mounted on Link-Belt roller bear- 
ing pillow blocks 


Cast Tooth Sprockets Available 


From the more than 200 sizes 
of Link-Belt cast tooth sprocket 
wheels, there’s a perfect match 
for every type and size of mal- 


leable, combination, steel and 


Cast tooth sprockets are easy 
to order, can be quickly sup- 
plied from full stocks 
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For Every Size of Chain 


steel sidebar chain. These quali- 
ty sprockets are available from 
stock in all industrial areas. Dis- 
tributors can easily and quickly 
select the right sprocket to fit 
chains for elevating, conveying 
and power transmission needs 

At the Link-Belt factory, every 
stock sprocket is tested on a 
standard pitch chain of the type 
and size to be used. Teeth are 
properly designed, accurately 
cast and carefully ground to as- 
sure correct fit with the chain 
Hubs can be bored and key- 
seated to specifications. Arm 
center and plate center sprockets, 
in either gray iron or Flint-Rim 
are offered to meet various oper 
ating conditions. 

Book 2467 gives complete 
data, and highlights the impor 
tant advantages offered by stock 
selection of sprockets. 
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Exclusive Features 
Sell RC Couplings 


Of all roller chain couplings on 
the market, only Link-Belt offers 
divided rollers. This exclusive 
feature equalizes loads . . . gives 
proper balance at high speeds 

. effectively compensates for 
end float and misalignment. Yet 
the design has the simplicity of 
a single-width chain. 

Link-Belt Roller Chain Cou- 
plings are available for any rat- 
ing from fractional to 1000 hp. 
Folder 2363 provides full data. 
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COMPLETE LINE OF STANDARD & SPECIAL TAPS 




















KEYWAY BROACHES & SETS 


NEW PLASTIC TAP BOXES 


PROTECTED 
QUALITY 


It’s apparent how Threadwell 
TAP quality is protected by 
the original plastic 

tap package shown above. 
BUT ... the quality of ALL 
Threadwell products is 

triple protected . . . at the factory, 
in transit and in use. 
THREADWELL DISTRIBUTORS, 
too, are triple protected— 

by the consistent 

high quality and dependability 
of Threadwell products— 

by Threadwell Field Engineers 
strategically located to 
provide on the job help 
with cutting tool and 

gaging problems...and 

by Threadwell’s progressive 
distributor sales policy. 








ADJUSTABLE ROUND, 2-PIECE & HEXAGON DIES 





Ask us 
about the 
Threadwell 
story. 

We know 
you'll like it, 





THREADWELL TAP & DIE CO. 
U.S.A. 


Greenfield, Mass. 


THE FINEST IN CUTTING TOOLS & GAGES 
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The Cover 


The light touch is always enjoyable 


especially during these torrid summer 
days. But, like 
“cover boys” are combining thoughts of 


work with various forms of play. How- 


true businessmen, our 


ever, maybe your idea of summertime 
activity is lying in a hammock. Fine, say 
we, just grab a copy of ID, turn to page 
81 and start reading. You'll find the many 
articles and features interesting as well as 


informative. 





Publisher 
Arch M. Morris 


Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Senior Associate Editor 

John A. Wertis 
Associate Editor D. A. C. McGill 
Associate Editor Robert Slater 

(Chicago) 

Assistant Editor 
Assistant Editor 
Assistant Editor 


George L. Bottari 
J. Van Ness Philip 

Leugel Foss 
McGraw-Hill Domestic News Bureaus: 


Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. ¢ 


McGraw-Hill World News Bureaus in 


principal cities. 





District Managers: FE. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and 
John W. Otterson, San Francisco; H. | 
J. Cash, Dallas; 
Holdsworth. 


Boston— 


Angeles; 
Business Manager, C. H 


Keeler, Los 
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The CLAUSING 
VERTICAL MILLER 


is NOW READY FOR YOU! 


For versatility, accuracy and economy, the new Clausing 
Vertical Milling Machine has more Plus Value features 
than have ever before been available in a miller at or 
near its price! 

It has Versatility Plus! Especially designed for tool room, 
pattern shop and general purpose use, it is actually sev- 
eral machines combined in one. The spindle head can 
be swiveled in a vertical plane and set at any angle, 
and turret rotated in a horizontal plane making it pos- 
sible to mill, drill, bore, ream and shape at all angles, 
with one setup. 

It has Accuracy Plus! The heart of the Clausing Mill is 
its rigid, high precision spindle head. It has 7 ball bear- 
ings — spindle is chrome nickel steel, hardened and 
ground — quill, hardened and ground, has honed bear- 
ing seats — overarm is rigid steel casting, with %” 
thick walls precision ground — drive has 4 ball bearings. 


Quill has micrometer depth control stop and two feeds; rack 
controlled by lever for sensitive feed and gear controlled 
by hand wheel for fine feed. All feed screws have ground 
threads, turn on ball bearings, have large micrometer dials. 
Table surfaces and dovetail ways on table, saddle, knee 
and column are precision ground. 

It has Economy Plus! The Clausing has many features 
that reduce setup and operating costs in both tool room 
and production milling. It's low in initial investment, and 
careful selection of materials and precision workmanship 
assure long service. 

Write today for the complete story of this sensational 
new machine tool! 


CONDENSED SPECIFICATIONS 


Size of Table sume See 
Longitudinal Table Travel 15” 
Transverse Table Travel -: 
Vertical Travel of Knee > gs 
Maximum Distance Spindle to Table 12” 
Maximum Distance Spindle to Column 8%" 
Quill Travel ; 3° 
Spindle Speeds: Six, 180 to 3250 R.P.M. 

No. 7 Brown and Sharpe or No. 2 Morse Taper 

Spindle Optional 
Operates from “2 or % HP, 1725 R.P.M. Motor 


MILLS, DRILLS, BORES, REAMS 
& SHAPES .-. AT ALL ANGLES ... WITH ONE WORK SETUP! 


CLAUSING DIVISION, fas. Press. Company (OETA [a 


8-117 N. PITCHER ST., KALAMAZOO, MICHIGAN 


WRITE FOR ILLUSTRATED LITERATURE TODAY! 
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FimsT 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





. 


FOR DODGE 
TRANSMISSIONEERS 

















EXPAND LABORATORY FACILITIES 


NEW EQUIPMENT PROVIDED FOR 
PRODUCT PLANNING AND TESTING 


CARTOON SERIES 
PROVES EFFECTIVE 
MAIL ADVERTISING 


\ direct 


offered in 


series featuring car 


this 


mail 
vear’s sales 
Dodge Dis 


tributors, is proving to be exception- 


toons 


promotion program fo! 


ally successful 


There are eight pieces in the cam- 


THIS FOL on, COWrains 


Ormecy man Pieces tear 


paign. The cover cartoon carries the | 


reader into the piece and inside 


another cartoon leads into the pro- 


duct information. Each piece fea- 


tures a different Dodge product or | 


family of products. The cartoons are 
effective because each one delivers 


product. A 
“bunlt-into”’ 


a sales point about the 


reply card is ever) 
piece and this card prominently fea- 
the Distributor’s and 


address as as phone number 


tures name 


well 





FALL SCHOOL TO 
START SEPTEMBER 13th 


already being re- 
ceived for the Fall classes in the Dodge 
School of Mish- 
awaka. Three classes will be held in the 
weeks of September 13th, 20th and 27th 
that 
olled 


Re wmistrations are 


lransmissioneering at 


It is apparent these classes will 


all be fully enr 














The Dodge engineering staff is now 
working in greatly expanded quar- 
ters with much new equipment. En- 
larged facilities have been made 
acutely necessary due to the rapid 
the Dodge 


power transmission machinery 


expansion of line of 
and 
the consequent growth of the com- 
pany’s business. Under David Firth, 
charge of engi- 


vice president in 


neering, the Dodge staff of engineers 


to come out of the Dodge engineer- 
ing laboratories are the VR Variable 
Speed Drive, Dodge Timken \ll- 
Steel Pillow Blocks, and a complete 
line of Dodge Torque-Arm Speed 
Reducers, with the Tri-Matic Over- 
load Release which provides triple 


protection both to the Speed Re- 


ducer and to the motor. 
In addition to the development of 


new products, the engineering stall 


Dodge Engineers planning activities for the newly expanded laboratory. Left to 
right: Alex Bodle, David Firth, Jackson Chung, Don Lower, William Rimbey. 


has developed a large number of 
exclusive engineering features 

One of the most important of these 
Dodge developments has been the 
creation of the Taper-Lock Bushing 
and its application to sheaves, cou- 
plings, conveyor pulleys and sprock- 
Standardizing on the Taper- 
Lock method of fastening wheels to 


ets. 


shafts results in a reduction of down- 
time on production machinery. 


Among other recent developments 
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is constantly at work testing 

improving the present line of pro- 
ducts. The laboratory, itself, is a 
miniature factory within a factory 
building models of new products 
and new parts and making modi- 
fications of old products. The en- 
largement and improvement of these 
laboratory facilities is further indi- 
cation of the importance which the 
Dodge 


ter hnological advancements 


management places upon 








Engineer 
salesman 
blast at 


‘ 
«< 


delivers a 
“23 Sales 


You Said lt 


comments 


Industrial Distribution 


on 
Sunday 
nen Types” 


demagogery ; 
punch in 
presi- 


. 
. 


dent urges telling story of industry; many 


order reprints of “Careers in Distribution” 





“M. S. D.” and Educators 


HAWTHORNE, ( 
editorial “M. S. D.” in 
of InNpusrriaL Distr! 
riON so impressed me that ! 
to night school with 
to the teacher 
that he asked 
copies for 


mong 


“TA 


ire 


ONTRIBUTIONS to youl tters to 
Editor” department 
from all readers. Write 
you like; we'll publish it an 
f you do not want to be identified, 
issured that we know 


( 
ALT ; 

wel 
on any 
] 


y 


June issue 


OUI ymeé 

t “> 

1 can rest 

‘ 7 

o keep a s 

v's the 
hest 


hould speak up with your ideas 


ni 
ret 


to 
now’s also the 


+ 


0 how 

to sh N time get that gripe 
1 

well me ; tim<¢ 


SO 


~ = 
5 


distribution 
friends the faculty 
Camino College and also at tl 
versity Southern California 
I would like to take this 
know that I 


t’s have ’em 
Just send 
Eprror, INDUSTRIAI 
330 West 42nd St., 

} 


I 


letter th 
DISTRIBUTION 


New York 


youl 


\F - 
i + sf 
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YY 


CnyOy 


oO OI 


to let vou The Editors 


Che Unsalesman Starts his 
sales argument with that powerful 
sales-promoting statement, “You peo 
today.’”’ 


with 


6, 


ple wouldn’t want any 
Starts 
powerful sales promoting statement 


his sales argument a 


Period. 


The Homebody Makes him 
sclf right to home.” 
Surely he shouldn’t 


as a stranger but not neces 


ict uncomfort 
ible OI 
sarily take over the place 

“8. Case Railroad Man 
Has a one-track mind. Memorized hi 


spic he 


Jones, 








of your magazine ven 


Let’s skip—he’s not important 





issuc 
Not 
gleaned many 
the 
magazine 


\o 


~ 


it, but I 
a profitable idea fro1 


It favorit 


I 


only do I enjoy 
then 


thes« 


+ 


int salesman and 


He 


] 


ror 
down 


) 


} 


ty 
nim 


irticles. is my ck made 


ATi 


} 


ri 


| Sizzle Seller his 
1 book. His pitch sparkles with 
lia a 


sai 


iin may I congratulate ] man 


your editorial on demagoger 


} , } nih) } 
broader education of th« public in th adiectives 


What’s wrong with that 
The Brass Band—If bull 


this guv would be a 


iy 
certainly t 
I think 
hy] 


wiles of the politician is 
But how acl 


was 
editorial deserves 


be desired neved? 


wide pu 


} i 
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your brass 
tion. 


bull 


on 


\. SHARP! 
Sales Engin 
Sonnet Supply Co 


Jr buvers just love 
He works 
makes 


a certain 


HAROLD Many 
The Milkman 
that, he 


; bound to hit 


I enough 


f 
I 
t pel 


f orders.” 


What’s wrong 


with making 
i k for 


Salesman Vs. Sales Types providing isk 
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“9. Green Goods Boy—First trip 
on the road and he still thinks P.A.’s 
bite.” 

Every salesman has to make his first 
trip, and even old timers know that 
some P.A.’s bite 

“10. Weary Wills 
that somebody invited him 
down that he just hates to get up and 
face the road again.” 

If Weary Willy is on the road, he 
should get off or go to bed. 


“11. The Zealot—Believes in his 


He is so glad 


in to sit 


product 


Just because 
it, doesn’t mean it’s 
“12. Joe Miller, Jr—This comi 
tells all the latest jokes .. .” 
What's a story to put 
some P.A.’s in a good frame of mind 
13. The Soft Answer Man—Ye 
but—”’ 
Objections are raised by P.A.’s many 
yf habit. What’ 
rou 


P.A. doesn’t like 


“no good. 


iny 


wrong with 


times just as a matter « 


wrong with a polite answer or a1 


ment? 


14. The Fire Salesman—yYour last 


Continued on page 10) 
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How RB&W ives distributors 
inside track to fastener profits 


Four good reasons to stock...and sell... RBaW 


FIRST IN ADVERTISING AGAIN with the industry's hardest-work- 
ing campaign, RB&W ads sell the name, the product features, 
and the breadth of the line you handle. Campaigns in 14 bus- 
iness publications, including FORTUNE, MILL & FACTORY, 
MACHINE DESIGN, APPLIANCE MANUFACTURER and 
many others, blanket your market and steer prospects to you. 


EASIEST CATALOG TO USE is RB&W’s illustrated catalog, double- 
tabbed for instant reference. Jam-packed with all types, sizes, 
weights, construction features — the facts on RB&W bolts, nuts, 
cap and set screws, silicon bronze, screw products and rivets. 
Heavy, flexible cover protects this hard-working sales aid. Yours 
for the asking 


INDUSTRY'S BROADEST LINE of high quality bolts and nuts 
includes cap screws, finished nuts, rivets, machine, carriage and 
lag bolts. Allows you to meet all customer requirements easily 
and exactly. RB&W’s cold-forming of heads and threads, heat 
treating and complete quality control provide uniformity, accu- 
racy and holding power — insuring customer satisfaction. 


NEW, STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) and oversized labels speed handling. Stock handling 
gets an assist, too, now that RB&W furnishes cap screws in 
standard case quantities. Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N.Y. 43 


ee RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL.; 


LOS ANGELES, CALIF. Additional! soles offices at: ARDMORE (PHILA.), PA., 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles ogents af: PORTLAND, SEATTLE. Distributors from coast to coast. 
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mis NEW Aeroquip Kit provives tow cosr, 


COMPLETE, COMPACT HOSE LINE INVENTORY 


17-CELL KIT 
CONTAINS: 


25 ft. of %" 1.D. Hose 

25 ft. of V4" 1.D. Hose 

111 Assorted Fittings 
including 

Male Pipe 

SAE Male and Female 


SAE Inverted Male and 
Female 


12-CELL KIT 
CONTAINS: 


25 ft. of %" 1.D. Hose 
80 Assorted Fittings 
including 

Male Pipe 

SAE Male and Female 
SAE Inverted Male and 
Female 


=~\croquip j A ~~ 
4 


. 
. 
FITTINGS and HOSE 


mts . 
Be eK. es 


ante FS 


2" Le ‘~—4> a 
Pree KE 





IT’S AMAZINGLY EASY TO MAKE HOSE LINES! 


SOCKETLESS 


FITTINGS AND HOSE 
ASSEMBLE IN SECONDS! 





RECOMMENDED FOR INDUS- 
TRIAL FUEL, AIR, WATER, LUBE 
AND OTHER FLUID LINES 


Don't look for hose lines .. . 
MAKE THEM! With the new 
Aeroquip socketless fittings and 
hose kit on hand, it's quicker and 
easier. Just reel off and measure 
the hose, cut it with a sharp 
knife, and push on the remeark- 
able socketless fittings. This kit 
not only simplifies your hose 
line problems, it assures quick, 
on-the-spot replacements for 
users of industrial hose lines. 
Sell every one of your customers 
on the idea of stocking an Aero- 
quip kit... you supply the hose 
and fitting replacements. Write 
for distributor information. 





just PUSH aceroaquip 


SOCKETLE 


FITTINGS 


INTO THE HOSE 
.. THEY’LL STAY ON! 





\eroquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 


SALES OFFICES: Burbank, Calif. « Dayton, Ohio « Hagerstown, Md. « High Point, N.C. ¢ Miami Springs, Fla. e Minneapolis, Minn. « Portland, Ore. « Van Wert, Ohio « Wichita, Kan 
IN CANADA: Prenco Progress and Engineering Corporation Ltd., Toronto e IN ENGLAND: Super Oil Seals & Gaskets, Ltd., Birmingham 


AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A AND ABROAD 
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You Said It 


Starts on page 





An Excellent Distributor 
Arrangement Makes 


SUPREME a good 


chance at these prices—Never agai 
line to handle! If you have a special, subject t 
prior sale, surely there is no harm in 








offering it to a customer 


PREME CHU | “15. The Rap-Scallion — So busy 


| telling you how lousy his competitors’ 
| products are that he never gets around 
| to telling you if his are any good.” 
| Isn’t the knocker obsolete? 
| “16. Jolly Cholly—Full of happ' 
little tidbits.” 

Most P.A.’s love a little g 
as much as anyone 

“17. Willie the Weepe! 
in his sample case to become ¢ 
case. With this guy it’s always 
hay in the barn’ ; 

Slightly overdone. Where is “Willi 
the Weeper?” 

18. The Love He always makes 








a pass at the receptionist.” 

I thought the lover type passe 
| away vears ago, unless a new crop ha 
sprung up. Is courtesy to a reception 
ist making a pass at her? 

“19. Last of the Mohicans—I 
got one left.” 

If stock is limited, should it 
kept a secret? 

20. The Tank—Alwavys wants to 
discuss the sale over a glass at the 
nearest oasis.” 

Practically all salesmen refrain from 
drinking during’ working hours 
Wasn't the tank popular many yea 


“21. Cut Price Pete—His product 
is always ‘the lowest in price,’ but 
most of his prospects usé the w 


heapest.”” 


vv 
every Te 
cheeke? . . 

not offer it? Just because it’s lower 


If a salesman has a lower price, why 
| 


Here's a chuck you can . | 
doesn't mean it’s phoney 


One Hand Washer—Looking 


recommend and sell with confidence << 


Entire body hardened t for the other hand. “You buy my prod 
inside and out for » +» giving your customers the extra ct ind T'll see our P.A. about buying 


uvrability. | 
greater d value they look to you to supply. lhe salesman doesn’t usually start 
the reciprocity deal. That many times 


Write for copy of distributor arrangement. etininates from the PA eesininani 


ment 
23. The Successful Salesman—H 


1 


SUPREME PRODUCTS, INC. can be anv one of the above tvp¢ 
2222 $. CALUMET AVE., CHICAGO, ILL. a mixture of several.” 
then is one or more of all] tl 


the chuck that lives up to its name .. . SUPREME Continued on page 14 
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f Hist -SPEEO LOGE 
_ Miistaons beam 
. 6.0 CHICAGO.LISA 


Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 


Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “know-how” .. . 


MARVEL is not “‘tied’”’ to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—MARVEL will use them, regardless of cost or 
source . 


There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or ‘“‘welded-edge’’ hack saw blades are merely flattering 
attempts to imitate — without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, ‘‘pre-tested”’, and “‘re-tested”” by thousanda 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U. 8. A. 
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maximum 
service and 
dependability... 


Republic Hex Head Cap Screws are made right from head to thread. They 
are furnished in low carbon or 1040 heat treated steel. 


Heads have sharp corners to take wrenches snugly. They are strong to avoid 
slippage on tough pull-ups. Washer face under head provides full bearing 


surface. 
Shanks are tough and sturdy to withstand shock and vibration. 
Threads are clean, sharp and accurate with full engaged thread area. 


Hex Head Cap Screws are just one of more than 20,000 regular types, styles 
and sizes of highest quality fasteners made by Republic for all industries. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division + Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


nga Paes Sans oe se 
St ; , ¥ ; AS so a ee 2S 
Other Republic Products include Steel and Plastic Pipe, Tubing, Lockers, Shelving — Carbon, Alloy and Enduro Stainless Steels —Titanium 
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Midgets or Giants? 


‘You Can Sell Both in PROTO’s 
E-X-P-A-N-D-E-D Line of Torquers 


. PROTO -~« PRO. 


PROTO ¥ TOOLS 
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You Said It 


Coffind Service Protects aan 
Hoist Life -—and 
Your Customers’ *":".e""""" 
Good Will Our Error 


Pictured on page 254 of your June 
issue are several Whitman & Barnes 





phoney types listed from | to 22; for 


executives, among them is our sales 
manager, Mr. Clarence W. Krueget 
Unfortunately, the caption underneath 
reads, “A. G. Krueger, San Antonio 
Mach. & Supply Co.” 
Clarence has received quite a bit 
f good-natured ribbing, as well as nu 
merous letters and phone calls express 
ing surprise because of his “change in 
employment.” 
At the Coffing factory, Georce RIncsrap 
aan cle tae Advertising Manage 
thom best . . . Whitman & Barnes 
© To both Clarence W. Krueger of 
Whitman & Barnes and A. G. 
Krueger of San Antonio Machine & 
- Supply Co., we offer our apologies 
. « « theroughly checked — for the mix-up. 
and tested at 100 percent 


overload... 
| 


A Good Story Needs Telling 


Mempuis, TENN 


“Tell the storv of our industry.” 


THE importance of good factory service 
I know of no single thing that will 


increases as production equipment is called 
upon to meet ever-growing demands — 
both in performance and length of life. - . on embed tak 
That’s why your best bet is to stock and active duty in your cus- sionally by asking “What kind of mills 


sell Coffing Hoists. tomer’s plant. do you sell?” 
I think this should be a concerted 


effort on the part of our Associations 


| help our industry more. 
Some friend will amaze me occa 


These hoists are not only built to take 
extra punishment, they are backed by the 
kind of prompt, efficient service that holds 
down-time to a minimum — even after 
years of hard use. Units are expertly re- 
paired at the factory and returned without ® HOIST-ALLS 
delay. Or if you are equipped to handle © SAFETY-PULL RATCHET for local groups to undertake as a 
your own repair work, immediate ship- LEVER HOISTS group. The material should be sup 
ment of replacement parts eliminates the ® MIGHTY-MIDGET PULLERS plied for the country as a whole from 
need to carry large stocks of spares. © SPUR-GEARED HOISTS one source. 

@ DIFFERENTIAL CHAIN Last year the Memphis Group put 

HOISTS m one T.V. program which did this 
® LOAD BINDERS It was a tremendous success. I am 


to try to let every single person in the 
United States know what we are and 
© QUIK-LIFT ELECTRIC HOISTS what we are trying to do 

rhis would be an excellent project 


Remember: Apologies don’t relieve a 
bottleneck. Protect your customers’ good 
will by carrying Coffing factory-backed 
hoists. For full information on the com- © 1-BEAM TROLLEYS sure the script from this is still avail 
plete Coffing portable line — and the serv- COFFING ible. 
ice that backs it — write Dept. A8. HOIST About two vears ago the writer 


| 
rae) tN hd | wrote a complete storv of our business 





“Let’s talk about our business 


Danville. Illinois 
(Continued on page 18) 
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PLANER KNIVES 
Scientifically heat-treated and eccurately 
ground, Simonds Planer Knives cut fast an 
smooth... have a notable reputation for Un SHAPER STEEL 
toughness and long =. AS types for round i _——~ for making special wood 
d re head machines. ers, Sin o00dwork. 
head and square he c $ Edge -,, imonds High § - Seer: 


uniform thick PSs, w &tound fc 

Let Your heir Farah in 12 cad tet athe 
Choose T ; 

‘ ht High Costs 


omer , 
oo 5... to Fig 


VENEER KNives 


¥ tempered 
and beveled, *gurately &round, 
a 


CHIPPER KNIVES peak” e Knives unpnd 
t 


. , : : old the ~ 
Simonds T-18 Chipper Knives hold their Meir keen 
sharp cutting edges under the most severe 

cutting conditions... produce clean-cut, 

uniform chips hours longer... reduce 

waste and down time. All standard sizes. 


Simonds real “know-how” in machine knife manufac- dimensions add up to far better on-the-job performance, 
ture, based on over 100 years experience in the produc- fewer sharpenings, less down time, and lower produc- 
tion of all types of knives, pays off in extra value and __ tion costs. 
extra savings in all kinds of operations . . . saw mills, 
planing mills, and pulp mills; furniture and fixture fac- 


tories; veneer and plywood plants ... everywhere that 
wood is surfaced, formed or transformed for a specific , — | M @) N DS 
purpose. 
| SAW AND STEEL CO. 
—— 


=—_— 


Simonds Steel ... specially made for each type of knife 
.. . plus precision heat treating and grinding to accurate 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon. Canadian Factory in Montreal, Que 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y., Simonds Abrasive Co., Phila., Pa. and Arvida, Que., Canada 
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A WORTHINGTON-GOODYEAR ENGINEERED DRIVE 


WORTHINGTON MULTI-V-DRIVE takes heavy shock loads at R. C. Remmey & Son. 


Belts hold as machine crushes 120-lb lumps 


Worthington distributor solves critical drive problem for refractory 


SMOOTH, NON-SLIP DRIVE for this wet-pan is provided by 
Worthington QD sheaves and Goodyear V-belts. 


Driving a machine that crushes, mixes and tempers crude 
clay is a real workout for any mechanical power transmission 
setup — especially with lumps weighing as much as 120 
pounds. 

That's just what the R. C. Remmey & Son Company, Phila- 
delphia manufacturers of refractories, ran up against in driv- 
ing their 20-hp wet-pans. 

About two years ago, R. C. Remmey & Son started looking 
for a replacement drive for one of these wet-pans. They con- 
tacted the nearest Worthington distributor who recommended 
Worthington QD* sheaves and Goodyear open-end V-belts. 

Now, after two solid years of operation not one belt has been 
repiaced or tightened. There’s no noise, no slippage of belts on 
sheaves, and no power loss — which means maximum produc- 
tion. Because of this fine record, R. C. Remmey & Son is plan- 
ning to install Worthington Multi-V-Drives on other wet-pan 
pulverizers. 

Find out how this Worthington-Goodyear drive team can 
pay off for you, too. Write us. Worthington Corporation, Sec- 
tion MV.4.2, Oil City, Pa. *Reg. U.S. Pat. Off. 


Ads Like This. Build Prefertaee For 


¥ 
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the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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You Said It 


Starts on page 7 





This was written for our employee 
and has helped us a great deal 

FE. C. BLacksront 

President 


E. C. Blackstone Co 


© See page 104, June 54. 


“Careers In Distribution” 


Hortyoxe, Mass 
You can make us quite happy by 
mailing along 30 copies of “Careet 
in Industrial Distribution.” 

Having sat in on this while it was 
being formulated, I might say that it 
came out of the oven in_ beautiful 
shape. 

And it’s what we all need 

Stuart A. Russew 
President 
J. Russell & Compan 


“T's no use, Mike . . . these are 
’ Dayron, Outro 


Campbell Chains!’ Ihe article “Careers in Industrial 
Distribution” which appears in th 
June issue of your magazine is most 
interesting and I believe will be most 
beneficial for distribution to personnel 
of industrial distributors throughout 
the country 
I would appreciate you 
50 copies of this article at yo 
vernence 
C. A. McCun! 
Sales Manager 
There’s no substitute for safe, long-wearing Flack Equipment Company 
CAMPBELL CHAIN for hundreds of jobs of hauling, 
holding or hoisting. Campbell makes chain for 
CAL 


every purpose, in any size, grade or specification. Los ANGELES, 


And CAMPBELL CHAIN is inspected link-by-link to Your article on the booklet “C 


reers in Industrial Distribution” 


guarantee long-lasting service. Practically every 
business uses chain. Increase your profit-per-call both interesting and informative 

by selling CAMPBELL CHAIN. Write for your copy In response to yout offer for « xtra 
of our complete catalog. copies of this publication, please send 


+ 


to m\ it 


us 300 booklets addressed 
tention 
W. G. Donounor! 
CAMPBELL CHAIN Company Personnel Representative 
The Republic Supply Company of 
CAMPBELL California 
CHAIN e@ If vou haven't sent for your cop- 
Mela Office, York, Pe. + West Burlington, lowe ies, do so now. They're free, except 
Pertiond, Gregen ° Sacremento, Californie for your taking the action to write 


Makers of Famous CAMPBELL Lug-Reinforced TIREYCHAINS for them. 
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DISTRIBUTORS POTENTIAL SALES 
OF BEALL SPRING WASHERS 


RUN INTO THE 


pe Oe ee eC Sh PP oe Ee SR ETN ne 
me a yl oe eS PEG yt AR he 


Nationally advertised 
AND NATIONALLY ACCEPTED 


BEALL nationally advertised, nationally accepted 
Spring Washers are used by the millions by industry 
and railroads. They keep bolted assemblies tight . . . 
permanently TIGHT. 


BEALL Spring Washers are precision-made to the 
exact dimensional standards of the American Stand- 
ards Association, the A.S.M.E. and the S.A.E. and 
are available in all sizes and metals packed in 
cartons, kegs and cases. 

BEALL TOOL DIVISION of HUBBARD & COMPANY 


East Alton, Illinois 


. ~~ 
or 


- 7 5 g ? 
7 Tele Syl CONSE be A e ’ 
ena < wt TIS; ty a ey Eee -—*y 


©: 


; z SPI» Paes? S \ >> " : =f y= ite 

7 teed —— © ms _ a“ F nebo meg Cth BONS on 

. Dae OS, Pee me ie mig See aloo Saat ie De harem eg 
7 " o =i ne he Ny et ire : 


SPRING WASHER SPECIALISTS FOR > 
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THE MORSE CODE MEANS 100% 


...0on all MI ©) ~ S = 
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Thank You... 


Nothing more need be said, except that you may be sure this effort will 
be continued. Morse Twist Drill & Machine Co., New Bedford, Mass., 
Warehouses in New York, Detroit, Chicago, Houston, San Francisco. . . all 
linked together in a complete teletype and telegraph network... for faster 


service to users of Morse Tools. 








HORS! fg, Gf 
DISTRIBUTOR PROTECTION of 
. WY 
Cutting Tools 
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P&H Hevwi-Lift 


your customer & 
ver 3,000,000 pos 


A PH Franchise Gives You 


. Agreatly augmented product line — 
complete service from one source 


2. A-solid sales policy that protects you 


3. Profit-boosting promotion 








Sales Tools 


—packaged for YOUR profit 


by PsH Hoists 


HIS is good news for sales-minded distributors — 
the new P&H Hoist Distributor’s Advertising Kit! 
What do you need to boost your sales and profits? 
A newspaper advertising campaign? Good, factual case- 
histories of P&H Hoist use? A direct mail advertising 
campaign to help pre-sell for you? Memento advertis- 


ing — to give away to your prospects and customers? 


It’s all right here — in this valuable kit that’s yours 
for the asking. It’s one facet in the promised program 
of P&H Hoists — to provide you with the most help 
— the best product — the most straight-forward policy 


— the most valuable hoist franchise on the market. 


If you're already in the P&H Hoist Distributor family 
you've got this valuable kit. If not — here’s how you 
get it. Just fill out the coupon and mail it in today. Just 
as soon as possible, our salesman will call on you with 
a kit. He’ll explain the various items to you, leave the 
kit in your hands. From then on you make it work 


for you in dozens of different ways. 


Don’t delay — send the coupon in now. A few 


desirable territories are still available. 


pH Ue 


HARNISCHFEFEGER 
CORPORATION 
4683 W. National Ave.* Milwaukee 46, Wis. 


Teak 


P&H Hoists 


O17 Coupon. and mail todey,/ ol 








P&H Zip-Lift Electric Hoist 
(Rope Control Model) 
Brand new. Same maneuver- 
ability as the pushbutton con- 
trol model. Rope control 
equipment permits substantial 
price reduction— makes easier 
soles for you. Available in 
500 and 1,000 Ib. capacities. 
Sales-helps galore on these 
popular hoists. 











P&H Jib Cranes 


Eight different models of jib 
cranes, including bracket-type, 
mast-type, and pillar-type. 
Capacities up to 12,000 
pounds — all of them built 
for a reach of from 8 to 20 
feet. Addition of this com- 
plete line of jib cranes to the 
P&H selection lets you sell both 
the hoist and the mounting. 
Catalog and sales information 
available to help you. 


HARNISCHFEGER CORPORATION 
4683 West Notional Avenue, Milwoukee 46, Wisconsin 

Gentlemen: Please have your salesman call on me with the P&H 
Hoist Distributor’s Advertising Kit, 1954, 





P&H Hand Chain Hoists 


There's a whole group of 
these hoists. You ean sell spur- 
geared hoists, army-type trol- 
ley hoists, low-headroom trol- 
ley hoists — whatever your 
customer needs. Capacities up 
as high as 25 tons. Complete- 
ly fills your line of P&H Hoists 
ond accessories — you're 
ready to supply whatever 
your customer needs. 





: 
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It’s no trouble making friends and sales 
when you have what it takes. In_ the 
manufacturing and distributing fields, two 
primary essentials are a Goop Propuct 
and a Hicu Reputation. 








Together, these two big and important 
factors develop what is familiarly known 
as CONSUMER ACCEPTANCE. 

Through four generations of steadfast qual- 
ity manufacture, Nicholson has implanted a 





staunch consumer acceptance of Nicholson 
and Black Diamond files. 


Through equally steadfast advertising, field 
service and co-operation with industrial 
distributors and wholesalers. Nicholson has 
helped to keep that acceptance growing. 
Recent surveys show it at an all-time high. 
Surely it must be a valuable asset to the 
distributor salesman who resolves to make 


the most of it! 


NICHOLSON FILE COMPANY, PROVIDENCE 1, R. I. > 
Canada Ltd, Port Hope, Onta , 


In Canada Nicholson File Company of C 


ete ccecrrccececerecrcisticeeries ti tceeie cases iti t ital 


Up 
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One of many interesting moments in the course. Your sales- 
men test for themselves the latest belt polishing machines, 
typical of recent advances in abrasive belt application. 


“The course included everything 
that an industrial salesman would 
be concerned about,” says Alex 
Halakan of Clark Whitbeck Co., 
Schenectady, New York. ¥ 


“This educational course can't 

help but be a real shortcut to 
“I was able to clear a lot of questions experience in the application of 
in my mind, as to backings and bonds, coated abrasives,” says Richard 
as well as actually seeing the material Duncan of R. C. Duncan Co., 
work,” says Elinor Stone of C. W. Mar- Minneapolis, Minn. 


wedel Co., San Francisco, Calif 


for the newest in coated abrasives 
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annings Abrasive Tech’ 


PAYS GOOD DIVIDENDS FOR 
DISTRIBUTOR SALESMEN 
AND THEIR CUSTOMERS 


Three days of sales-building facts about BEHR-MANNING 
Coated Abrasives, with particular emphasis on the very 
latest application techniques, taught by demonstration on 
actual machines. Three days of invaluable information 
that enable a salesman to talk with authority and sell with 
conviction. Included too, are Sharpening Stones, and the 
newest BEHR-MANNING Pressure-Sensitive Tapes with 
the big sales future. 


Distributors everywhere are learning that enrolling their 
sales personnel for this course is a fast, sure way to boost 
sales. Have you enrolled your people for one of the Fall 
courses? — if not, write The Director, Distributor Train- 
ing, Behr-Manning, Troy, N. Y. Dept. ID-8. 


In Canada: Behr-Manning (Canada) Ltd, Brantford 
For Export: Norton Behr-Manning Overseas inc, New Rochelle, N.Y. U.S.A 


“I wish to congratulate you for this 
wonderful educational program. It will 
pay off on future volume of orders,” 
says Jake Tribelhorn of Carlisle Hard- 
ware Co., Springfield, Mass. w 


“This course is a ‘must’ for anyone in the 
mill supply industry. You have done a 
very thorough job,” says Ed MacElroy of 
Squier, Schilling & Skiff, Inc., Newark, N. J. 


“I was amazed at the number of 
applications for coated abrasives 
and feel better equipped to go out 
and sell,” says Jim Curry, H.J. Behn 
& Co., Inc., Bridgeport, Conn. 


A COATED ABRASIVES 


ETT R- INING » eslodanae 
A PRESSURE-SENSITIVE TAPES 
COAPOAAT * 


detitin of NORTON Company 


... Watch BEHR-MANMMING / 
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All R/M packings and gasket 


materials for maintenance pur- 


poses are sold only through 





authorized K/M distributors. 


ae f+ ee er ae eS eC Ok ee Se See 


This is no “‘Johnny-come-lately’? policy with us! This is the 
policy Raybestos-Manhattan Packing Division has adhered to 
for the past 15 years. There have never been any ifs, ands or 
buts about it. There are no exceptions to it. We have no house 
accounts. * * * * * R/M Teflon Products for maintenance 
purposes are, of course, also covered by this distributor-protect- 
ing policy. They have been ever since we first offered you these 
additional products. * * * * * We have restated our sales policy 
for you because you hear a lot of loose talk these days about 
packing and gasket distribution practices. And we wanted to be 
sure that you have the straight facts about R/M. * * * * * Sell 
R/M?’s Big 7 Packing line —the line that’s built for distributors 


by men who know distributor selling best. 


RAYBESTOS-MANHATTAN, INC., packiNnG DIVISION, MANHEIM, PA. 
rk } G 7 FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, NJ.; 


Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada. 


RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « Industrial Rubber, Engineered Plastic, and Sintered Metal Products « Abrasive and 
Diamond Wheels + Rubber Covered Equipment «+ Brake Linings + Brake Blocks « Clutch Facings « Fan Belts + Radiator Hose + Bowling Balls 
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_ Sure, other people 
make sledges, 


but... 


Put a Warren-Teed Sledge next 
to any other sledge and compare 
them point by point. Right down the 
line, Warren-Teed Sledges pack a bigger 
sales punch. 

Check that bright, distinctive Dutch-Blue lacquer; 
the shining faces; and note the smooth radius that gives 
Warren-Teed Sledges greater balance and greater ac- 

curacy regardless of whether they strike high or low. 
But you can’t see everything. Take the steel — it's special open 
hearth steel forged as only the"World’S“laxgest exclusive maker of 
heavy hand tools can forge it. See the number? / That's a heat number 
verifying {H@~exact.content of the steel, You.cari’t see heat treating either, 
but it's there . . . deep and even in the places where it's most important. 
And finally, to cut your handling costs and boost your sales, these famous 
sledges are packed in tough, attractive cartons that make eye-catching display 





pieces. 
Get the complete story on Warren-Teed Sledges. Clip the coupon and send 
it to us. You'll be on your way to new sales and repeat sales to even the 





most demanding customer. 








ae — Sales Manager 
—_— Warren Tool Corporation 
iPro » ; Warren, Ohio 
W A R RE Ny T E E D° O. K. We want the complete Warren Tool story. 
ga ne 7 YA (1 Have your salesman call 
trade ( * " ws mark [) Send us Catalog No. 853 
NAME 


WARREN TOOL CORPORATION TITLE 


COMPANY. 
STREET. 
General Offices . . . Warren, Ohio CITY 


Export Division . . 30 Church St., New York 7, N. Y. 











Manufacturers of Warren-Teed and Devil railway track tools 
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WHEREVER THERE IS BIG 
OUR SALES ENGINEERS 


Weatherhead’s 23-Man Team Spearheads New Program 
of Sales Promotion, Customers Service and Technical 
Assistance for Industrial Distributors. 


For 35 years, The Weatherhead Company has been making 

history with its products—Ermeto® tube connectors, brass 

fittings, industrial hose, reusable couplings and permanently 
Rene ih Comes attached hose assemblies. Now Weatherhead is attracting ye 

nationwide attention with a major reorganization and ex- , 

pansion of its industrial distributor activity. It’s a threefold 

program affecting Personnel, Promotion and Policy—all aimed 

at more profitable selling. Here are the facts: 


PERSONNEL INCREASED FOUR AND A HALF TIMES. 
Weatherhead’s 20-man field force of sales engineers, backed 
by a top-caliber headquarters staff, assures individual atten- 
tion for every Weatherhead distributor. Prompt, experienced 
counsel can be brought to bear on every problem of sales, 
service and technical aid. Strategic placement of field repre- 
sentatives means distributors get he!p whenever and wher- 
ever it's needed, 





SALES PROMOTION UP 300 PER CENT. The largest advertising 
and sales promotion appropriation in Weatherhead history 


is working to aid distributors in pushing sales volume to 

all-time highs. New campaigns include more advertising, 

more sales promotion, more market data and more selling 

ammunition distributors can use to create new customers 
4 and increase sales to existing accounts. 


A NEW FAIR-PLAY POLICY. Weatherhead’s new distributor 
LOS ANGELES policy has but one aim: The maintenance of a competitive 
a price position while extending the best possible profit mar- 
gins. We are pledged to execute this policy with scrupulous 
care and to publish all information affecting successful dis- 
tributor handling of Weatherhead products. 


PLUS PACE-SETTING SERVICE. Now Weatherhead distributors 
will enjoy not only the advantages of frequent personal con- 
tact, but faster deliveries from expanded and modernized 
warehousing facilities in Fort Wayne, Indiana, and a new 
warehouse in Glendale, Calif. 


_—— 


GUIDED BY THIS HEADQUARTERS STAFF 


" § 


\ 





GENE P. ROBERS C. ALLEN DOLBY WILLIAM FLEETE 
General Manager, Sales Manager, Customer 
Distributor Sales Industrial Distributor Div. Service Manager 
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BUSINESS FOR YOU... 
WILL HELP YOU GET IT 


MILWAUKEE % 
Louis J. Friestedt E. Honwe Mitchel & £ 





BOSTON 


Fy tel John G. Petry 
ad) y | 
Chester B. Cove! 


CHICAGO LAND 
William Mattson a Kulas Rudsigh 3 iconen 


(Steel Industry) 


NEW YORK 
Chester L. McCormick 


PHILADELPHIA 
PITTSBURGH John J. Boyes 
Richard B. Phillips 


CINCINNATI 
George R. Anderson PLANTS: 
Cleveland and Antwerp, Ohio; 


> ot. Los rf Syrocuse, Angola and Columbia 
aul R. en LOUISVILLE City, Indiana and Glendale, 


Richard F. Driver California. 


WAREHOUSES: 
Ft. Wayne, Indiana and 
Glendale, California. 


The Weatherhead Company, Dept. |, f 
300 East 131s? Street, Cleveland 8, Ohie 


ATLANTA 
Robert 0. Walker 








)/ZAT HER BAD 


This trademark @) appears on every make of car, truck, bus, and tractor (GW) on equipment for machine 


tools, diesel and hydraulic applications @) on equipment for instrumentation, oil drilling, mining, road 


building WW) for aircraft, railway, and marine engines OW) for LP-Gas and anhydrous ammonia control 


equipment. This symbol OW) represents more than 1500 products made by The Weatherhead Company. 
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Beek 


YOU GET THE VERY BEST 
IN SERVICE FROM 


MILWAUKEE 


a one source supply 


for QUALITY 
INDUSTRIAL 
BRUSHES 


ALMOST 40 YEARS 


SERVING INDUSTRIAL 
Distributors 


% We have, over the years of rapidly changing con- 
ditions, continuously expanded and improved facilities, 
our equipment, and our service to keep pace with 
industry's growth. In maintaining our high standard 
of quality, brush uniformity and dependability have 
always been accepted as a MILWAUKEE feature. 


An important part of our business is devoted to manu- 
facturing special brushes for specific needs. In this 
respect our engineering department is available at all 
times to render design assistance and in each case 
to give your customers a brush product that is tailor- 
made for the job. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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3/16” HEAVY DUTY DRILLING 
1/4” LIGHT. DUTY DRILLING 
NEARLY 1/4.H.P.... STALLPROOF 











USES 38% LESS’ AIR 
WEIGHS LESS THAN 1% LBS. 








Highest precision construction 
“makes this drill revolutionary! 


Write ARO or see your ARO distvibutor. 
THE ARO EQUIPMENT CORP., BRYAN, OHIO 
Offices in All Principal Cities 


in Conada—Aro Equipment of Canada, Ltd, Toronto, Ont. 
| ARO AIR TOOLS 


Also... AIR HOISTS .. . LUBE EQUIPMENT 
AIRCRAFT PRODUCTS . . . GREASE FITTINGS 
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¢ / / oo Se 
.. in the complete 


go Ae as 


/ / | Brown & Sharpe Line 


When you handle the 
complete Brown & Sharpe 
Line it’s only natural for your 
sales to move faster .. . you 
have so much to sell. Not only 
can you easily supply your 


j | Tera customers’ immediate needs, 


—— a's . eT but you can stimulate interest 
an , ; 
eo ae —_— in many other items. 


oe : Besides such regular distributor 
products as machinists’ tools 
and cutters, you can offer the 
Brown & Sharpe “extras”... 
permanent magnet chucks, 
electronic measuring equipment, 
screw machine tools, pumps, 
and Johansson gage blocks. 
They're your logical basis for 
more sales per call. 
And remember, a// Brown & 
Sharpe products are 
continually advertised in the 
nation’s leading business and 
industrial publications . . . an 
additional “push” for this fast- 
moving line. Brown & Sharpe 
Mfg. Co., Providence 1, R.L., 
U.S.A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


BS Brown & Sharpe 
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Morse Roller Chain is packaged in 10, 50 
and 100 foot lengths from %4”" through 4,” 
pitch, 10 and 50 foot lengths in 1” poe and 
10 foot lengths in 1!4”" through 2'9" pitch. 





Help your customers end stockroom confusion this easy way! 


Packaged Morse Roller Chain and Chain Parts can 


help your customers end the time-consuming job of 
groping through bulk stocks to get the exact chain 
or part they need. This is a feature you can use to 
advantage when selling your customers on Morse 


packaged products. 

You can point out how Morse packaging permits 
: packa 

easier, neater storing; helps prevent accidental 

damage. And you can show how parts are clearly 


identified with labels, indicating size and quantity, Morse Taperlock Sprockets 
Prompt delivery—no reboring, keyseat 


Morse Packaged Parts 
Coupler, Connecting, Roller, Offset links 


s . 
which reduce the time spent taking inventory. Hogg Bye mountings soe 'cies keund tor’ cela leanne 
"ce . . . 20} 7 No flanges, collars, or protruding heads easy handling. Packaged in various quan 
se packaging maintains s 
Morse packaging maintains the fine precision of eben ya dee pola Alig me om Ape 


roller chain parts by guarding them from dirt, dust 
and corrosion. They stay clean until your customer 
is ready to use them. 

Morse packaging is just one of the reasons it 
pays to deal with Morse, the number-one producer 
and seller of quality power transmission sselialiin 
Why not write, today, for more information on how 


a Morse Distributorship can pay off for you. 
MORSE CHAIN COMPANY POWER TRANSMISSION 


7601 CENTRAL AVENUE ¢ DETROIT 10, MICHIGAN 


FOR 24 en a4 MASTERS OF eee age POWER TRANSMISSION SINCE 1893 


FEUOOA OX Bt io 


HIGH ‘ DOUBLE-PITCH 0 in ) AUTOMOTIVE 
STANDARD ENDURANCE SPRING-LOCK ROLLER CHAIN TAPER-LOCK ROLLER CHAIN CABLE OG ATTACHMENT SILENT 1) swewr coam | wr-vo © TiMING CHAIN 


ROLLER CHAINS ROLLER CHAINS ROLLER CHAINS SPROCKETS SPROCKETS DRIVES CHAIN CHAINS CHAINS SPROCKETS DRIVES peves | 


2282 3AFV VECRDY SE 


; ' : ' ; VARIABLE 
. { oan i. MORFLEX rng _— £112 aarme 119 overeummnc 2) overcenver’?] rumors 2? yorque (23 centevrucas (24 — 
TH 
ere ua COUPLINGS cours | REsHATS | courumes | CLUTCHES | GUTOHES CLUTCHES LT ER CLUTCHES amen 
= én - - - ~~ ——d 
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FLEXIBLE 
SHAFT 
MACHINES 


---versatile 
finishing 
facilities— 

no costly fixed 


ROTARY FILING GRINDING 


equipment! ‘cat adiiioen GY Ly, 


No heavy, bulky motor to handle! You can guarantee your customers 
positive control of the operation because the machine operator holds only 
the handpiece, not the heavy, bulky motor. That means less operator 
fatigue, higher production, fewer rejects. 
Wide range of uses! You can sell a Strand Flexible Shaft Machine for 
grinding, rotary filing, wire brushing, buffing, polishing and many other 
preparation and finishing operations. And a strong selling point in your 
favor is the new Strand Quick Change Attachment that lets users change tools 
in seconds without using wrenches. Simple press-type locking button does 
the trick! 
Wide range of speeds! Best of all, you can offer a choice of two 4-speed 
ranges or two 5-speed ranges when you recommend a Strandflex machine 
. speeds range from 850 to 12,000 RPM .. . motors up to 1 H.P. Change 
speeds without changing pulleys or drive belts by the patented Strand 
Gear Drive Unit standard on all Strandflex machines. And, for an even 
greater range of speeds you can offer the new High-Speed Gear Attachment 
that actually triples rated spindle speeds. Operates at up to 27,000 RPM 
for high speed steel or carbide cutters! 


Full Strand line also includes direct drive and counter- 
shaft machines with up to 3 H.P. Also all accessories 
and tools. If you’re not already handling this famous 
line write now for open territory information. FREE 
CATALOG 131-A. 
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Longer, Stronger Life for Ce 


- Columbian Laboratories 
. Insure All-Season 
Protection Against 

MILDEW, MOLD, ROT! 


Columbian Anti-Rot 

Treatment is applied 

to all Manila fibres os a component of friction- 
reducing lubricant. Chemist above checks lubri- 
cont for level of fungi-static moteriol 


@ Microphoto of treo 
Manila fibre after 
week incubation 
green mold spores und 
optimum conditions 
growth. Only origi 
spores applied for 
ore present. 


@ Microphoto of untrected Mo- 
nila fibre after some two-week 
test shows jungle of spores whose 
“roots” feed on fibre, leaving it 
rotted and useless. 


( 
, TWINES 7 


vy 
Yas 
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WHAT'S YOUR BEST BUY IN PIPE? 


way, Nd ional, OF COURSE 


@ Ask the successful architects, plumbing and 
heating contractors, and builders. They'll tell 
you that NATIONAL Steel Pipe is the standard 
of industry. And they’ll give you the reasons 
why—sound, practical reasons. 

Basically, NATIONAL Pipe offers you the 
greatest service per dollar of cost for all-around 
use in all types of building and industrial uses. 
It’s as simple as that. And NATIONAL gives you 
the greatest value in strength, durability, and 
ease of installation—at low cost. Moreover, in 
service, it can’t be excelled for sheer, rugged 
dependability. No wonder Nationa. is the 
world’s largest selling pipe. 


UNIFORM 
THROUGHOUT 


NATIONAL Pipe is uniform 
in metallicstructure, ductil 
ity, strength, corrosion re 
sistance, surface finish, wall 
thickness and diameter—a 
uniformity that is rigidly 
maintained at all times. 


THREADS AND 
CUTS EASILY 


Strong. easily-made threads 
are possible because of the 
unvarying quality of the 
metal and the absence of 
slag inclusions, laminations 
and blisters. The steel cuts 
clean and retains its char 
acteristic strength even in 
the lightest part of the 
smallest thread. 


MAKES 
SOUND JOINTS 


For permanent soundness 
and tightness, the uniform 
ity and accuracy in manu- 
facturing have made un 
equalled pipe jointing rec- 
ords for NATIONAL Pipe 

whether welded or coupled 


COILS AND 
BENDS WELL 


NATIONAL Pipe has that full 
measure of strength and 
ductility to meet the de 
mands of smooth, uniform 
coils and bends. With Na- 
TIONAL you can estimate 
closely without worrying 
about excessive loss of ma 
terial, time and labor 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel PIPE 
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Why keep prospective buyers 
in the dark? 


vu 


dl ¢ 
lg 
As 


Spotlight your products 
in the ‘yellow pages’ 


You're bound to get more sales when buyers 
of industrial products know where to find you and 
what equipment you sell. 


FAULTLESS CASTERS You can reach these prospects quickly, 
most complete line of : , ais : 
caster sizes, types and ca- easily and economically by advertising in the 
pacities, especially de- . ° . ’ 
signed for all needs of reat convenient ‘yellow pages’ of telephone 


industries, institutions, ho- ° ° . , . 
tels, hospitals, homes, a directories. That’s because purchasing agents 


stores, etc. Enduring quality—cost no more, ‘ ; 
use the ‘yellow es’ regularly when 
“WHERE TO BUY THEM” se oF ~ wie! 
INDUSTRIAL CASTERS they're looking for new suppliers or 


VONNEGUT HROWRE CO . 
402WMaryid. MArket-2321 trying to locate old ones. 


The ‘yellow pages’ will put your name, address, 


Metal Cutting Machines telephone number and advertising message 


v i ight... i 
ONNEGUT WROWRE CO a. ao in the sales spotlight . . . make it easy for prospects 
to buy from you. 


Bt a euce 
eorwitaryé MArket-2321 in, iS } onan @) 
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The Johns-Manvi 
Packing of the Month 


eee one of the lead . 
ers in a ° . 
profitabl : ; quality line th : 
e business in replacement a ne ne 
ckings 


rformance 
where manhole, 
handhole and tube plate 


where to sell them: Most industrial, large resi- 
dential : blic utility boiler plants are 
prospects fo ese plants usu 
peratures tO 

ube plates 


NHOLE end HAND- 

le and manhole 

gaskets are . standard shapes- 
Other shapes © i »¢, Minimum 


flange wict is 7 s is approximately 
are obtained 


maintain @ 

combination of soft 

bility and heat-resistance for W 
long been noted. 


what their selling ints ore? Kearsarge 
Gaskets are carefully made by folding and forming 
plies of are car durable, wire-inserted asbesto-metal- 
lic cloth that created with @ speci . 
resisting compoun’ shed gaskets are 
with the edges of the inner side, leaving 
ken rounded shoulder 09 the outer side 
i to pressure. e result 
is a gaske mely long life in the 
service for which it is intended. 


Note to Sal ' 
your sales organization, write Jo 


smanagers: For copies 
ns-Maoville, Box 60, 


1/16” 

by using gas 
Style 11 

Made seam 

as No. 116, 

nished in th 

popular boiler tube caPs- 
Back 

and other J 

regularly in 

every majo 

readers tot 

buy. Your selling j° 

Johns-Manv ille Packings! 


plies thick.) 
PLATE GASKETS: 
allic fabric 
ate Gaskets are fur- 


equired for certain 


| advertising: Kearsarge 
ackings are advertised 
cking users in 

efers these 


of this advertisement for distribution to 
New Y k 


ork 16, -** 
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LET'S SHELVE EVERYTHING ON THIS NEW LINE. The new line 


of SPS adjustable shelving permits us to do just this. A wide 


protection and permit cleaner, neater stock keeping. Bin fronts can 
be added to closed type units to increase shelf capacity for small 
items. Dividers can be clipped in place to make cubbyholes for 


variety of heights, widths and depths—in open and closed type 
shelving—enables you to sell customized units to fit your customers’ 
requirements. Your customers will like the sturdy steel construc- 
tion, the interchangeability of parts, the ease of assembly. They'll 
like the way these units can be transformed, too. Back and end 
panels can be added to standard open type units to provide better 


storing different items on the same shelf. And all components are 
made in accordance with Federal Standard Stock Catalog Speci- 
fication AA-S-271a. If you don’t have the details about this new 
line, get them soon. Write the Hallowell Shop Equipment Division, 
STANDARD PresseD Steet Co., Jenkintown 13, Pa. 


WHAT’S NEW WITH HALLOWELL 


News that helps you sell 





BUILD UP AN ORDER BY SELLING COMPLETE 
INSTALLATIONS. Don’t stop with the safe of one 


Hallowell item, build up your sales and your profits 
by selling a complete installation. ‘“Things to talk 
about when selling Hallowell Shop Equipment” 
gives you an easy-to-take five minute refresher 
course in points to stress when talking this equip- 
ment to your customer. And it’s easy to carry 
around with you—fits into any ordinary pocket, 
can be read while you are waiting for the interview 


PACKAGED TO SAVE YOU MONEY. The sturdy cardboard carton in which the 
knocked-down Hallowell **740"" Steel Cart is shipped does two things: (1) It permits 
you to stock the “*740” in less space; (2) It delivers the **740" in factory-fresh con- 
dition. Both put money in your pocket. The first by saving space and permitting you 
to stock more goods. The second by reducing the return of goods damaged in 
shipment or storage. The “740” is a profit-builder, too. It can be sold anywhere. 
It has the looks for store and office, the stamina for shop and factory, the capacity 
to save time and steps, the compact design for crowded aisles and limited space. 


HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN Et PENNSYLVANIA 
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HOW TO MAKE MORF MONEY. A lot of down-to-earth 
sales information that a man can put to use on his calls the 
moment he gets back home is packed isto every session of 
the SPS Sales Training Program. This three-day refresher 
course is open to all SPS distributor salesmen. The program 
itself, which isa mixture of classroom instruction, sales and 
technical information and demonstrations, interspersed with 


plant tours, is given by fastener experts. It helps make every 
UNBRAKO salesman a more informed, and thus a better, 
salesman—one who can make more money for himself and 
for you. If you don’t yet have the facts about this program 
which SPS makes available to you, send for a folder on the 
SPS Inside Sales Training Program. Be sure to ask for 
enough copies for all your men. 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


TIME-SAVER, MONEY-SAVER. Distributors 
who are now using these stock order pads are 
tickled pink about them—say they save time 
and money on every order they write. The pads 
contain individual sheets on each UNBRAKO 
product, listing standard sizes and prices. You 
merely fill in the quantity desired, send the 
white form to SPS as your order, keep the blue 
and yellow sheets for your records. Order your 
sample pads through Unbrako Socket Screw 
Division, STANDARD Pressep STEEL Co., 
Jenkintown 13, Pa. 


UNBRAKO SOCKET SCREW DIVISION 


— JENKINTOWN PENNSYLVANIA 
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Men ...and women...of the month 


BEHIND THE SCENES IN SPS ADVERTISING. 
Advertising Manager Al Scott (center) and his associates 
are responsible for the largest advertising program in SPS 
history. In the usual order, they are: Irene Mader, Harry 
Smith, Lee Kunz, Al Scott, Earl Liebfried, Charlotte McNutt 
and Haven Babb, assistant advertising manager. Your adver- 
tising department, through advertising in business and trade 
publications, places over 2,000,000 messages a month before 
prospective buyers. In 1953 it mailed out over 600,000 
pieces of literature. 


both SPS and distributor salesmen lies in the SPS Sales 
Promotion Department. The Inside Sales Training Course 
(see the picture on the opposite page) is given under the 
auspices of this department. Shown checking a training 
booklet are Manager George Somes, Ida Scott, Dorothy 
Gatta and Tom Robbins. 


FOR THE MAILBAG. The June edition of the SPS NEWS— 
a single sheet, printed both sides—tells the story of the 
remarkable advantages of UNBRAKO Knurled Point Set 
Screws and shows how they were demonstrated at the 
ASTE show. The material printed here has already appeared 
in several publications. It makes an excellent piece to fit 
in with your direct-mail program. Write for quantities. 





RULAWOLT 


' g and he 
The ed twhular pros ate avedable (9 carbon 
ard and ligt duty wall thicknewes and im o full 

1 Scl-Lok Spring Me Diwion, Spaweaen Prema 


' 


HAGe Whee Fok DOOR Sps er 


DRIVES THE POINT HOME! This advertisement on the Set-Lox Spring 
Pin appeared in recent issues of Business Week and U.S. News. It gives 
in a glance the advantages of these slotted tubular pins, and would make 
an excellent opening mailer to send all your prospects. Write today for 
copies in quantity. No charge, of course. 











SPRING PINS FOR SLEEPERS. If you've ever travelled on one of the 
new stainless steel B&O coaches, you know how luxurious they are. The 
latches for the upper berths in each roomette are worked by this bell 
crank. A Se_-Loxk Spring Pin here does two jobs. It fastens both crank 
and latch rod together and also serves as an axle around which the latch 
rod can rotate. This inexpensive fastener can be knocked home with 
one blow of a hammer, yet it will neither ream the hole nor work loose 
under vibration. Incidentally, it also simplifies a formerly complex 
assembly operation. The spring pin is a remarkably versatile fastener, 
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This salesman sells the whole line! 


Give your salesmen Armour Coated Abrasives— 
they sell faster because they're precision-made! 


Nearly every plant your salesmen call on uses coated abrasives 
—and every plant wants the sharpest, longest-lasting abrasives 
it can buy. Many of them have used Armour'’s precision abra- 
sives for over fifty years—they like the high quality of Armour’s 
complete line. That acceptance, that volume is what your 
salesmen need to make more dollars per call! 

Armour pre-sells your prospects and customers. Direct mail 
and advertising explain how our electrocoating process makes 
Armour abrasives strong and firm and how a special heat- 
treating process makes the grains extra tough. Interesting 
booklets and pamphlets as well as “giveaways” help make 
the sale. From then on, your salesmen and a superior product 
take over for steady, continuing sales. 

You will be interested in the new Armour Technical Appli- 
cation Laboratory, full of the latest equipment to help solve 
problems for distributors’ customers. With backing like this, 
your salesmen can’t help but get more dollars per call. 

If you're interested in handling the Armour line of preci- 
sion coated abrasives, write us today! 


Coated Abeasives 


Armour and Company + North Benton Road + Alliance, Ohio 


~Y 


(sane mawae 


? 


ad 
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STANDARD fou 
tough jobs since 1881" : 


sa 





Red Shield says: 


Standard service engineering specialists are available for your customers’ indi- 
vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
ferred and promoted. Standardize withStandard. It is a good line torepresent 


STANDARD [OOL (0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





apna 
TOOL 








FACTORY BRANCHES IN: NEW YORK © DETROIT © CHICAGO «© DALLAS = SAN FRANCISCO 


' \ ‘ ' \ 
THE STANDARD LINE: ‘ Jwist Drills - Reamers « Taps - Dies - Milling Cutters - End Mills : Hobs - Counterbores - Special Tools ; 
. tities | 
‘ eee | ' , | ! 


US ee { 

















“WE RECOMMEND WISS 
SNIPS BECAUSE OF THEIR 
PROVEN HIGH QUALITY” 


W.E. Blumberg, Vice President and Sales Manager of the 
Peden lron & Steel Co., Houston, Texas, gives one big reason 
why his firm features Wiss metal cutting snips. There are 
several reasons why they are the choice of professional work- 
ers everywhere —why they sell better, with fewer returns. Wiss 
snips are produced largely by the handwork of skilled workers. Each pair is rigidly tested and guar- 


anteed perfect. Bolts are set precisely to reduce wear and to increase cutting power with least effort. 


' rapa Wiss inlaid blades are made of high 
gating _— x hese 10 — = with pm —— - eg! pee carbon crucible steel welded to a hot 
or standart <*%o snips ne edge serrated to prevent sipping. ii-i (cuts : 
left) and M-2 (cuts right ) are Seditesd to cut the most batsleate scrolls and drop-forged frame to provide the ex- 
circles. M-3 is for shallow ares and straight cutting. M-5 Bulldog Heavy 
Duty snips are tops for notching, nibbling and cutting shallow arcs in 
sheet metal as heavy as 16 gauge. 


tra service demanded by professional 
workers, 


WISS INLAID SNIPS 

High carbon crucible steel weld- 
ed to a hot drop-forged frame 
provides that extra service de- 
manded by professional users 
everywhere. Six Straight Cutting 
sizes from 114” to 17”, includ- 
ing Bulldog Snips for notching. 
Three Combination* Cutting 
sizes, 124%”, 1344” and 1414”. 


WISS SOLID STEEL SNIPS Wiss snips are hot drop-forged of the 


finest steels available. 


For those whose requirements are 
less specialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications. 
Four straight cutting sizes, 8” to 
12%2". Four Combination* Cut- 
ting sizes, 7”, 10”, 18” and 16” 
Bulldog Snips for notching. 


*Made with straight blades, but 
ground and shaped so they readily 
eut curves and irregular shapes as 
well as straight 


ig > ski - ‘Ti ; - ake ins 

NEWARK 7, NEW JERSEY Highly skilled craftsmen m ike final 
adjustments to assure that Wiss snips 

Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears will cut perfect ly for a long time. 
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THE ALLEN NEWSLETTER 


TO INDUSTRIAL DISTRIBUTORS 


FROM THE ALLEN MANUFACTURING CO. 


Gentlemen: 


This month we're trying a different 
approach with the Newsletter. Instead 
of our usual practice of running a 
two-page letter in Industrial Distri- 
bution, we're mailing it directly to 
our distributors. This "digest" ver- 
sion is a summary of the more detailed 
letter mailed directly. In this way 
we hope to reach all of our distribu- 
tor friends with news of Allen, its 
products and its people. 


FIRST PRIZE— 
(combination attache 
and brief case) 

F. W. ALCORN, 
Purchasing Agent, 

The Boyer-—Campbell Co., 
Detroit, Michigan. 


HONORABLE MENTION— 
J. Wesley Brower, 
Fidelity Tool 
Supply Co., 
Levittown, Pa. 


Try your hand at this month's ques— 
tion. You may have the winning answer 
this time. 


WHICH OF THE FOLLOWING FACTORS MOST 
INFLUENCE YOUR CUSTOMERS' PURCHASE 
OF FASTENERS—TRADE PAPER ADVER- 
TISING, DISTRIBUTOR SALESMANSHIP, 
THE ESTABLISHED RELATIONSHIP BE- 
TWEEN A DISTRIBUTOR AND HIS CUSTOMER 
..-OR SOME OTHER? 


For the best 
answer postmarked 
before October 1, we 
will award a Zenith 
portable radio, com— 
plete with battery. 
Winner will be an—- 
nounced in the De— 
cember issue. No 
entries returned, 
judges' decision 
final. 





HARTFORD 2, CONNECTICUT 


wn” 


We have always made it a practice 
to furnish our distributors with 
effective sales tools. For example: 
We're offering a revised calculator 
for Allen Cap and Set Screws, a proof 
sheet of cuts available for distribu- 
tor ads or promotion, a new direct 
mail piece on Allen products and cata- 


log sheets set in the style approved 
by your Catalog Committee. To us, 
good sales tools get top priority. We 


feel they are as important as any 
other phase of advertising. 


* * * . . 


To specialize or not to specialize 
...that's one of the current problems 
facing many distributors. There are 
advantages and disadvantages to both 
sides of the question, but one dis-— 
tributor who is convinced that he's 
found the right answer is Samuel 
Harris & Co., Chicago. 


Since 1874, Samuel Harris has been 
a machinists’ general supply house, 
dealing mainly in cutting tools. To 
meet increasing competition they spe- 
cialized their staff of salesmen, 
first setting up the Threaded Products 
Dept. This worked out so well that it 
was soon followed by the Transmission 
Dept., the Schrader Air Devices Dept. 
and the Sunnen Honing Dept. Specialty 
salesmen are also at work on the 
Norton and Carboloy lines. For Samuel 
Harris & Co., specialization has paid 
off in steadily increasing sales since 
it was first put into operation. 


* * * * * 


Don't forget to give our new con— 
test a try before it slips your mind. 
We benefit from your letters because 
our business is selling to distribu— 
tors. Any of your ideas or comments 
that help us along that direction mean 
increased sales for both Allen and the 
distributor. 


Cordially yours, 
ALLEN MANUFACTURING COMPANY 


A hone 


W. D. Horner 
Sales Manager 
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«++ YOUR CUSTOMERS COUNT ON 
FOOTE BROS. LINE-O-POWER DRIVES 


What makes these famous drives the most wanted 

and respected by your customers? It’s because 

WAENV EVERY DOLLAR Foote Bros. Line-O-Power Drives offer more for 
every dollar invested. They offer more capacity 

in less space—thanks to compact Duti-Rated Lifetime 

Gearing; longer life because these unique gears 

are file hard at the tooth surface and evenly graduated 

to a tough ductile core . . . no other industria 

gear wears so long, offers so much trouble-free 

service; greater efficiency that begins with Foote Bros. 

exclusive design, backed by nearly a century of 

manufacturing experience, job-proved 

by unmatched industry-wide performance 


Line-O-Power Drives are available in a complete line 
to meet every industrial requirement—in straight-line 
or right-angle design, with foot or flange 

mountings, for horizontal or vertical service. 
Remember, when every dollar counts, your customers 
count on Foote Bros. for performance they can 
measure, quality they can trust. Always recommend 
Foote Bros. Drives—it’s good business. 
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FCOTESBROS 


Ballin Power Taal Mcoion Through Gallo Boars 


FOOTE BROS. GEAR AND MACHINE CORPORATION + DEPT. ID 
4545 SOUTH WESTERN BOULEVARD + CHICAGO 9, IL) INOIS 
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Whatever the job... 


automatic 
washers 


or 
fee 
washers 


ERMACEL LAPES 


every job write Permace!l Tape C poration, New Brunswick, NW. J 


INDUSTRIAL DISTRIBUTION © AUGUST, 1954 49 





ADVERTISEMENT — AUGUST, 1954 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





NEW LINCOLN MULTI-LUBER* SYSTEM 
SELECTED FOR AUTOMATED LATHES 


SENECA FALLS MACHINE CO. STANDARDIZES ON NEW 
REVOLUTIONARY LINCOLN SYSTEM FOR AUTOMATIC 
LUBRICATION OF HI-SPEED, PRECISION LATHES 


When the Seneca Falls Machine Co., of Seneca Falls, N.Y., recently designed and built the 
completely automated lathe line described in a recent issue of “Production Engineering & 
Management,” lubricant application was a tremendous problem. Lincoln’s new air-operated 
Multi-Luber proved to be the ideal answer to maintaining a constant film of lubricant on all 
bearings. A simple counter mechanism automatically actuates the Multi-Luber System every 
two cycles of the machine. 

These particular lathes were designed to eliminate manual handling and gauging of parts in 
the machining of camshafts, and were built for two large automotive plants. 

Here is another example of Lincoln Engineering leadership in the field of Automated Lubricant 
Application. 


‘Cocaine i 


Two Seneca Falls Lo Swing lathes are arranged for automatic handling of automotive camshafts. Space is 
available for easy access to make tool changes. 


Two control panels, as shown above, are used for the 
Seneca Falls two-unit transfer installation. 


CYese-up view of air-operated Lincoln Multi-Luber 
mounted at rear of machine. These automated lathes 
are adaptable to any type of shaft-turning with alter- 
ations to suit individual pieces. 


*Trade Name Registered Patent Pending 





TOP HONORS AWARDED 
NEW LINCOLN CATALOG 
AT TRIPLE MILL 
SUPPLY CONVENTION 


Good catalogs, properly designed and 
handsomely printed, are the most vital 
selling tools that a manufacturer can 
supply its Distributors, and Lincoln 
spares no expense to do just this. To prove 
the point, the Joint Committee of the 
three great Distributor Associations 
awarded Lincoln the Bronze Plaque for 
its new Industrial Catalog at the recent 
convention in New York City. 


One of the outstanding features of this 
40-page, two-color catalog is the constant 
emphasis placed on selling the Buyer on the 
cost-reducing services of the Distributor. 


“PLANT ENGINEERING” 
FEATURES EDITORIAL 
ON LINCOLN SYSTEMS 


A two thousand word editorial entitled, 
“The Case For Automatic Centralized Lu- 
brication,” by L. C. Rotter, Lincoln’s Chief 
Engineer, was a major feature in the June 
issue of “Plant Engineering’ magazine. 
Packed with dramatic illustrations, the 
editorial compares the lack of control over 
the essential factors in lubricant applica- 
tion inherent in “hand methods” with the 
complete, automatic control provided by 
Centralized Systems, and forcefully points 
out how Controlled Application slashes 
costs in all plant operating categories. 
Reprints of this editorial are available on 
request. Write for your copy. They con- 
stitute a powerful selling tool. 








LINCOLN ENGINEERING COMPANY St. Louis 20. Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION News 





Modern Controlled Lubricant Application Systems For Modern Machines 





FLEET OPERATORS, TRADE PRESS HAIL 
LINCOLN MULTI-LUBER* FOR TRAILERS 
AS SPECTACULAR DEVELOPMENT 


Recent announcement of Lincoln’s new air-operated Multi-Luber System for automatic 
lubrication of bearings on Transport Equipment was considered of such major importance 
by the industrial press that leading trade papers serving the Fleet market, Automotive 
Service Dealers and Industrial Design Engineers described this remarkable development 
in full scale editorials. Complete details on the System were mailed to every Fleet in the 
nation operating 12 or more trailers, describing the cost-cutting advantages of positive, 
automatic lubrication while trailers are interlined. System is actuated each time air brake 
of the trailer is applied. For complete details and results of over-the-highway tests, plus 
letters from Fleet Operators, write for Bulletins 519 and 519-S. 


Illustrated above, view of Multi-Luber with flexible feed lines connected to bearings. Complete Systems are 
packed in handy Kits ready for installation. 


NEW LINCOLN LUBROVANS OFFER 
DISTRIBUTORS IDEAL MEANS TO CASH- 
IN ON HEAVY CONSTRUCTION BOOM © 


Things may be tough in some industries, but 
Construction is booming. “‘Business Week 

magazine states, ““Record building outlays 
for the half year (better than $16.5 billion) 
pretty well tell the story. New estimates put 
out by the Depts. of Commerce and Labor 
indicate a record $36 billion for the year.”’ 





Lincoln Distributors are in a key position 
to take advantage of this boom by providing 
Contractors with the most complete line of 
Portable Lubrication Departments on the 
market from which to select. Take a look at 
the custom department, illustrated at right. 
Here is a typical plant to make any Con- 
tractor’s mouth water. It was built for Kirst 
Construction Company of Altadena, Calif. 
Whether it’s one of Lincoln’s standard com- 
binations, or a custom-built rig, you have 
the answer to fast, dependable productive 
maintenance of contractors’ equipment in 
the field, plus proven brand preference 





AUTOMATIC TRANSPORTA- 
TION STANDARDIZES ON 
NEW LINCOLN MULTI-LUBER 
FOR FORK LIFT TRUCKS 


As one of the world’s largest exclusive 
builders of electric-driven industrial shop 
trucks, it is not surprising that Automatic 
Transportation Company of Chicago 
should join other famous concerns in the 
field, such as, Yale & Towne and Elwell 
Parker in standardizing on Lincoln Cen- 
tralized Systems for their fork-lift trucks. 
By so doing, they offer their customers 
EIGHT additional sales advantages. Not 
the least of these advantages is automatic, 
positive lubrication while trucks are oper- 
ating. Driver merely presses Multi-Luber 
push-rod and all bearings are simultane- 
ously flushed and lubricated. Tough, re- 
silient nylon tubing serves as feed lines 
from Multi-Luber ports to each bearing. 
Distributors have only to think of the 
number of Shop Trucks in use to realize 
the tremendous sales potential in this 
field made available with the Lincoln 
Multi-Luber. 


View of Nylon feed-lines extending from Multi- 
Luber to bearings. 


Write for complete details on how you can become an authorized Lincoln Distributor 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System™ provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 


Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job .. . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People” 


WRITE FOR CATALOG 5205 WEST ARMSTRONG AVENUE e CHICAGO 30, U.S.A. 
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MUSCLES OF STEEL 
took the load off his back 


Sweat and a strong back just aren’t 
enough when it comes to meeting the 
stepped-up demands of modern con- 
struction work. Today’s contractors 
and builders call on muscles of steel— 
sturdy wire rope—to lift and carry 
their heavy loads. 

Supplying these muscles of steel to 
the giant that is American industry is 
our big job here at Wickwire—a job 
that has commanded our vigilant care 


and painstaking quality control for 
over half a century. 

In the mines and the quarries. In the 
logging camps and the oil fields. On 
construction and highway projects. 
With the fishing fleets and in materials 
handling. Wherever wire rope is used, 
Wickwire Rope has earned an out- 
standing reputation for efficiency, ut- 
most safety, long economical service 
and unfailing reliability. 


every industry benefits from wire rope 


WICK WIRE 


WICKWIRE SPENCER STEEL 
IRON CORPORATION be 


PRODUCT OF 
THE COLORADO 


(FI 


FUEL AND 


ROPE 


DIVISION 
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ATLAS MATCHED SPROCKETS 
AND CHAIN 


Full line of rugged chain . .. complete line of sprockets 
matched to each size of chain—that's the Atlas Profit 
Line for you. 

You'll find these matched sets mean quieter opera- 
tion, longer wear and less maintenance for your cus- 
tomers. You'll find their rugged dependability will 
build satisfaction and repeat business for you. They 
are available in all sizes 4" pitch to 2” pitch. 


Profit by this “over-the-counter” availability of Atlas 
Matched Sprockets and Roller Chain for OEM and 





replacement business. Stock the full Atlas line now... 
it will prove to be your profit line from now on. 


ATLAS CHAIN AND 


MANUFACTURING COMPANY 
Division of Prudential Industries 


PHILADELPHIA 24, PA. 





ROLLER CHAIN AND SPROCKETS | 





BUY PERFORMANCE 








ila NORTH He Aeze/ 


THE TRUE VALUE OF A GRINDING WHEEL is measured by the quality 
and quantity of the grinding it does . . . not by its price. 


This real value can be determined only by finding the cost per pound 

of stock removed and checking the accuracy and finish 

of the surface left on the work. 

Judge BAY STATE “WHEELS OF PROGRESS” on this basis. You'll find that their 
exact specification and consistent cool-cutting characteristics 

produce longer, more useful life ... that keeps 

real grinding costs at a minimum. 


BAY STATE'S Factory or Distributor Representatives will be glad 
to show you how “WHEELS OF PROGRESS” can bring about 


reductions in your true grinding costs. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U. 5. A. j} 
Branch Offices and Warehouses Chicago, Cleveland, Detroit, Pittsburgh Ask for BA y STATE'S 
“On-The-Job” 


Engineering Service. 


e Manufacturers of al ly pres of Quality Mbrasive Products 


In Canada: Bay Stote Abrasive Products Co. (Canada) Lid., Brantford, Ont 
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CAN I BUY it ready-made? How long will it take to get it here? 
Availability and proximity are the parents of prompt de- 
livery, and they live in the house of your industrial distribu- 
tor. Bunting Bronze Bearings and Bars are among countless 
items immediately procurable from industrial distributors all 


over America. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With money-»> 
saving convenience, he can supply hundreds of -different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


‘ Ask him 
S for a Bunting 
+ Catalog which gives 


ia ft e \. complete dimensional 


and technical data. 


aid 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop + Iron Age * 
Mill & Fectory + Southern Power & industry + Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities + Distributors Everywhere 


Machinery + 
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Which is the 


...the one you can get pronto! 


A much-used fastener style these days—socket screws. But it’s surprising 
how scarce they can be in the size you want RIGHT NOW! CleCap have made 
it a point to make and stock a// the popular sizes in this popular style. What's 
more, you can get extra large sizes when you need them. 


We can’t resist a rave about the product—CleCap’s double extruded Socket 
Screws ... Real sockets you'll admire—they’re true hex, sharp cornered to 
give the key good “purchase”, and clean, clear to the bottom. 


“Sockets” are just one of the fastener styles CleCap makes. On any of the 
items cataloged below, let CleCap show you how they can make your idea of 
delivery a reality. If you haven’t tasted CleCap service you’ve missed a thrill. 
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The Cieveland Cap Screw Company 
2931 East 79th Street « Cleveland 4, Ohio « VUlcan 3-3700 TWX CV42 


Warehouses: Chicago « Philadelphia « New York « Providence + Los Angeles 


pea ees (0s: 
Originators of the Kaufman FYTRUSLO Process 


oe 
fess 
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Do you know these famous record makers? 


Both of these people are famous record makers for Columbia 
You'll probably recognize Mindy Carson, but do you know 
that other famous record maker—tune-spotter Mitch Miller ? 
When a hot song comes along,” Miller says, “we often 
cut the master tape out in Hollywood, holding our breath 
because other companies will try to ‘cover’ the tune first 
We rush the master tape to our Eastern factories—always 


; 


relying on Air Express to get it through fast 


“The new disc is on the air and for sale in stores in record- 
breaking time, thanks to Air Express 

“We turn to Air Express at least three or four times a week 
to beat out competition. 

“And yet, most of our shipments cost less with Air Express 
than with any other air service.” 

It pays to express yourself clearly. Say Air Express! Divi- 


sion of Railway Express Agency. 


—__—& AirExpress. 


CALL AIR EXPRESS 


GEeTs THERE FIRST via US. Scheduled Airlines 


division of RAILWAY EXPRESS AGENCY 
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NOW! For Immediate Delivery! 
MONEL and NICKEL VALVES 


Screwed-in Cap, screwed end Swing Check Valve for 200 W. P. 


HERE ARE shown a few Powell Monel Metal and 
Nickel Valves in stock, that can be shipped im- 
mediately on receipt of order. They are made with 
screwed or flanged ends, for 150 and 200 W. P. 
at 500° F. Sizes range from “%”" to 30°. 
Solid or double wedges for Gate Valves are 
interchangeable, precision-fitted, and accurately 
guided throughout their entire travel. 
Screwed-in Bonnet, These valves conform to latest A.S.A. and Union Bonnet, screwed 
b mange ohh Range J M.S.S. Standards. End flanges will be furnished yo yar ig 
200 W. P. with plain faces. Raised, ring joint, male and 
female, or tongue and groove faces can be sup- 
plied on special order. 


For the full details write The Wm. Powell Company 
Cincinnati 22, Ohio 


Small flanged end 0. S. & Y. Globe Valve for 150 W. P. 


Small flanged end Large flanged end 
0. S. & Y. Gate Valve , 0. S. & Y. Gate Valve 
for 150 W. P. for 150 W. P. 


* Registered trade name of 
The International Nickel Co. 


, (08 th 
Powell Valves 


PS. This is just one of many ads appearing im teading magasinss that hulp you sell POWELL VALVES! 
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§ | Would somebody please throw 
some light on our lamp.business? 


CHAMPION 
LAMPS 


that will brighten it up 
for you 


bWeltramiltisinctecl mallorca litem isle tele a vecel a eltiiem sltksiil aime ela) 
need to belong to the dark ages. 


Bring lamps out into the light of modern merchandising 


Sell Champion Lamps like you sell other good 


repeat volume items. No strings. No red tape. 


Champion Lamps give your men a fresh line 


to talk about. They have the quality to 


bring in the steady repeat orders. 


Ask us to show you how you can 


open up new accounts rnd develop 


new volume with Champion Lamps 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION oF CONSOLIDATED ELECTRIC LAMP CO. 
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DIAL THE SPEED— CONTROL THE PROCESS 


with a 7 erformance Rated 
SELECTIVE SPEED DRIVE 


Offers automatic control integrated with your 
process. 

Covers a wide speed range—forward or reverse. 
Starts, stops—fast or slow. 

Allows forward or reverse jogs. 


Controls one or more motors. 


With a Century Performance Rated Selective 
Speed Drive, you can often integrate speed 
changes to cycle automatically as the process 
requirements dictate. 


e You can automatically regulate metal cutting 
for optimum cutting speeds. 


Make the speed change automatically sensitive 
to changing temperature or pressure. 


Make the speed change automatically sensitive 
to changing diameter of a feed roll. 


Make the speed change automatically sensitive 
to the viscosity of a mix. 


You can use many different kinds of control 
devices in the control circuit to change speeds 
... to jog... to apply dynamic braking, etc. 


You’re welcome to full information on your 
specific drive problem. Call your nearest Century 
District Sales Office or Century Authorized 
Distributor, or write direct. See telephone listings. 


Century makes A. C. and D. C. motors 
lg to 400 H. P. 





ee CENTURY ELECTRIC COMPANY 
70. 1806 Pine Street, St. Lovis 3, Missouri 
Offices and Stock Points in Principal Cities 
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TOP QUALITY 
C-O-TWO FIRE EXTINGUISHERS 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative .. . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting. 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Bulit-in Smoke and Heat Fire Detecting Systems 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess ... highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . .. just squeeze lever to open 
... release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers , . . it will be worth your while 
to get all the facts. 


c-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Sales and Service in the Principal Cities of United States and Canada 





AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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THIS ADVERTISEMENT !S NO.1] IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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How can you miss ? 
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OUR selective Osborn franchise gives you a perfect set-up 

for a sure-fire sales killing. The market is big... and wide 
open for a top-quality product line like Osborn’s. And the name 
of Osborn is made so well known by more than a million 
advertising “calls” every month. Are you turning this demand 
and acceptance into sales? The Osborn Manufacturing Company, 
Department R-20, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osbou Brus 9) 








O SB ORN MAINTENANCE, PAINT AND POWER BRUSHES » FOUNDRY MOLDING MACHINES 
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, Dependable Service... 


Call Your Republic Pipe Distributor 


@ His operation is geared to handle rush 
orders. A phone call will usually speed his 


truck on its way in a matter of minutes, 


Of course, if you can anticipate your require- 
ments, he’ll appreciate the advance notice— 
but he’s prepared for emergencies. That’s 
because he carries pipe in all sizes and 
lengths — plus fixtures, controls, tools and 


other items—for every type of installation. 





To help tell the story of the 
pipe distributor and the service 
he renders, this and similar 
Republic Steel advertisements 
are appearing regularly in plumb- 
ing and heating publications. 





So why worry about maintaining a large pip- 
ing inventory? Make his stockroom your 
stockroom. You save capital investment. You 
save handling costs and insurance. You save 


valuable storage space. 


Get to know your Republic Pipe Distributor 
and the top-quality materials he stocks. At 
this very moment he’s as close as your tele- 


phone... and he’ll be glad to hear from you. 


REPUBLIC 


STEEL PIPE 
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Broader Sales Horizons — 
with 


BRASS PRODUCTS 


Plant men and heating and plumbing contractors all along the line know 
Consolidated Brass quality. That's why the fast turnover of CONBRACO 
plumbing and heating fittings is no secret. So, dealers and distributors all 
over America have found that first sales are made quickly and repeat sales 


not only easier but a certainty. 


The complete CONBRACO line is tops in plumbing and heating supplies, 
gas and tube fittings, and lubricating devices. Consolidated Brass Co. is also 


fully prepared to make “specials” to meet your customers’ requirements. 


Backed by over a half century of leadership in progressive manufacturing, 
the Consolidated Brass Co. offers you the very best — each item designed 


and produced according to the highest standards. 


Broaden your SALES HORIZONS now. Put the CONBRACO line to work for 
you. Write, wire or phone . . . get the whole story (and a catalog, if you 
wish) about the fast turnover possibilities with the dependable, well estab- 


lished line of Consolidated Brass Co. profit producers. 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 


BRASS COMPANY 


DETROIT 9, MICHIGAN 
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A SALES-WINNING THREE 





New! MIGHTY HANDY WYTEFACE TAPE 


New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in plastic boxes of attractive design and 
ene. Offered to you in self-display cartons... 
a most unique and eye-catching tape display! 


New! FAVORITE WYTEFACE IN PLASTIC BOXES 
K&E’s famous Favorite Wyteface Steel Tapes 
(25’, 50’, 75’ & 100’) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


New! WANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now sochened in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 
increase in price! 


KEUFFEL & ESSER CO. 


Est. 1867 
New York « Hoboken, N. J. 


Chicogo + St. Lovis + Detroit - Son Francisco + Los Angeles « Montreal 
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> His mind 
is halfway 


made up... 





Your customers and prospects read these industrial 
magazines. They read Corning’s consistent advertis- 
ing, and develop a receptive attitude. Are you cashing 
in on the demand for Corning industrial glasses? 


The stage is set for you to enjoy bigger profits in gauge 
glass sales—if you follow through! 

In consistent advertising, we are driving home the 
point that gauge glass users should buy more than their 
immediate needs. 

“] for the gauge, and 2 for the shelf” is a good idea 
for all gauge glass purchases. 

To you, this means fewer of those “one-shot” orders 
—greater profits through higher sales on each order 
You can profit by getting behind this idea and telling 
your customers that it’s smart to keep 2 spares on hand 
at all times for every boiler. 

The reader of Corning’s hard-hitting advertising has 
already started to make up his mind. He’s waiting for 
someone to help him buy the extra gauge glasses he 
needs—why shouldn’t that “someone” be you? 

Make a few phone calls today, to get the ball rolling. 


CORNING GLASS WORKS 
Corning, New York 
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mite 
control valves 


Finger-tip control of grease de- 
livery for faster, more efficient 
lubrication. Illustrated: Alemite 
Adjustashot, Model 7421. A sim- 
ple twist of the adjustment knob 
gives an exact measured shot of 
lubricant needed or continuous 
flow if desired. 


Alemite 
hose reels 


Large capacity, heavy duty hose 
reels. Ideal for use on assembly 
lines or for general use where 
many bearings in an area need 


lubricant. Can be mounted on 
floor, wall or ceiling. Lubricant is 
pumped from central supply to 
reel. Holds up to 40’ of 34” ID hose. 


Alemite 
lubricant hose 


High and low pressure hose to 
handle any type of lubricant. 


, ed 


These Alemite products for delivering 
grease to bearings faster, positively and 
make sense to your 


more economically 
erlook these ‘’bread- 


customers. Don’t ov 
and-butter” sales. 


They can add up to big © 


Illustrated: Alemite “Armour- 
Plate’ High Pressure Hose. The 
finest on the market. Easy to keep 
clean. Tough outer covering 
impervious to common industrial 
fluids, abrasives, acids, etc. In any 
needed length. 


sales volume at the end of the month. 


Point out the time-saving — money-saving 
features and SELL! It’s your move! 


swivels and adapters 
Make hard-to-reach or out-of- 


the-ordinary fittings a snap to 
service. Extend usefulness of all 
lubrication equipment, make 


Seg im lubrication faster, less expensive. 
Available in a wide choice of 
types, sizes and models to fit your 
customers’ needs exactly. 


Alemite 
tote-a-hose 


Operator carries only a light 
length of hose and control valve 
Hose is equipped with a standard 
fitting to plug into lubricant 
supply line. Lubricant is supplied 
from centrally located pump. 
Machines get the benefit of high 
pressure power lubrication. 
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Sales tools for Bristol distributors 


multiple-spline socket screws (for con- can get all they want, when they want 
ditions of severe vibration). This com- them. 

bination provides a splendid source of Don’t forget — Bristol's factory- 
profit for Bristol distributors. And we've trained salesmen are located in 31 key 
recently increased our capacity for pro- cities to supply fast service for 
ducing cap screws, so that customers distributors. AA2 


* These eye-catching window display 
stands are just two of the many sales 
aids we supply to our distributors. 

They're part of our carefully worked- 
out distributor policy which builds 
business for the distributor through 
Bristol's national advertising and direct 
mail. As a matter of fact, this is down 
in black and white in our distributor 
contract: “. . . it is part of our respon- 
sibility to be constantly widening mar- 
kets and building turnover into our 
product.” 

Only Bristol makes full lines of hex 
socket screws and exclusive Bristol 


Bristol helps distributors make more sales, bigger profits with: 


e direct mail ® engineering data © shows and displays 


© bulletins, price and sheets 


discount sheets envelope stuffers 


® copy and cuts service 


. ° tising noveltie 
¢ local and national smartly-packaged edvertising avvettios 


advertising samples ¢ publicity releases 


7 
BRISTOLS SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. socket Screws. Cap and Set 


Hex and Multiple-Spline 
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Ads like this appear in Business Week and 
leading trade publications every month 


Ask Your 
LYON Dealer 


@ Hunting for the best source of 
steel equipment is time-consuming 
and not at all necessary. 

Your Lyon Dealer offers the 
world’s most diversified line of qual- 
ity steel equipment. (A few of Lyon’s 
1500 standard items are shown be- 
low.) Equally important, he can 
show you how to get the most out 
of steel equipment in terms of saved 
time, space and money. Call him 
and he’ll come a-runnin’ with a 76- 
page catalog brim-full of equipment 
and ideas. 

LYON METAL Propbucts, INC. 

Gen. Offices: 853 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 











Lyon also has complete facilities for manufacturing special items to your specifications 


STEEL EQUIPMENT 


_ for BUSINESS-INDUSTRY - INSTITUTIONS 
__\ STEEL KITCHENS for THE HOME 












































A PARTIAL LIST OF LYON STANDARD PRODUCTS 
® Kitchen Cabinets ® Tool Toters © Economy Locker Rocks ® Display Equipment a ervice 
® Cabinet Benches © Bor Racks New Freedom Kitchens . Fold hoirs rt 
© Storage Cabinets * Tool Boxes Toolroom Equipment * R 
® Drawing Tables © Ports Cases Wood Working ° 
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Main steam line and feeder equipment 








f a large southern power station insulated with a combinat 





on of K&M Hy-Temp and "Featherweight" 85% Magnesia 


How K&M HIGH TEMPERATURE INSULATIONS 


give your customers heat-saving insulating efficiency 


For efficient, money-saving conservation of heat, 
keep in mind dependable K&M High Temperature 
Insulations. For example, by itself, “Featherweight” 
85"o Magnesia (85° basic carbonate of magnesia 
and asbestos fiber) effectively insulates piping 
and equipment with temperatures up to 600° F. 
Used with a primary layer of K&M Hy-Temp 
Insulation (diatomaceous silica), the combination 
is effective on applications up to 1900° F. 


These K&M insulations last the life of the equipment 
they serve. They withstand moisture, vibration and 


frequent temperature changes. 


New and now available is “Featherweight” Water- 
Resistant Magnesia Insulation for temperatures up 
to 450° F. It is for use where severe water exposure 
may damage the insulation or on indoor lines and 
equipment where high humidity and moisture is 


necessary. 


Keep in mind that it’s good business to sell these 
famous K&M insulations. It will pay off for you 
as well as for your customers. If you are interested 
in additional information write today. 


KEASBEY & MATTISON company ~- AMBLER + PENNSYLVANIA 


Nature made asbestos 


Keasbey & Mattison has made it serve mankind since 1873 
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Pd 
Jal-Duct Steel Radiant Heating Pipe is especially produced to permit easy, 
S . JAL DUCT economical installation . . . trouble-free service throughout the entire life 
pecify . of the building for which it is specified. 
HERE’S HOW: 


Radiant Heating Pipe Easy Bending—Jal-Duct is made of soft, open-hearth steel that bends and 


forms easily without reducing inside diameters . . . allows unrestricted flow 


for safe, economical of hast wands. 


Easy Welding—Jal-Duct can be easily welded by standard welding techniques. 


. . 

installations No Maintenance After Installation— Properly installed, Jal-Duct will last 
the life of the building. Structural soundness is assured because Jal-Duct 
has a coefficient of expansion and contraction almost identical to that of 
plaster or concrete. 


For more detailed information contact your nearest 
Jal-Duct distributor or call... 


WELDED PiPE 

1/e@” TO 4” 7 
SEAMLESS PIPE 

2” To 14” : V4 , 


STEEL CORPORATION — Pittsburgh 


LEADING DISTRIBUTORS CARRY J&L STEEL PIPE LET THEM SERVE YOU 
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For a Good Holding Job 


I¢ you're in the market for fasteners— 
no matter what style, size or quantity—get in 
touch with Bethlehem. 

Bethlehem Bolts and Nuts are turned out in 
huge quantities at our fastener plant at Lebanon, 
Pa. We make just about every type of fastener 
imaginable, and furnish them either plain or 
galvanized. 

You'll like Bethlehem Bolts and Nuts. You 


can always count on them to do a good job. 





tener of special design. If so, 


” Ih, 
yeti, 00 
Maybe you have a bolting 
problem that calls for a fas- 


our engineers will be pleased 
to look into your problem, and offer recommendations. 








BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products BETH LEH EM 
are sold by Bethlehem Pacific Coast Steel STEEL 


Corporation. Export Distributor: Bethlehem 
Steel Export Corporation 
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All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


FIELD ENGINEERING SERVICE 





On tough jobs... sales or service... R/M Factory 
Engineers work shoulder to shoulder with R/M 
Distributors in the field. On “special problems” 
R/M Field Engineers go onto the job, study the 
application and help the Distributor recommend 


the best possible installation to the customer. 


By providing sales assistance, R/M Field Engineering 


pays off in repeat business... for Distributors. 


“More Use per Dollar” sums up the engineered 
qualities of R/M Industrial Rubber Products. “More 
Sales from Every Dollar of Selling Effort” sums up 
the benefits of R/M’s Field Engineering Service. 


Strategic Warehousing, Dependable Delivery 


ATTAN RUBE N PASSAIC, NEW JERSEY 


MANTA 


RAYBESTOS-MANHATTAN, INC. 


GRA oer hk 


Flat Belts V-Belts Conveyor Belts Air, Water, Steom Hose Oil, Suction Hose Industriel Fire Hose 











Other R/M products include: Industrial Rubber * Fon Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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Sarco steam specialties, 


. with Sarco you get the most complete line of steam 
traps available from one source—plus a compre- 
hensive line of related steam specialties. This one 
line means lower handling costs, more profit for you. 











nationally known and preferred, 


. throughout the country, in all types of industry, 
the biggest and most respected names specify Sarco 
steam specialties over and over again—proof of 
their quality and complete dependability. 


. month after month, over a million effective Sarco 
ads and direct mail pieces go calling on your 
customers. They arouse interest and create a pref- 
erence for Sarco—they make it easier for your 
salesmen to sell more in less time. 


T pays to handle Sarco. Let us tell you more about 

how profitable it can really be. Call your local Sarco 
representative, or write today to Sarco Company, Inc., 
Empire State Bldg., New York 1, N. Y. 


A Complete Line of Steam Traps ~ 
A Heating Specialties ~ Strainers ~ 


Temperature Controllers 





a| 4a |e] ele 


» 
c 


o ‘= 
Radiator Electric Vaives Strainers Water Blenders 
Eluminators Thermometers | Traps and Vaives (solenoid) 


Aw Dial 











Self-Operated 
Temperature 
Controllers 
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Talk of the Trade 


TO SHED OR NOT TO SHED—Henry Emstrom, sales 
manager, J. E. Haseltine & Co., Portland, Ore., brought 
up an interesting discussion at a sales meeting at which 
we were privileged to be in attendance . Henry’s poser 
was, “Is it conducive to business for a salesman to go 
around in sports clothes calling on customers during the 
Summer?” . The response was interesting because 
it varied with the individual salesman’s tastes . . . And 
that is how the matter was scttled—dress appropriately 
. It is a matter for each salesman to 
“But,” Henry admonished, 


for the occasion . . 
settle at his own discretion 
“no shirts with tails hanging out!” 


ART, A NEW MARKET?-In case you’ve run out of 
potential new customers and still need more sales volume, 
try one of these ultra-modern sculptors . These radical 
Rodins weld, rivet, screw, hammer, saw, grind, bend, their 
opuses into shape . . . We know of several distributors 
who have machine-age Michelangelos 
ers. Metalworking industry, that’s what it is 


HERE AND THERE-—The Connecticut Industrial Dis 
tributors Club is giving consideration to sponsoring a 
scholarship in the Industrial Distribution course at 
Clarkson College of Technology Phil Bassell, he’s 
veep at Carter, Milchman & Frank, New York City, has 
a son and heir, Lawrence Allen Bassell . . . Bob Edwards, 
Holley-Edwards Sales, Inc., stopped off in New York 
recently to say “hello” after a long-intended two-week 
stav in Bermuda . . . Harold Young, Murray Co., Dallas, 
lex., joined a group of other Texans right after the 
convention and hopped off for London 


is steady custom- 


IN OTHER PASTURES—George Staudt (Harnischfeger 
Corp.) is Chairman of the Board of the National Indus- 
trial Advertisers Association which includes, among its 
other officers, David F. Beard (Reynolds Metal Co.) and 
Richard C. Sickler (E. I. duPont deNemours Co., he 
was once with Bonney Forge & Tool) as veeps 

Elected veep of the American Society of Training Direc- 
tors recently was Dave Martin of Ducommun Metal & 
Supply, Los Angeles, who will be responsible for chap- 
ters and organization activities in 11 western states, Alaska 


and Hawaii 














——— 


CONVERSATION PIECES PAY—Never underestimate 
the impression you make by talking about something new 
to a customer While calling on a customer in 
Orlando, Fla., Bill Rogers (Cameron & Barkley Co.) 
mentioned some safety kits that his company stocked 
without getting a rumble . . . But, when Bill called on 
the same customer the following week, what happened? 
. .. One employee was struck by a piece of metal in the 
eye, another burned her hand on a soldering iron and 
still another, a man, rammed a screw driver through 
his finger! . . . Bill got an order for the largest First Aid 
Kit in stock. 


NO TRAFFIC LIGHTS EITHER—Fred W. Coffing 
(Coffing Hoist Co.) returned on June | from a trip around 
the world that took only 60 days——weather, connections, 
hotel reservations turning out perfectly . . . It was all 
via the air and Mr. Coffing touched Japan, India, Italy, 
England, France, Switzerland and some others. 


J. A.W. 
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‘ Clinton Machine Company is rising in the industrial field |: | 


Clinton Service is everywhere. Over Clinton backs you with hard hitting pro- This new, lightweight 4-cycle gasoline 
6000 Clinton Service Centers ore motion directed to the industrial buyer. engine packs tremendous power—weighs 
located throughout the nation. Clinton presells your market. only 19 pounds. 
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Meet The 


BIG NEW 


NAME IN 


_ INDUSTRIAL SALES 


A frank discussion of new, profitable lines for you to 
handle and why you will want to handle them. 


These are the facts about the Clinton Line. 


1. There are 14 basic models of Clinton Gasoline 
Engines from 1 to 9 horsepower in 2 and 4 cycle opera- 
tion—with innumerable variations in design to meet 
any industrial need. 


2. Recently, Clinton has added 3 new basic models of 
engines to its line .. . a new lightweight 4-cycle model, 
as well as 6 and 9 horsepower models. Clinton gives 
you the most wanted features your customer is looking 
for—Quick, Easy Starts—Less Weight—-Greater Power 
—Plus Thrifty Operating Economy. Clinton is first with 
the new developments in Gasoline Engines. 

3. Over 2,500,000 Clinton Gasoline Engines are now 
in use throughout the world. Clinton Engines are widely 


accepted in industry—a fact which makes your selling 
job infinitely easier. 


4. You handle America’s new best seller in chainsaws 
when you carry the Clinton Chainsaw Line. You are 
able to offer industry 3 conventional models of chain- 
saws—plus the new Clinton Bowsaw—plus a full line 
of chainsaw attachments. Clinton Chainsaws have big 
chainsaw features including the Tillotson Diaphragm 


Carburetor—split second swivel to any cutting position 
—and a new safety sight guide. 

5. Service on Clinton Products is available to your 
industrial buyers from the more than 6000 Clinton 
Service Centers located across the country. Service 
like this can help you make the sale. Refer to the map 
below. Each of the dots on that map is an actual 
functioning Clinton Service Center. 

To be frank—the potential sales volume on these 
Clinton Products is tremendous. Clinton furnishes the 
promotion fuel to help you set your industrial area 
afire with demand for the name CLINTON ... the 
promotion that gets your name and the name of Clinton 
into the minds of every prospect. 

We offer you here the great adventure of going up 
and up with one of the growingest companies in America. 
You now have a satisfying and profitable opportunity 
facing you—opportunity in the form of a double bar- 
relled line of products with the new features, new 
tempting prices, and a new power range that makes 
sales to industry easy . . . opportunity to make a worth- 
while addition to your line. If you see the great potential 
in affiliating yourself with Clinton, and would like a 
more complete picture of Clinton and you working 
together, would you send the coupon, wire or phone 
us immediately. 


CLINTON MACHINE COMPANY 


Engine Division Dept. L-1 


Maquoketa, lowa 


Chainsaw Division 
Clinton, Michigan 


Over 2,500,000 Clinton Gasoline Engines Now In Use Throughout The World 











this is a 
GREAT OPPORTUNITY FOR YOU! 


CLINTON MACHINE COMPANY—Dept. L-1 
Engine Division, Maquoketa, lowa 


Send me additional information on a Clinton Industrial Franchise 


| Please have your representative coll. 





ally hundreds of industrial applications. horsepower model. 





Here's Clinton's new 6 horsepower gaso- The most powerful engine in the Clinton Mons 
line-engine. It's the ideal engine for liter- Gasoline Engine Line—it's the husky 9 


Firm 


Address 
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City 
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State 


é 
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A LINE of rubber items suf- 
ficiently complete to permit 
effectively supplying the re- 
Guirements of the trade 
solicited 














> PROMPT DELIVER 


Over the past 31 years we've told industrial buyers many “reasons 


why” they should buy from their local Republic Distributor. 


Now we are-telling them the most important reason of all. 


Republic Distributors can make “prompt delivery” from stock— 


while the best a direct-from-manufacturer sale can 


promise is—"prompt shipment.” 


Republic Distributors can guarantee prompt delivery because 


they carry the stock. They carry the stock with 


confidence because Republic Distributors enjoy no direct 


selling competition from the manufacturer. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL 


RUBBER 


REPUBLIC’S 5-POINT SALES POLICY 


A QUALITY of product uni- 
formly qood and capable of 
delivering service results that 


should 
pected 


reasonably be 


A PRICE basis inducing and 
making possible aggressive 
competition with reasonable 
profit return 


FREEDOM from competition 
from his source of supply. 
either direct of indirect, 
among the trade covered by 
his day to day solicitations 
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PRODUCTS 


SELLING helps of reason- 
able amounts so that his 
sales force may be given the 
advantage of specialized 
training and a knowledge of 
the product sold. 











Industrial Distribution 


Who Said, Depression? 


@ Total construction outlavs were $16.4 billion 
for the first half of 1954 


over comparable 1953 period 


b ips wav the busines been behaving 
this vear must be dis 


the calamitv howlers wit! 


sav the least, 1 gain of 2 percent 
Showing no 
at 


was running 34 percent above 1953 


10Ons. the 
ot 


f men selling 


pred ct 


volume 


} 


It lk dowi main streets signs of slackening, construction 


still possible to w 
cities and not encount« mid-veat 


Our stores are still crowded 


pples on the corners 


hese are certainly not the symptoms of a sick or 
depressed economy. At the distributor 


sales during the first five months of this vear wer¢ 


vith people spending more m on more products 


(Things time, 


" SaTnic 


than ever before. really getting tough 
News Note: Cadillac it 

vere running 13 higher than in the like period of 
Phe 


SCCK 


factory deliveries mid-vear 


down 12 percent from the like period of 1953 (see 


p. 114 


conceals individual and regional variations 


Ihis is the national average and, of course, 


What is 


going on? How do you account for the dip in dis 


prophecies (or wishful 


It’s a new record 


1953 


thinking) of those who to benefit from out 


economic adversity certain] 

Let’s take a look at the fact l'o 
slide-off i 
c irly | 53 B 


have not come to pass. 
we've tributor sales? 
the 


$s no de 


be sure, 


trom 


ictivity 


ut this 1 


had a mild n industrial 


super-boom levels of Another Inventory Adjustment 


pre 


i 


re 
ti 


S 


sion, by any definition 


th 


17 } 
il 


e magnitudes involved? 


use. What 


Facts Reveal Strength 


@ The index of industrial 
by the Board of Governors 


serve System reached an 


1947-49 100 


in 


May 


From this peak, the index 
it touched bottom at 123 in March and April 


f this year. Subsequently, it 
From the top of the boom to the current 


125 


level the decline was abor 


l 


significantly, this relativels 


trial production was n 


ontractions in other s« 


@ The gross national product 
~ t 


uitput of all goods and 
in annual rate of $37] 
ter of 1953. Currently, 
$358 billion 
sut has been reduced $1] 

the period 


@ Agegregat« nal 
the U.S 
billion last September 
rently. With the 
personal income 

llion. And peopl 
The high level of ret 
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tax 
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is down slighth 


In other wo 


yt 
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SCT\ 


hill 
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i? 


rd 
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Federal Re 
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Julv of 1953 


d slowly until 


of the 
- 
111-Time 
ind 

] 
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idvanced to about 
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1] 
Small 
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the total dollar 
was running at 
n in the frst quar- 
it about 


tional out 


nning 
il na 


s percent, 


people in 
De ik ot $287 
= ane 


1On 


cur 


di posable 


I'he answer apparently lies in the general inven 
tory liquidation that has been underway for the 
past vear. At 1953, 
were being accumulated at a $6.3 billion annual rate. 
As of the first of this year, they were being reduced 
it a $4.8 billion annual rate. In other words, over 
the past vear, there was a drop of $11 billion in the 
rate of formation. This had a depressive 
influence on the whole economy. Its magnitude may 
be compared with the much talked-of drop of $6 
Fortunately, the rate at 


mid-year business inventories 


inventory 


billion in defense spending 
which inventories are being worked off is slackening 

lor distributors, any reduction of inventories on 
the part of their customers hits them with a mul- 
tiplier effect. The first step in reducing inventories 
is to stop buying, and a decision on the part of a 
distributor customer to cut inventories of distributor 
items 10 percent may mean his purchases from dis- 
The flow of new 
industry mav be even further curtailed 


tributors are cut 20 or 30 percent 
orders in the 
as the distributor adjusts his own inventory by re 
stricting his orders with his suppliers 

lo be 


pain doesn't relieve it 
in relieve unnecessary anxiety and avert 


explaining the nature or source of the 
But an understanding of what 


sure, 


1S on ¢ 


going 
an\ As the economic history of this period is 
written, there probably will be just a short paragraph 


liquidation of 1954 


I { 
pani 


on mventor 


> ee 
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“I LIKE RENTALS,” says Jack Hamilton, abrasive engi 


of our own car, while | 


neer. “My wife now has the use 


operate the rental car for business use 


cn lt te 


“BEST CAR DEAL there is,” says salesman Ed Outwater. 
“It insures a dependable, up-to-date car at all times—an in- 


dispensable item for the industrial salesman.’ 


Salesmen Ride In Rentals 


FTER TWO YEARS OF EXPERIENCI 
A with rented cars, salesmen and 
management at Silliter-Holden, Inc 
Hartford, share the same opinion 

“Using rented cars is profitable for 
the company and for salesmen.’ 

As a matter of fact, F. R. McClure, 
secretary, cites five benefits that have 
been realized since the rental car pro 
gram was adopted 


Savings in operating expenses. 


Formerly salesmen drove their 


own cars and were reimbursed at 
the rate of 10 cents a mile. Though 
this was considered liberal, stop- 
and-go city driving made it in- 
equitable for the salesman whose 
mileage was local. Re 


a comparison between the 


mostly 
cently 
10 cents a miie rate and the rental 
car cost revealed that the company 
was saving approximately $175 a 
year on each car in operation 


No travelling time is lost due to 
cars being off the road. 

Before rentals, when a 

got into an accident necessitating 


salesman 


major repairs, his damaged car was 
laid up. This meant solicitation 
suffered until the car was returned 
renting two 
involved in 
case, the 
away the 


to use. Since cars, 


have been 


but, in 


salesmen 
accidents, each 
rental 
damaged car and immediately re- 


placed it with another car. Thus, 


company towed 


no selling time was lost 


Boost in salesmen’s morale. 
Silliter-Holden salesmen no longer 
worry about mileage rates or acci- 
dents to their personal cars. They 
also are at liberty to use the rental 
car evenings, week-ends, and dur- 
ing vacation periods. Married sales- 
men are able to afford a two-car 
operation; the rental for business, 
a personal car for the family. 


Simplicity of bookkeeping opera- 
tion. 


Arrangements have been made 
with a near-by gas station for the 
salesmen to gas up each morning; 
cars also are checked and main- 
tained at this station. Gas bills are 
sent to Silliter-Holden. Bills for 
oil and maintenance are forwarded 
to the rental company and taken 
them. For Silliter 
only two ac- 
rental 
simple 


care of by 
Holden, 
counting 
cost—which 
bookkeeping. 


there are 
entries—gas and 
makes for 


Eliminates the risk of speculating 

in used car market. 
If Silliter-Holden, or 
men, owned the cars, they would 
have to worry about fluctuations in 
the used car market when cars were 
ready for replacement. This could 
result in loss of money when trade 
ins had to be made at the wrong 
market cycle. 


their sales 


Based on an average annual mileage 
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of 12,500 miles, the rental company 
advised S-H it would be most economi- 
cal for them to consider a two year 
rental contract. 


What It Costs 


Rates were set up with an annual 
limit of 20,000 miles or 40,000 miles 
per car during the two year contract 
period. Any mileage over that would 
be charged at 2¢ per mile 

The cars cost Silliter-Holden $75 
per month. 

Their rental 
Fords and Chevrolets, deluxe models 
(standard models run $3 less per 
month), with heaters, slip covers, 
chains or snow tires provided. Sales- 
extra per 


company furnishes 


men may have radios at $2 
month. The only other expenses sales- 
men are responsible for are washing 
and storage charges 

Because their cars are registered for 
pleasure and business, commercial reg- 
istration costs S-H $2 extra, but this 
permits the cars to be used for deliver- 


ies too. 


Unexpected Dividend 


The rental company is obligated to 
furnish new cars every two vears, but 
S-H received new cars after eighteen 
months because new models with style 
changes were due to come out, and the 
rental company preferred to recall the 
old cars rather than wait for expiration 
of the two year period 
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men 
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rents three trucks in addition to 10 rental cars for its sales 


provides monthly maintenance 


Delivery Trucks Rented, Too 


HREE TRUCKS ARE USED on a rental 

basis by The Enos & Sanderson 
Co., Inc., Buffalo, and a comparison 
between the cost of owning and rent 
ing their trucks has convinced them 
rentals are paying off in every respect 

At present, Enos & Sanderson has 
1 one-year contract, with an option to 
renew or cancel, for two Ford trucks 
ind one Mack truck 
fixed rate of $36.15 per truck, pet 
week, plus 84 cents per mile. Gaso 
line is paid for by Enos & Sanderson, 
while the rental company takes care 
of complete maintenance and repairs, 
oil, license plates, insurance, liability, 


It is charged a 


tires, etc. 

The three rental trucks cost a 
mately $700 per month (based 
1,000 month per 


pproxi- 
on an 
iverage miles 
truck), or approximately $8,400 
vear for all three trucks. 
When it bought its 
Enos & Sanderson was faced with 
verage capital outlay of $6,000 
In addition to this capi 


truck 
penst today, this $18,000 
inventor 


per 
per 
own trucks 
in 


be 


Can 


, it had to pay for 


1 


vested 
ill maintenance and repairs, plus 
license plates, complete insuran 
erage, and tire replacements 

Some of the 
Ger D. Enos, executive vi 
dent, are 

“The 

7 


trucks to our specifications, includi 


features 
ITE 


rental nts 


ompany pai 
name and other letter 
ing identifying our If a 
truck gets stuck in the mud or snow, 


our ompany 


business 


or breaks down, the rental company 
promptly goes after it and tows it in. 
If the truck has to be laid up for re 
pairs for an appreciable length of time, 
the rental company furnishes another 
truck to us¢ 

Another advantage is that the rental 
monthly 


in the interim.” 


ompany requires a inspec 
tion to insure proper maintenance. No 
lost Enos & Sanderson's 


drivers usually run the trucks in to the 


time 1S as 
rental company’s nearby garage on Fri- 
day night and pick them up on Mon- 
day morning. As it is to the rental 
ympany’s advantage to keep trucks 
1 good shape, with minimum operat- 
ng expense, Enos & Sanderson iS as- 
ured having new trucks when needed. 
The trucks feature removable side 
panels for side loading and unloading 
Another feature is the back cab panel 
as a driver exit. This is 
steel is often mounted 
from truck body to the front 
bumper brackets which eliminates the 
ib doors as an exit until the steel has 
been unloaded. 


vhich opens 
necessary as 


the 


Truck Saves Order 

Mr. Enos cites a recent incident to 
lustrate another advantage of oper 
the rental company. 
ifternoon, at 3:30, a good cus- 
phoned, advising they needed 
steel amounting to over $500. But 
thev had to have it that afternoon. 
Unfortunately, all three trucks were 
out on runs, and I couldn’t possibly 


ting through 
On 


tomer 
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get one back in time. I phoned the 
rental company who advised it had a 
truck on hand which we could hire for 
that one trip. Result? The order was 
saved. Expense. $7.50 for the truck. 

“Based on present costs,” Mr. Enos 
concludes, “we intend to continue 
with rental trucks.” 

For the past couple of years Enos & 
Sanderson has been renting deluxe 
Fords and Chevrolets for its 10 sales 
men at a monthly cost of $75 per car 
based 20,000 miles annually), 
however, due to a drop in the used 
car market, its new contract rate has 
been increased to $87.50 per car. 

Prior to rentals, Enos & Sanderson 
paid its salesmen $5 per working day 
for the use of their cars. Figured at 
23 working days per month, this cost 
the company $115 per month 
car. Unfortunately, the salesmen be- 
ing human, they rarely set any part 
of this aside so that, when thev had 
to replace their cars, they were faced 
with the expense of a new one with 
nothing more than the trade-in on the 


on 


per 


old car 

Comparing the average monthly 
cost of $115 with the rental rate of 
$75 plus gas, Mr. Enos felt the com- 
pany money, in addition 
to having new cars for the salesmen 
at all times. Today, Enos & Sander- 
son is studying comparative costs based 
on the increased rental rate. If it finds 
present costs too high, it may be neces- 
sary to consider charging the salesmen 
part of the additional cost. 


was saving 





ANALYZING and directing sales ef 
by H. B. Tonsmeire 


ferts is done 


By Jack Wertis, 


Senior Associate Editor 





NAME ___ WAMES Sars TA 
COMPANY A CATE A1 6 Lo 
STREET 

| Contractors Equipment 
Welding 
Woodworking Machinery 
Saw Mill Machinery 
Pipe - Valves & Fittings 4 Abrasives 
Mech. Rubber Goods 
Wood Cutting Tools : 


7 


4 Air Tools 


3 


| Hoists 
Pumps 
7 Metal Cutting Tools 
Wire Rope 

Manila Rope 


Compressors 





“| Transmission Hdwe. Store 


Refractories 





} Steam Specia!ties _—_ 
Pipe Covering 


Electric Tools 


Logging Tools 
Speed Reducers 


Electric Contr. 


TITLE Rawr Ene 

TYPE OF 

BUSINESS 2 o@w7 TURE 
City ACA 


STATE AtLAd 
Conduit & Fittings 
J Wire & Wiring Devices 
/\ Lighting-Ind. & Commercial 
7 Switches-Panels-Mult b’k'rs 
/ | Motors & Controls Ei 
: | Floodlighting 


| Transformers & Distr. Eqp. 


a 
a 


G. E. & Attic Fans 
Industrial Fans & Blowers 
L : 


Fuses & Fusetrons 


Lamps 


Piant Maint. Eqp. (Elect.) 





a 








PRODUCT CATEGORY CARD is filled out for each individual influencing the 


buving of indicated products in the customer’s plant 


Continuous Sales Promotion, 


Dovetailing the means of gathering data for both assures Mo- 


bile, Ala. distributor of economical, effective sales direction 


ALES PROMOTION AND ANALYSIS are 


ind parcel of a continuing 


lurner Supply Co., 


part 
procedure at the 
Mobile, Ala 
to Henrv B 
ager, is on direction 
whom will our sales promotion do the 
and, where and with 


lhe emphasis, according 


lonsmeire, sales man 


where and with 


most good (? 
whom will our direct sales efiort vield 
the most results 

lo that end, the company 
routines for the 


of data to 
distribution 


has es 
tablished collection 
issure effec 
ot 
sales promotion material, and to en 


ible Mr 


men in their quest of the greatest re 


ind assembly 


tive and economical 


lonsmeire to guide sales 


turns 
Economy Of Means 


As far as means of 


gathering and assembling the data re 


possible, the 


quired have been dovetailed into regu 
the 


ind 


lar operations and to minimize 
need for additional 
facilities. On the basis of experience, 


the of data re 


personnel 
minimum quantity 


84 


quired for direction of sales promotion 
and direct sales effort was determined. 
[his included: 1. an accurate and com 
plete mailing list; 2. a simplified call 
report form; 3. a customer sales record 
to show total monthly sales and num 


ber of calls 


The Mailing List 


In order to be effective, Mr 
meire explained, a mailing list must 
be not only accurate, but complete 
lhe than 33 major 


categories of products. Each customer 


Tons 


firm sells more 
or prospect uses several categories of 
these products. Then again, in 
plant, one individual may be respon 


sible for the specification and pur 


one 


chase of several categories of products 
What 
mailing list which pin-pointed the pro 
the individual 


responsible for the specification and 


Turner Supply wanted was a 


motion literature at 


purchase of each product category 
With mailings at 


cents per name, pin-pointing sales pro 


estimated five 


i saving of 


motion mailings results in 


INDUSTRIAL DISTRIBUTION © AUGUST, 1954 


postage and more effective use of the 
material. 

To gather such lists, each salesman 
was asked to fill out a card (see illus 
tration) for each individual in a plant 
responsible for specifying or buying 
(or both) a category of products. In 
some plants, there may be as many as 
six individuals for whom cards were 
each card showing 
Thus, 


made out, with 
different product categories. 
mailing lists were sorted out for each 
product category. For example, if the 
mailing was to be on woodworking 
tools, all the individuals on whose card 
woodworking tools were indicated by 


1 mark would receive a mailing piece 


Call Reports 


Each time a salesman calls on a new 
customer or prospect, he fills out one 
of these cards. The filling out of th 
ard by the salesman brings home to 
him the idea of what he can sell to 
the customer or prospect in the fu 
ture 

Once 


established, the mailing lists 
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CUSTOMERS SALES RECORD shows the 


effectiveness of calls 


, nabling Mr. Tonsmeire to gage 


Control Can Be Simple 


he 
report forms used by salesmen were 
The for 


have to be kept up to dat 
designed to assist in this m 
to fill In 


listing the customers he has 


ire cas\ out 


¢ illed on 
whether or not he obtained 
“xX” marked after the 


indicates an order was 


in custome! 


name received 


there is space for the salesman to entet 


ini) 
product category to be added or de 
leted, to 


ofhce to mail literature or a 


ind also space instruct the 
sample t 


an individual 


Double Check 
Mr. ‘Te 


indicates that 


However, nsmecire 


perience i double chi 
is made on the mailing list by running 
ff the list on paper tape 
the lists to the salesmen. Su 


men are 


ind 


interested in se 


right customer's man 
literature, 


[he 


they will corr 


mailing lists 


mans customers, 
ch makes 

lesman’s 
mastel 


total num! 


this master car 


stil 


im Orael 


changes in personnel, title, ot 


ye nding 


iddition to 


) 


le Mr. ‘Tonsmeire to determine how 
nany mailing pieces will be required 
irticular product promotion and 


rorap 


to estimate the cost of the mailing 


Monthly Sales Record 


\ third record is the monthly sales 
totals 
by 6 
ich month from the general ledger 
Another the of 
ills made month on each cus 
tomer from the daily call reports. 


Mi 


ich customer These are 


sted to special cards (4 in 


| 
clerk enters number 


each 


l'onsmeire makes a periodical 
v of the 


the relationship of calls to sales 


customer sales cards to 


rds show whether calls are in 


lationship—whether the sales 
making enough calls, where 
not making enough calls and, 


ises, making calls from 


no business oming, or at 


nough to warrant the num 


made 


Added 


Material 

found that, in 
on 
to 
sales 


ot 


ustomer has 


} 
salesmen 

idvi ible 
idditional data for 


ihis means an analysis 


the 
( omp imn' 
this, 


products 
1 from the 


iz fa ilitate 


Or 1S 


the 
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of calls with total month) 


number 


company is now filing its completed 
charge sheets by customer's name in- 
stead of bv charge sheet serial numbers 
is formerly. Now, only invoice copies 
filed Each 


harge sheet contains the invoice num- 


ir by serial numbers 


ber, so a reference can be made from 


invoice to charge sheet or from charge 


sheet to invoice very easily 


By Number and Name 


Each customer's charge sheets are 
placed in a file folder. In the case of 
large customers, these charge sheets are 


divided into monthly business, each 
month's charge sheets being placed in 
folder. ‘To 
of any particular 


Mr 


out the customer’s folder 


make a spot 


1 separate 
inalysis customer s 


busines Tonsmeire needs only 
to take 
review the items listed on each charge 
shect 


Major 


ind 


\ spot segregation of items by 
sold to the for 


period desired can be made by 


lines customer 
in 
tabulating the invoice line 
Such ov 


vith the 


isional spot analyses mad 
have 
Ther 
estimates of various product 
with actual facts about the 


kind of business the salesman has been 


salesman concerned 


been beneficial to both parti 
a 

line sale 
potentials, the 


ater selling effort 


obtaining, indicating 
products r quiring gre 


ind, possibly, selling weakness 
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distributor’s inside 


New Jersey 


tine insures that every good sales lead 


coming into the office gets a follow up 


By Van Ness Philip, 
Assistant Editor 


yess House gets lots of inquiries that can open the 
door to new business 


rhe problem is to make sure 
they aren’t lost or neglected in the hustle of a busy office 
In short, how to make the entire organization ‘sales 
conscious. ’ 
Chat’s how James Hascup, vice-president in charge of 
es of H. W. Mills & Co., Passaic, N. J., explains what 
prompted the firm to install a formalized procedure fo 
inquiry-and-follow-up, based on a special form called the 
Prospect for Business” sheet. 
lirst, we make sure that all telephoned inquiries are 
put on record, whether they result in orders or not,” 
says Mr. Hascup. “Then, it’s an outside salesman’s 
gned job to follow them up, and the sales executive’s 
job to see that he does so in a specified number of days.” 


Always On Hand 


he “Prospect for Business” sheet is a four-part form 
which every telephone salesman keeps at his elbow. Simi- 
lar to a regular order form in some respects, it has spaces 
for date 


name, order number, quantity, description and price 


received, customer's name, inside salesman’s 
But there are several differences. At the top is a space 
Up Date,” and at the bottom, a check list 


f seven possible reasons why the inquiry did not end 


rol Follow 


up as an order, plus a blank space for additional reasons, 
Also, there are spaces to check whether the phone 
(to be confirmed later 

tock check, or g quotation. 
classifications is that the form also 


‘ 


if any 
call involved a definite order 
in inquiry or mn inquiry askin 
Che reason for these 
is well 


| 
is used for all orders requiring confirmation later 


inquiries. Also, any information received over the 


ye that can be considered a sales lead 


is supposed to 
written up 
The telephone salesman fills out the form as com 
pletely as he can (the information may be scanty, though 
still of some value as a lead), and it goes directly to the 
desk of the sales vice president, who decides whether a 


follow up is warranted. If, on the basis of the facts listed 


rou- 


NO LOST INQUIRIES RESULT when telephone salesmen 
jot down sales leads right away. Here, Charles S$. Conover 
fills out prospect sheet. 


on the form, plus his own knowledge of the company 
and its potential, he believes further efforts are called 
for, he assigns a follow-up date which is inscribed on all 
four copies. This is generally no longer than a week 
ahead. The four-part form then passes to the sales man 
ager, who assigns a salesman to the follow-up 

If the inquiry is complete enough for pricing, the form 
still intact, goes to the pricing department, where price 
is inserted 

I'he four sheets are then separated and used as follows 

1. The original is placed in an alphabetical “lead” 
file by company name. It is not removed from here for 
ny purpose. 

2. The first carbon goes to the salesman, who i 
responsible for reporting on the inquiry if the sale has 
not been closed by the follow-up date. 

3. The second carbon goes to a dated file, 
date indicated for follow up on the form. 

4. The third carbon has various uses. If the items 
listed have an “out-of-stock” notation, it will probably 
end up in purchasing. Or it may be retained by a sales 
executive for special attention. 

When and if the order comes through, it is checked 
by the order editor against the prospect-sheet inquiry in 
the alphabetical file and “order received” is written across 
the top of the inquiry. If the inquiry is priced, the price 
is transferred to the confirming order which will then 
be processed without passing through the pricing depart 


under th« 


ment 
The copy of the 
removed if no further action is called for, or items that 


inquiry in the dated file can be 
have been confirmed can be checked off. The file is 
inspected daily to see whether inquiries to be followed 
up by that date have been heard from, and the status of 
inquiries reported to a sales executive. 


Misquotes Unlikely 


rhis inquiry handling procedure serves more than one 
important purpose, Mr. Hascup points out. Besides 
insuring that inquiries will be kept on record and fol 
lowed up, it systematizes the handling of unconfirmed, 
and helps avoid 


though definite, orders and quotations, 
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IF ORDERWAS NOT RECEIVED, STATE REASON IN CODE 
Crice High D. Priority Lacking G 


B. Delivery Poor lo Quote 
C. Not in Stock F. Not Obtainable 


Would Not 


“PROSPECT FOR BUSINESS” is title used for H. W. 


Mills’ special form designed to keep tabs on inquiries. Note 


’ 


errors that could result from the time lag between phoned 


orders and confirming orders. “Sometimes we make a 


quote, but wait two months for the confirmation,” he 
explains 


through an executive desk, filed, tagged by date for future 


Because the prospect sheet has been processed 


attention, and, where possible, priced, there is less chance 
of misunderstanding with the customer over price or 
other details than there would be under a less formal 
procedure, the management feels 

prospect sheet does not 


i 
complicate paperwork at the phones. If a call starts out 
order requiring 


[he telephone men say the 


as an inquiry, but ends up as a definite 
no confirmation, the prospect sheet is merely handed to 
a tvpist for transfer to the regular confirmed-order form 


It is handy as a telephone worksheet in any event 
Sales Consciousness Encouraged 


One of the 


‘ : 
management believes, is its effect in promoting an aggres 


“Outside 
ontinually being fe 


vork with 
] 


ide men have a definit rt in building sales 


most important benefits o 1e system, 
sive “‘sales consciousness” thr 
men art 
leads 


and management has an eff iles planning 
~ 


and training the staff on the art llowing up 
One point Mr. Hascup stress« 


reasons inquiries did not result in 


1 


valuation of the 
Seven possible 


reasons are listed on the prosp« high, 


PROSPECT FOR BUSINESS 
Follow Up Date 6 LAY EY 


— — ee 


DEFINITE ORDER 


10-32 mach: Steed 


Accept Substitute 


33478 


dare _4f/7 Le 9 _ 


«4 
_. Salesman — 


___Referred 0 TAS ” 


[) QUOTATION 


aie STOCK CHECK 


CODE 





| ANY OTHER REASON; 


Wor Wink yor Seen. 








spaces alloted to fill in follow-up date and to state reasons 
why order was not received 


delivery poor, not in stock, priority lacking (now virtually 
obsolete), would not accept substitute—plus a space for 
“any One or more of these must be 
checked by the telephone salesman. This information, 
Mr. Hascup feels, is an invaluable guide to management 
and the salesman who follows up. It gives them a con 
crete starting point both to correct possible errors and 
to exploit the next step toward an order. 


other reason.” 


Every One Looks for Leads 


l'eamwork in seeking out leads has also been evidenced 
by the firm’s counter salesmen, it is pointed out. The 
men at the counters have been encouraged either to fill 
information upstairs 


out prospect sheets or to get 


I 
promptly whenever a counter customer inquires without 
buying or drops any kind of a sales lead in conversation 
By listening and questioning, floor personnel often hear 
through shopmen, mechanics, truck drivers and others 
what may not be freely confided by higher-placed repre- 
sentatives of their firms. Information acquired this way 
ibout everything from building projects and plant reloca- 
tions to hirings and layoffs and new companies—has 
of value more than once, say officers. 
\ supply house collects plenty of sales leads if it 
keeps its ears open,” says Mr. Hascup. “We've tried to 


proved company 


insure that we won’t forget what we hear and will follow 
up whatever is worthwhile.” 
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PHONE ORDERS, as in all industrial supply 

1 houses, represent a large percentage of orders re- 
® ceived at Beals McCarthy & Rogers. Before they 
leave the telephone salesman’s desk, all phone orders are 
priced, unless urgency makes this impossible. Note that 
perpetual inventory cabinets are located next to telephone 


: 


desks to enable inside salesmen to use stock records as a 
sales tool, and give accurate, immediate advice. Mail is 
sorted at a mail desk, time stamped and classified as inquiries, 
orders, correspondence, invoices and credits, and advertising 
materials. Mail orders are continuously processed and sent 
through without waiting for accumulation. 


What Happens To An Order 
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PERPETUAL INVENTORY stock record is im- 

4 portant tool at BM&R. After leaving the order 
® editor's desk, all orders are typed on IBM electro 
matic billing machines using continuous forms. Orders for 
part forms; out of town on 4-part forms. 


city delivery are on 
Before leaving soundproof electromatic machine room, all 


| LLUSTRATED TALKS on “What Happens To An Order’ 
were presented by three distributors at a joint meeting 
National Industrial Distributors’ As 
Industrial Supply 


of the Southern and 
during the rece 


New York. The 


methods of 


sociations l'riple 


Con ention im reactions of distt ibutors 


indicated keen interest in and 


- Pa 
processing 


expediting of customers’ orders and, for this reason 
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orders are checked by supervisory staff. The order, now on 
BM&R forms, is time stamped and forwarded to perpetual 
inventory stock control where every item is checked and 
shipment pre-deducted from balance shown on hand. Any 
questions by Kardex operators can be taken up with the 
order editor located near record files. 


DisTRIBUTION is presenting condens 


INDUSTRIAI 


f the talks 
McCarthy, president of Beals McCarth 
8 ind 


sions 
| ugenec | 
Rogers, a 125-vear-old organization employing 2 
located in Buffalo; Wallace H 
Campbell Industrial Supply Co., in 
lext continues on page 90 


president of 
I 


Campbell 


busine ss 64 
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whether mail or phone. Here orders are first rough 

® filed alphabetically, then checked carefully against 
customer’s instructions listed on Linedex equipment. An 
appropriate entry is made on each original order showing 
the following: 1. customer's number and salesman’s terri 
tory number; 2. credit check; 3. correct corporate name and 
mailing address; 4. place of delivery and required routing; 
5. invoicing requirements—number needed, special forms 
required, certified where necessary, etc. Although this may 
sound like a large number of checks, a simple method of 
color tabs enables the operator to check all items rapidly. 


9 CODING PROCESS is next step for all orders, 


petual inventory stock control operators by pneu- 

matic tube. Here, orders are sorted by general stock 
location and given to order pickers for filling. If order 
picker fails to find items, he must prove shortage through 
superintendent’s office. If partial quantity is shown on 
hand, a check slip is attached to order for the order 
picker to confirm quantity actually shipped. This pro- 
vides constant check on stock records. BM&R has found 
pneumatic tubes most satisfactory for transmission of orders, 


5 SHIPPING OFFICE receives all orders from per- 
e 


and even cash and correspondence that fits into tubes. One 
pneumatic tube line runs a full city block 


Rogers. He receives all orders from coding operator. 
8 His job of editing includes: 1. check of description 
of each item and correction of all specifications to agree 
with descriptions used on their records; 2. indicate non- 
stock items for possible substitution; 3. indicate items to be 
handled as special orders; 4. spot large quantities of stock 
items, immediately check them against stock control, and 
advise Purchasing Department of resulting balance on 
hand. This enables replacement order to be sent imme- 
diately, even ahead of filling customer's order, and insures 
that stock is geared for current business. 


3 ORDER EDITOR is key man at Beals McCarthy & 


possible for filling orders from warehouse stock, and 

results in speedy filling. Note self-stacking, light 
weight, unbreakable tote boxes for collecting small orders, 
stock carts for transporting them as well as bulkier items. 
For movement between floors, smaller items are handled by 
gravity conveyor or power slat conveyor. For heavier equip- 
ment, a large freight elevator is used, usually in conjunction 
with a hydraulic hand lift truck for palletized items. A 
gasoline powered lift truck, with a power grab for drums, 
is also utilized. Self-stacking racks or pallets are often 
loaded right on delivery trucks. 


5 MECHANICAL EQUIPMENT is used as much as 
2 
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are assembled. Each complete order moves in a 

straight line through to shipping dock. Entire area 
is adjacent to offices of warehouse superintendent and ship- 
ping manager; both can watch operations through their 
office windows. Specifications on original order are checked 
by experienced checkers against items selected by order 
picker. Packing slips and delivery tickets are carefully con- 
formed to items and quantities actually shipped as noted 
on original charge sheet. Checked and packed goods are 
routed to proper delivery truck. Boxes on wheels handle 
small items; large items are collected on the floor. 


7 SHIPPING AREA shown is where completed orders 
* 


presently employing 59 and located in the heart of 
Seattle’s industrial area; and Paul J. Stine, secretary-treas 
urer of Harry P. Leu, Inc., a 54-year-old organization in 
Orlando, Fla., with 98 employees including 10 in the 
Miami branch, presented their procedures for handling 
orders from the time received until shipped and billed 


l'ypes of equipment and methods varied, but all three 


systems resulted from a study of past experience and the 
desire to obtain maximum efficiency in order handling. 

Mr. McCarthy concluded his presentation by saying 
“We believe we have a well-integrated and controlled 
system, which operates smoothly with a minimum of 
confusion—a system which is adaptable to industrial 
supply operations of moderate to large size.’’ 

Mr. Campbell, in his concluding remarks, admitted, 
“It is not a static procedure, but one always subject to 
change, just as are the markets we serve and the products 
we handle.” 

Mr. Stine commented, “We do not feel that we have 
ill the answers—we are constantly trying to improve our 
methods and to learn from others better ways to do 
our detail work. To improve—to grow—to progress—is 
the need of every industrial distributor—so that we can 
meet the ever-increasing costs and lower margins.” 

In the following pages we present most of the pictures 
used by Beals McCarthy & Rogers, Inc., the first of the 
three speakers. The systems of Campbell Industrial Sup 
ply and Harry P. Leu, Inc., will be presented in that 
order in the September and October issues 


of the order after original charge returned by pneu- 

matic tube to office file department has been 
matched against register copy held in file. Items are checked 
off carefully in file department before register copy is for- 
warded to pricing department. Here, experienced price 
clerks price all charges using loose leaf copies of BM&R’s 
general supply catalog, mimeographed price sheets and 
manufacturers’ printed insert sheets. Each clerk’s prices are 
re-checked by another price clerk to catch any possible 
errors. As orders are priced they are forwarded promptly 
to the billing department. 


B PRICING DEPARTMENT receives register copy 
* 


time, has received the statistical copy of the 

invoice from the billing department. Here, 
punched card equipment is used to collect all sales analysis 
data (and to maintain accounts payable as well). The first 
operation consists of punching card to set up complete infor- 
mation for each sale—customer’s name, account number, 
salesman’s territory, date shipped, date billed, total amount 
of invoice, and individual amounts for each major line. 
Statistical copy is filed here for three months and then 
destroved. 


1 1 TABULATING DEPARTMENT, in the mean- 
a 
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from pricing department, figures, extends, and bills 

on continuous forms with IBM electronic machines. 
Two copies of invoice are detached here, one, a statistical 
copy for further processing, the other, a salesman’s copy. 
The original charges are held by billing department and 
added up each day to show total amount billed. Each day’s 
billed charges are held intact as a check against posting, etc. 
Statistical copy goes to accounting department where it is 
posted to customer’s account, and entire day’s postings are 
totalled to agree with dollar total of charges billed by billing 
department for same date. 


9 BILLING DEPARTMENT, after receiving charge 
a 


——s 


of tabulated data is handled at the end of each 

8 month. At left, in photograph, is automatic 

sorter which sorts out punched cards in any pre-determined 
manner. BM&R normally sort by customer account, by 
territory, by major product line. These sorted cards are 


12 COLLECTION AND INTERPRETATION 


each day's original charges are received from bill- 

ing department. When microfilmed, they are 
kept intact by billing date. Microfilm is sent Air Mail to 
Remington Rand in N. Y. C. where it is developed and 
returned to BM&R with certified total. This amount is 
checked against BM&R’s total for charges billed on that 
same date. Only when balance is struck are charges broken 
up and filed alphabetically by customer. Original charges 
are kept for a current six months and past year and a half, 
at the end of which time, they are destroyed. All records 
older than two years are maintained only on microfilm. 


1 0 MICROFILMING is done in file room where 
* 


«. 


then fed into automatic alphabetical printing calculator, 
shown on right, which produces a complete record in 
printed, readable form. ‘Transferring information on cus- 
tomer’s orders to punch card accounting provides complete 
sales analysis immediately at the end of each month. This 
data is used by management for direction of sales efforts. 
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What Happens To An Order (Continued) 


a 


SALAS AS 


ETTTT 
\\' 


™ 
qa 


‘ 


iii 


: 
> 


order number on a tab. 


SALES MANAGER'S OFFICE receives ac- 

1 3 cumulated data sheets and information is posted 
® to a customer's sales record maintained on Kar 

dex equipment, arranged alphabetically for each sales terri 
tory. This master record contains such data as: customer's 
name, location, nature of business, size of plant, personnel, 
and complete sales data, by monthly and yearly totals as 
well as by major product lines. After posting on these 
cards, the original tabulation sheets are given to each sales- 
man as a complete summary of all orders received from his 


territory. Salesmen also receive monthly report of their sales 
by major lines and territory totals. 


peaneeeeiett 


BACK ORDERS and special orders are main 
tained in a central file—a group of open, wooden 
tubs located between sales and purchasing depart- 
Folders for each order show customer's name and 


15. 


ments. 


Each folder contains the original 


order, copies of all special orders placed against it, all corre 


ULL 


AAANAANNENES 
WA 


SHORTAGES occure at BM&R as they do at 
1 4 all supply houses. Such shortages are drawn off 
® original charge on its way from shipping office 
to pricing clerks, and separate back orders are written for 
each related group of items. Each item thus back ordered 
is assigned to a stock purchase order by the purchasing 
department. Notation of quantity so reserved for the back 
order is made on stock record purchase card to guard against 
overassignment of goods on order. Special orders, spotted 
by the order editors, and typed on separate forms, and sent 
direct to the purchasing department for ordering. Most spe 
cials are ordered individually; some are grouped for quantity. 


TELLLLELLL 


spondence, follow-ups, telegrams, and phone calls pertain 
ing to it. 


item is shipped and billed. 
office use signs a withdrawal card and puts it in the folder. 


This central file has eliminated frantic searching for back 
order information on customer's uncompleted orders. 


Each folder is maintained complete until last 


Anyone removing papers for 
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Quickie Advertising 


ia 2,500 scrRaTcH PADS which 
The Western Belting & Packing 
ce. 


tomers every 


mailed to its cus 
the last nve 
routine 


Denver, has 
month for 
vears are more than a SETVICE 
designed to keep the firm name before 
the rhey 
advertising device—one which is util 


ized for both institutional and product 


customer. are a “quickie” 


promotion; of functional value to the 
recipient; and allowing for a certain 
amount of result-checking 

The 4 by 6 in.-tablet contains 50 
unlined pages, each imprinted with 
the firm name, address and phone 
Che outside cover features a different 
month. On the 
a short, quick-reading 
For 
pictured and de 


[he 


message on the 


line each inside of 
that 


discussion of the 


Cover IS 
line instance, 
bearings may be 
scribed on the front cover inside 
front 


subject and the back cover is used for 


carries a short 


address imprinted with return address 
and postal permission 


back cover remains the 
it contains a list of 


The inside 
same each month 
the eight main product lines and kin 
dred items carried by the 
‘his list is brought to the recipient 
tears the 
the pad to prepare it for usé 


Although the premium spa 


compan\ 


ittention when h« 


front cover, is frequently devo 


product promotion—belting 


“IT’S SURPRISING,” says 
R. B. Kunse, “how many 
coming into the counter 
wants written on a page 
scratch pads. And respons« 
able on those items we fe 


covers 


chain, sprockets, bearings, gear prod 
ucts, pulleys, and packings—the adver 
the 
a recent mailing 


tising is not always of routine 
lor 
pictured a roll of conveyor belting on 
the its size indicated by the pic 
tured man standing next to it The 
message was simply—“‘1150 foot con 
vevor belt . . . sold by Western Belting 
& Packing Co.” 


belting—the 


type instance, 


COVCI 


Inside, another pic 
ture of “This 
belt is 24 inches wide sold by 
Western Belting & Packing Co.” 


message 


Used Trick Layout 


Another cover featured a trick lay 
out. Headed Belting, it carried the 
legend: “Thick Ones and 
Short Ones and Long Ones 


(ones 


Thin Ones 
W ide 
ind Narrow Ones”. Then in 
various sizes and kinds of type, in scat 
tered positions over the cover wer 
various kinds of belting—canvas, hot 
fruit, etc 


“35 vears ago this 


materials, round, canners, 
Inside the legend 
August), Western Belting & 
Packing came into being—and the first 
still is 
one of our most important lines”. 
Stricth the 
being followed throughout 
I'he firm selected 12 of its key 


their pic 


month 
line handled was belting. It 
institutional is cam 
pDalgni 
1954 
Dc! onnel 
together with a little information 

he first of 
salesman Roy 
Inside the message reads: “Roy 


ind is running 
ture 
oncerning the person. 
thi eries pictured 
Long 

ilesman covering industrial 
iler accounts in Colorado, parts 
Kansas 1935 


well qualified to engineer your 


raska and since 


ind otherwise help with prob 


our lines of en 


oncerning all 


Response Is Checked 


In regard to this quickie advertising, 
R.B “We find that these 


ire read and noticed more 


Kunse says 
universally 
than envelope stuffers since the mail 
ing of scratch-pads is made to many, 
many people—and we believe they go 
ictually to the people for whom they 
ire destined and addressed. 

One of the 


feel that there is a quicker response is 


real reasons that we 


this: about three years ago we put in a 


new items by of our manufactur- 


one 
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BOT Loewe 


WESTERN BEL Tine, 
© PACKING co 


LIKE BREAD cast on the waters, the 
pages from these eye-catching scratch 
pads return each month to The West 
ern Belting & Packing Co., Denver— 
with orders written on them 

ind for severa! months used en 
stuffers, personal calls, and 
individually written letters. 
Chen for one of our comprehensive 


ers, 
ve lope 


several 


scratch-pad mailings, we had a nice cut 
made for the front piece and a little 
write-up concerning this specific item 
he response was very noticeable a few 
after the 
mailed.” 


days scratch pads were 


Selling from Scratch (Pads) 


Mr. Kunse pointed out that West 
ern Belting did not waste the adver 
tising that the factories supply. They 
use the same mailing list for sending 
out the larger pieces of advertising as 
an individual mailing piece, besides 
using all of the envelope stuffers 

\fter using our scratch pads fo 


savs Mr. Kunse, “‘we 


covered our main factory lines several 


five vears,’ have 


times, in addition to specific item: 


manufactured by these factories 
“The customer comment has been 
very gratifying, for many people will 
write in asking about a 
And it 
customers 
their 


our 


call up or 
thing that we have advertised 
is surprising how many 
into the counter have 


page 


coming 


wants written on a from 
scratch pads. 

“In using these little quickies, we 
and 


lines, we know, a lot quicker to the 


have presented new items new 


entire trade than depending wholly 
upon personal calls.” 





lV PROGRAM sponsored by Mosher Industrial Supply of 15-minute programs, spotlights industrial plants in the 
Co., features a commercial explaining, in down-to-earth Connecticut Valley by introducing viewers to distributor's 
terms, how supplier's products are made, and how they are function, supplier's products, and local plant’s dependence 

ed in industry. “Inside Industry’, theme of 10-week series on maintenance products stocked and sold by distributors 


TV—A New Distributor Sales Toot 


R™ * yt : Se g. EY RY WEEK in the Connecticut Val- 

is 4 Aa 2 ee ley, Mosher Industrial Supply Co., 

eee es ee of Chicopee, Mass., tells the story of 
a ae Pog “Py bs 


liga 


he" si 
+ 5. 


industrial distribution to a potential 
* ul Set ; I'V audience of more than 300,000 
people. 

Sponsor of a 10-week series of 15- 
minute programs entitled “Inside In- 
dustry”, this distributor has adopted 
TV to inform the public of services 
rendered by industrial distributors. 

According to John Ciccolo, partner 
of the firm: 

“With our present format, cost is 
low, results high. 

“Many benefits—both tangible and 
intangible—have accrued to us since 
starting this venture. We are a com- 
parative newcomer in the industrial 
distribution field, but the TV series 
has really put our name and our func- 
tion across to the public in our trad- 
ing area. Today, industrial personnel— 
from top executives to machine oper- 
ators—know our name, they recognize 
me when I call, they know the prod- 
ucts we stock and sell, the service we 
perform in local industry. It has re- 
sulted in a closer relationship with our 
suppliers and customers who have 

“INSIDE INDU ISTRY” interviews are conducted by John Ciccolo, partner of Mosher participated, and likewise benefited, in 
Industrial Supply Co., shown above at rehearsal with Kenneth E. Tuttle, industrial 
relations manager, F. W. Sickles, Division General Instrument Co. Interviews 
reveal how local plants benefit by purchasing from industrial distributors. 


the public relations value of this popu- 
lar medium. 
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The Distributor’s Job 


l 
2 


Select local plants that might be interested 
in participating 

Interview their executives (usually purchas- 
ing personnel, industrial, or public rela- 
tions manager, vice-presidents, and presi- 
dent) 

lf approval is received, explain local plant's 
role and work out program details 
Contact those suppliers who might be in- 
terested in promoting their products on 
such a program 

When approval is received, work with sup- 
plier on material required from them 
Work with TV program director and 
announcer explaining industrial back- 
ground, theme and purpose of show, and 
help coordinate related material for pro- 
gram continuity 

Prepare basic material on industrial dis- 
tributor’s function in our economy. (Mr. 
Ciccolo came to Industrial Distribution for 
literature to form basis of theme and inter- 
views.) 

Publicize program by mail, personnel con- 
tacts, etc 

Attend rehearsals and participate in actual 
interviews with local plant personnel. 


What The Supplier Contributes 


1. 
2. 


Displays, samples, demonstrating models 
of their products. 

Commercial (copy is usually prepared by 
supplier’s advertising agency) to be pre- 
sented by announcer, describing what they 
manufacture, end uses, and how their prod- 
ucts are stocked, sold and serviced through 
industrial distributors 


What Local Plant Contributes 


1. 


Stills, slides, or short film, plus copy, re- 
lating history, size, number of employees, 
and products they manufacture. 
Employee talent to be auditioned by TV 
station where finalists are selected to ap- 
pear on the program. 

Script (written cooperatively with distribu- 
tor) for interview between someone in their 
management and distributor, usually about 
how their maintenance needs are supplied 
by local distributor. 

Publicity—bulletins through their plant, 
features in their house organ—about the 
complete series and their part in one of 
the programs. 











How an 
potential 


“From the response, verbal and writ 


ten, from our increased volume of 
business, we know the time and effort 
expended on this advertising program 
has really paid off.” 

What does it cost a distributor to 
use TV? 

Mr Ciccolo 
format 


cost is surprisingly low. With material 


“Based on a 
including amateur talent, the 


Savs, 


and talent furnished by distributor, 
supplier, and local plant, the main cost 
is TV time and incidental production 
expense. This varies throughout the 


country based on jocal conditions, 


potential viewing audience, station 
costs—engineers, props, rehearsal time, 
gram time, length of contract, 

1 vardstick, you can figure 


100 


time and production 


etc.—p1 
etc. But, as 
that in 
000 receivers, 
costs will 
15-minute broadcast. Remember, tl 
figure—TV 


each area have local rate cards based on 


} 
im area of approximately 


iverage around $200 pel 


is an average stations in 


their particular operating conditions.” 


How It Came About 


Some months ago Mr. Ciccolo was 
relaxing in his living room watching a 
home workshop program on his TV 
set. Suddenly the thought occurred to 


industrial distributor tells his story to a 
audience of more than 300,000 every week 


sponsor a TV 
distribu- 


can’t we 
industrial 


“Whi 
about 


him 
program 
tion?” 

Che more he thought about it, the 
more he realized how few people were 
familiar with the function of an in- 
dustrial distributor, the products man- 
ifactured by his suppliers, and even 
the products made in local plants. The 
need was obvious. 

Next came the details. Harking 
back to his own experience in the en- 
tertainment field, (prior to entering 
the industrial field Mr. Ciccolo was a 
musician with some of the top bands 
in the country), he decided that, 
though primarily educational, the pro 
‘ram would have to include entertain 
ment to attract the widest viewing 
udic nce 

After discussing the idea with his 
partner, Richard G. Mosher, Mr. Cic- 

lo contacted a friend at the local 
'V station. He got the facts on cost— 
entertainment was an expensive item— 
ind he had to figure within a reason- 
ible budget. It occurred to him that 
his suppliers and customers might be 
interested in such an undertaking, 
ind gradually the format of “Inside 
Industry” was born. 

Approaching the public relations 
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By George L. Bottari 
Assistant Editor 


manager of a large local plant, Mr. 
Ciccolo presented his idea. Top per- 
sonnnel recognized the idea’s merit 
and expressed their willingness to co- 
operate, 

When he contacted some of the 
suppliers, Mr. Ciccolo had the same 
reaction. 

Based on the findings of these pre- 
liminary surveys, Mr. Ciccolo worked 
out a 10-week series with the coopera- 
tion of 10 local plants and five sup- 
pliers. 


Details and Sidelights 


The theme of “Inside Industry”— 
evolved by Mr. Ciccolo and Paul 
Wiley, WHYN-TV director—“spot- 
lights the industrial plants in the Con- 
necticut valley.” Introductory presen- 
tations reads . . . “Tonight Mosher 
Industrial Supply Company, in co- 
operation with (name of supplier) 
spotlights (name of local 
i. s > 

Preparing and putting together a 
15-minute program which includes 
two or three amateur talent acts, plus 
an interview between distributor and 
local plant personnel, requires re- 
hearsal time at the TV studio prior 

(Next page, please) 
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TV—A New Distributor Sales Tool (Cont’d.) 


to the actual broadcast. Ideally, two 
or three hours rehearsal is necessar\ 
for a well-coordinated 15-minute pro 
gram, although this may be impos- 
sible due to lack of studio facilities 
prior to the broadcast. In some cases, 
Mosher’s program has been efficiently 
produced after less than an hour of 
rehearsal. 

“Bear in mind,” Mr. Ciccolo points 
out, “our emphasis has not been com 
mercial. Even in the interview, we 
stress the overall role of the industrial 
distributor in American economy, we 
have endeavored to make the program 
informative and educational, to really 
take out viewers ‘Inside Industry’. 
Yet, the program has paid off pet 
sonally.” 


Benefits and Response 


Called into one local plant on an 
abrasive problem, Mr. Ciccolo found 
that both the machine operator and 
man in charge of writing requisitions 
had been amateur performers on one 
of the early programs. Yes, he got 
that order. 


Plants they never heard from before 


es ~ oe : . a. 


PRE-PROGRAM REHEARSAL requires from one to three hours. During 10-week 
series, “Inside Industry” enjoyed good position, from 7:45 to 8:00 P. M. between 
CBS features, Douglas Edwards And The News, and Arthur Godfrey And His Friends now give them the opportunity to 


quote on products publicized on the 
program. 

Letters have been received from 
people in all walks of life compliment 
ing Mosher Industrial Supply for pre 
senting an interesting program that por- 
trays a neglected facet of American 
life—industry in the community 

Che governor of the state personall 
expressed his approval of the program 
which “helped establish better indus 
trial relations in the state.” Compat 
ing its aims with Junior Achievement, 
the governor gave Mr. Ciccolo the 
idea of including the local Junior 


Achievement Award winner on one of 





the programs. 

One method of checking the effec 
tiveness of the TV program—a give 
awav gimmick—was introduced by one 
of Mosher’s supplier participants. Dur 
ing the supplier's commercial, a small 
magnetic knife holder was offered to 
the first ten people who wrote in for 
it. Within a few days, 68 requests 
for the knife holder were received at 
the TV studio. 

Does Mosher feel the TV programs 
pay off? “Right now,” Mr. Ciccolo ad 
vises, “we're giving serious considera- 


AMATEUR TALENT is provided by local plant to be featured on each program a P 
tion to arranging a 26-week series for 


Auditions are held at TV studio and finalists selected by TV personnel. Local entertain . 
> ' 
ment provides wide popular appeal and insures good viewing audience next year’ 
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[| Yellow Blue BB Block 


EYE-CATCHING TABS can be seen at a distance because 
they're in color at Continental Cutter Supply. This drawer, 
being checked by Tino Penza, is for end mills in a certain 


Identification System Built on Color 


Brooklyn, N. Y., house tags stock drawers in varied 


size range. Colors are blue and yellow, the code for “extra 
long.”” A dozen colors and combinations are used to desig 
nate major classifications of small tools 


colors for better service and control with small items 


IDENTIFICATION OT StOCK 


l pI yblem when vou hand! 


} 


UICK 
be 
many types 


tools 
At Continental ( 


ind sizes of small peri 
able 
utter 
they do 


Brooklyn, N. ¥ 


with colors 


Most 


drawers are 


f the firm’s hundred 


carefully tagged in 
il with those used in t 


f major suppliers 


ides identic 
catalogs 
personnel] 


quickly learn t 


lors, types and sizes 


Service at Small Cost 
John W. Peters, propriet 
that both telephone service and 
tory control are 


i 
handled—without expensive perpetua 
inventory 


Mr. Peters’ 


i distinctive 


identification tabs ha 


color or color combin 


tion for each major type of tool 


size series. The system covers reamet 


twist drills, taps and dies, and en 


mills. Six basic colors—black, white 


/ 


red, green, blue and vellow—and 


speedily and efficienth 


r combinations are used (36 
The small 
tool stock drawers are banked along a 
vall of the 


1 
! 


dozen color 
mbDinations are possible } 

the main office, close to 

ephones. 

hough it appears elaborate, Mr. 

Peters says the 


rn because color 


color-code was easy 
attracts atten- 
It sticks in people’s minds 
Chey 

ret used to looking for the same 

n the 
ting lors 
n the manufacturers’ catalogs.” 


In on 


rinted words alone won't. 
same place—and associ- 
on the drawers with those 


case, where a supplier does 
1 catalog color scheme, Mr. 
; has devised one of his own for 


drawers. 
Result—Speed and Accuracy . . 


Telephone service, Mr. Peters be- 
lieves ilmost as fast under his sys- 
tem as if he had perpetual inventory. 
When an inquiry is phoned in, inside 
sales people check the stock itself—an 
iction involving only a few steps to 
the nearby drawers where color tabs 
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lead them quickly to the right type 
and size 
rhe 
port of stock conditions and a delivery 
that can be fulfilled. Also, 
pick-ups get speedy service 
Normally, the 
enough stock for full shipments to 
small accounts and partial shipments 
to larger Mr. 
Peters finds, partial shipments will 
take care of immediate needs, especially 


customer gets an accurate re 


promise 


drawers contain 


ones. In most cases, 


in an emergency such as a production 
breakdown, until orders can be com 
pleted from his reserve stock or the 
factory 

[he company keeps reserve stocks 
of the faster-selling types and sizes in 
its warehouse. An inventory clerk re- 
plenishes the drawers after shipments 
and checks all of them at regular 
intervals, taking an accurate sight in- 
ventory count concurrently. 

When an item is back ordered, he 
inserts a notation to this eftect in its 

So when telephone people 
Continued on page 168) 


drawer. 





Frank Cruger says: 


Morning Meetings? 


eye The Best! 


By Robert Slater 
Associate Editor, Chicago 


HE TIME OF DAY and the day of the week on which a 
Wissen holds his sales meeting is an important 
factor in the success or failure of the session, according to 
Frank M. Cruger, Indiana Manufacturers Supply Co., 
Indianapolis 

In the past, it had been the policy of Indiana Manu 
facturers to schedule their sales meetings on the tradi 
tional Friday evening. Noting that this time occasionally 
met with a lack of enthusiasm on the part of the sup 
pliers’ men, and that his own salesmen often showed 
signs of drowsiness or an eagerness to get home, Mr 
Cruger decided to review the situation. 

“It seemed to me,” he said, “that we had set the time 
for our sales meetings in an arbitrary manner without too 
much consideration for the factory representative 
especially the man who has to travel to a distant city 
ifter a late meeting on Friday 

“Admittedly, most factory men will be on hand when 
we want them—but it occurred to me that cooperation 
ind goodwill would be promoted if we made an effort 
to consider their traveling problems.’ 

l'o get a sampling of his men’s thinking on the matter, 
Mr. Cruger sent the following memo to 12 interested 


members of his firm 


You are well acquainted with the fact that we 
have held our sales meetings on Friday evening for 
many years. This particular time on many occasions 
is not entirely suitable to some of the factory repre- 
sentatives who work with us and we are considering 
having at least part of the sales meetings on either 
Tuesday, Wednesday or Thursday morning. 

“The writer has always believed that factory repre- 
sentatives would be more willing to cooperate with 


“ONE POINT was demonstrated: everyone was receptive 
and sharp”—Frank Cruger, president 


us if we would get away from Friday evening meet- 
ings. Of course this does not apply to the factory 
man who lives here in Indianapolis and does not 
have to stay overnight, getting home sometime 
Saturday. It occurred to us that we could have a 
meeting at 8:15 in the morning so that everyone 
could get away by 9:30. In this way, you would have 
the information fresh in your mind and, at the same 
time, the factory man would be here to start working 
immediately with at least one of the salesmen. 

“Of course it is recognized that Monday morning 
would be an unsatisfactory time, since the salesmen 
traveling from a distant place would have to be here 
Sunday night in order to attend the meeting on 
Monday morning. That is the reason we have 
selected Tuesday, Wednesday or Thursday, with 
preference on Tuesday morning—the idea being 
that a factory man here on Tuesday would work 
with us all week 

“We would like to have your views on this subject 
and will appreciate it if you will write your ideas on 
the back of this letter and return it to the writer.” 


Majority Approved 


Six of the 11 replies to this memo indicated unquali 
fied approval. Their comments 

“Have always thought it a good thing to have factory 
men at sales meetings just before they work with our 
men.” 

“I believe that we, as salesmen, will get more out 
of the morning sales meetings, as we will not be rushed 
to get home of an evening.” 

“Aside from the views expressed in your memo, | 
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ATTENTIVE SALESMEN absorb product knowledge from 


alert factory men appreciative of a.m. meetings. Salesmen 


think that most of us are tired in mind and body on 
Friday evenings, and morning meetings should be more 
inspirational.” 

“I believe this is a very good idea.” 

“Product knowledge obtained from these sales meet 
ings can be put to use immediately, and also our rela- 
tions will no doubt be improved with our factory men.” 

“Good idea from standpoint of factory men participa 
tion. Several meetings should show if it is practical. 
I think it is worth a trial.” 

“Tuesday is your best day- 
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meetings confined to our important major 
Mr. Cruger met these objections by pointing 
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utilize newly attained know-how immediately afterward and 
factory men can team with them for the rest of the week. 


any one of the salesmen can make a call within an hour 
He proposed to limit the meet 
ings to an hour and 15 minutes—from 8:15 to 9:30 
so that the loss of selling time on that one day would be 
negligible. Whatever loss there would be, he felt, would 
be more than compensated by freshly-acquired product 
knowledge. 


of leaving the building 


No More Sleepers 


“We started our first morning sales meeting promptly 
it 8:15,” said Mr. Cruger, “and finished promptly at 

30—which allowed the salesmen to get right on the 
job with their additional sales knowledge. Most impor- 
tantly, they started with all the sales enthusiasm that 
is built up during a meeting of this kind—and sales in 
the pushed product piled up. 

“One point of my theory was demonstrated: everyone 
was very receptive and sharp—as compared to evening 
meetings where our experience has been that some of 
our fellows were almost asleep.” 

Mr. Cruger pointed out that he would still occasionally 
have a Friday night sales meeting, especially where a 
local mnufacturer’s man is concerned—but emphasized 
his belief that the early morning sales meeting is more 
effective. 

“It’s just a detail,” Mr. Cruger says, “—this deciding 
the best time to hold a meeting. But, by concentrating 
on it, I think we've forged ahead in four ways: we've 
promoted cooperation and good will; our men leave the 
meetings pepped up; the factory man can work all week 
with our men; and acquired product knowledge can be 
put to use immediately.” 
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“| Decided to Look in the Door’ 


“I'd passed this plant several times on my way to other calls,” Knutsen, Jr., the purchasing agent, and found he was glad to 
says Jack W. Jonap, Geo. Worthington Co., Cleveland, “and see me because I could give him some help on a number of 
didn’t think it looked like a prospect. One morning I saw the industrial items he wanted to buy. I'd still be passing this good 
plant door open, and looked in. The place was full of machin- customer by if I hadn’t remembered I was a salesman and got 
ery, a thorough-going machine shop. I spoke to Otto F. curious.” 


By Don McGill 


Raacaea Does It Pay to Prospect 





Inquiries: Grounds for New Business 


“My company makes it a practice always to follow up inquir- the kind of help I was able to give J. C. Shafer of the Conti- 
ies,” says salesman Roger R. Spring, Bush-Miller, Inc., York, nental Wire Corporation in designing transmission for a wire- 
Pa. “But the responsibility for a good follow-up is largely the covering machine resulted in a steady volume of new business. 
salesman’s. On his approach to the prospect depends whether An inquiry is ready-made new business—if the salesman takes 
or not a decent volume of new business results. For example, the trouble to service it properly.” 
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“| Got Hot After the Fire’ 


Ordinarily,” says W. S. Gorman, W. F. Murdock Co., Akron, 
‘I spend a lot of time looking for new business, but this sand- 
blasting plant was one I missed. When the fire destroyed the 
big V-belt on their main air compressor, they were in a bad 
way. I was able to get a new belt in a hurry, and an oppor- 


For New Accounts 
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tunity to see what eke the plant used. And it added up: sand- 
blast hose, masking tape (for repainting sandblasted truck bod- 
ies), water hose, safety clothing, sandblast nozzles, to name 
some. A salesman should never make assumptions: he should 
find out for sure.”’ 


Must be the result 
of all this easy selling we've had since the war.” 

With these distributors, new accounts are regarded as 
Thus, should 


ager sums up their general reaction 


1 sort of “business interruption” insurance 
sales to large customers fall off, there are still sales to 
smaller accounts to help maintain quotas 

his diversification of sales effort appealed so strongly 
to a Cincinnati distributor that he laid down this rule: 
Dollar-volume of business from small customers must 


ilways equal that from large customers 


The Way of New Business 
Looking for new business takes a variety of forms, 
depending on how the salesman works 
Jack W. Jonap, Geo. Worthington Co., Cleveland 
methodically combs his territory for hitherto unknown 
mers, keeping his eye on new excavations, making 
( calls on plants or machine shops he hadn't noticed 
before. He’s abetted in these efforts by his office, which 
screens a host of sour and passes on to him news of 
mstruction and industrial developments in his territory 
Despite their best efforts, many salesmen, like W. $ 
Gorman of Akron’s M. F. Murdock Co., 
lip up and come across new business by chance. For 
months, Mr. Gorman had been making regular calls on 
across the street from a sandblasting shop 


OCCASION illy 


custome! 
For some reason he cannot now explain, he'd assumed 
1 sandblaster wasn’t a prospect for his line of industrial 
rubber products—until the morning he arrived to find 
the smoking remains of the sandblaster’s 
room. He was able to render immediate help, in the 
yutsize V-belt for the main compressor. After 
that, he found all kinds of new business 

These two cases are so typical that they prove out the 
truism: New business is where you look for it—but you've 


got to look 


COMpressor 


' + ' 
il » i all 
i} il 
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DUCOMMUN METALS & SUPPLY—Modern, stream- izes the new San Diego, Calif., branch plant of Los 
lined construction favored by distributors today character Angeles firm. The $700,000 building contains 74,000 sq. ft. 





J. T. WING—Larger facilities and customer parking fea- tions. Wing purchased the structure from Crane Co. last 
ture the Detroit company’s new headquarters. Five-story year, recently completed moving in its many departments, 
building has been extensively renovated for efficient opera including service and manufacturing. 





New Buildings 
Still 
Going Up 


POWER PIPE & SUPPLY—Passaic, N. J., firm presents this spotless new 
front after renovation. Offices and salesrooms also received major overhaul. 
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brick-faced main building, pipe shed, and spacious parking 
Receiving and shipping dock is covered. 


W. H. KIEFABER—New Chillicothe, Ohio, branch of the 


Dayton company includes 20,000 sq. ft. concrete black and 


and delivery area. 


Sar 


+ 
ene 


HAMMOND MACHINERY & SUPPLY—New single- is recessed 30 ft. to provide customer parking. Broad win 
story headquarters of San Diego firm is virtually completed. dows of 2,500 sq. ft. sales display room face front. Struc 
It covers 12,600 sq. ft., doubling former space. Building ture is tilt-up concrete, with masonry brick front. 


healthy bal In many American cities, the industrial pattern is chang- 
dusted off ing town to escape 
taxes and 
cowpastures miles from city limits. 
have followed the trend, some with branches, others 


moving altogether to be near the new customers with 


BY COMPETITION al 
3 old factories are moving out of 


congestion, new ones are cropping up im 
Many distributors 


sheets in 1953, m 


went to work on new buildings, 


blueprints this year and 
relatively mild winter 


renovations and additions \ 
helped speed the work and a number of shiny new head 
quarters were ready for busin« 

With the profit squeeze tightening, ne 
rtunity to increase efhiciency 
el. With others, the lined, one-story structures; 
ings: and small converted warehouses. Size and facilities 
were determined by the needs and capabilities of the indi- 
vidual firms. Many firms have built, not for the present 


alone, but for the future 
The new facilities of 11 distributors who have either 


built or renovated recently, or are expecting to complete 
their building projects soon, are described on this and 


by early summer 
stock and service as well as wide-ranging salesmen. 


Today’s new buildings are of all types—huge, stream- 
renovated multi-story build- 


w or modem 


: : 
ized facihties offer an oppo 
ind cut costs, many distributors f 


high costs of cramped quarters and trafh 
ison enough to move 


mgestion in 


downtown sections of cities wa 
now. Almost every firm that had the opportunity recently 
to build new from the ground up, chose a 
suburbs or beyond 


site well away 
from the congested areas, in the 
he return of the buyers’ market and 
keep hot on the trail of new and growing customers was 
nother strong motivating force. Alert distributors are the following pages. 

always watching closely the tren n industrial areas. Next page, please) 


the need to 
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New Buildings Still Going Up (Cont’d.) 


MN 
THE PROBLEM: Located in a semi-industrial neighbor- Crowded, unappealing office quarters; lack of provisions 
hood, Production Tool & Supply Co., St. Louis, was faced for temperature control and facilities for employee relaxa- 
with the problem of retaining its valued office help in spite tion; necessity of traveling to and from work in an unattrac- 
of dismal surroundings. Morale was low due to .. . tive and depressing neighborhood. 


Production Tool & Supply Has Face Lifted 


. 


THE SOLUTION: Space upstairs, formerly allocated to Fitting paneling, laying linoleum. Desks were refinished, 
excess stock, was requisitioned and a contractor was hired efficient lighting installed, frequent electrical outlets pro- 
for extensive face-lifting job. For three months, carpenters vided, air conditioning and oil heat installed. Total cost— 
worked insulating ceiling with spun glass . . . $15,000. 





THE RESULTS: Finished office is cheerful, modern in Social center is provided by coffee room, which makes it 
decor; features colored murals, bright drapes, built-in files, unnecessary for employees to leave building for lunch. 
acoustical ceiling Employee morale has improved with Turnover is now nil; employees praise “better lighting, 
working conditions; outside disturbance eliminated. air conditioning, greater cleanliness—’’. 
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NEW HOME of Engineering Supply Co., Dallas, Texas, industrial tract on the outskirts for elbow room. Zoned 
reflects the latest architectural trend in Southwest. Stifled neighborhood, with building and setback restrictions, insures 
by trafic and lack of room to expand in old, downtown future spaciousness and freedom from congestion. Parking, 
quarters, the company picked a five-acre site in a planned loading areas are features. 


Striking, Contemporary Plant Houses Engineering Supply 





£ 


ADEQUATE LOADING DOCK makes a big difference in I'WICE THE SPACE of its former quarters is now avail- 
efficiency, officers say. Equipped with quick-working over- able in Engineering Supply's new building. This view is 
head doors, it accommodates six transport trucks with ease along one of the main corridors of the warehouse, with 
at wide apron. bulky materials department at the far end. 


CITY SALES COUNTER is located between office and BRIGHT DECOR with good lighting marks the main dis- 

warehouse, with separate doors direct from parking area play room. Spaciousness and orderly arrangement of display 

for customers. Management stressed customer convenience is designed to create best possible first impression with 
in building plans, including parking, easy access visitors and customers. 

Next page, please) 
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New Buildings Still Going Up (Cont’d.) 


LONG, LOW FRONT of Wichita, Kan., house reflects 
modern idea of streamlined, single-story operations. New 
section to the left was added recently, to increase office 
display and selling space. Second front door, with glassed-in 


foyer under big sign, was also constructed, and inside 
renovations were carried out. The firm occupies a large 
tract in an industrial area, with railroad sidings and exten- 
sive truck shipping facilities. 


Watkins, Inc., Follows One-Level Trend 


SPACIOUS COUNTER SALESROOM was equipped with 
customers in mind. They can sit on stools while being 
waited on at any of the several departments, each with 
separate counter. Modern display panels are placed where 


CONFERENCE ROOM has many uses. Behind curtain 
are blackboard, screen, and amplifier. Here E. A. Watkins, 
president, at head of table, opens executive session. 





they will catch the eye, without detracting from the neat, 
roomy appearance. Good lighting and bright decor provide 
cheerful atmosphere, insure good first impression on the part 
of customers. 


PLENTY OF ROOM to move around adds to efficiency in 
new general office section. Recessed ceiling lights and 
high-level windows provide just the right lighting. 
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EXPANDABILITY is one of the chief reasons Grayson-List 
& Co., Secaucus, N. J., used this design and location for 
new building. Two-story office section saves land, other 
costs, leaving room on site to expand warehouse section 











in ell-shape to the rear when firm next outgrows its quarters. 
Out-of-town location solves congestion and access problem. 
Modern plant replaces old, cramped quarters in downtown 
Jersey City. 


Grayson - List’s New Building Is Elastic 


ADVERTISING scope of new quarters HIGH-CEILINGED warehouse allows for future expansion upward, on hanging 


was a goal, so many glass panels were 
installed. This one gives bird’seye view 


balconies or pallets, if they're ever needed. Note large, high-level windows, individ- 
ual gas-heating units (there are six in this room). Office section has central heat, 


of stock from upstairs customers’ room. air-conditioning in summer. 


COMMUNICATIONS are centered in chime box atop switchboard. Management NEW FILE ROOM next to main 
does not like “squawk boxes,” installed coded bell system instead, like a department office is guarded by four-hour fire door. 


store. Person being paged on chime picks up nearest phone extension. 
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Files on carts can be rolled in at night. 
Next page, please) 
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New Buildings Still Going Up (Cont’d.) 





PLENTY OF ROOM for future expansion and easy access industry moving into new out-of-town areas; (2) have room 
surrounds Hansen & Yorke Co. of New Jersey's new build- to grow; (3) escape traffic congestion; (4) take advantage of 
ing on a 12-acre site in Woodbridge. New company picked central spot in new highway network (it’s within half mile 
suburban-rural spot for four reasons: (1) to follow trend of of three superhighways and a parkway). 





Hansen & Yorke Builds Where New Factories Are Moving 





SILHOUETTES of big industries in the distance are seen MODERN EQUIPMENT includes this teletype, connect- 
through full-length glass front of main office, symbolizing ing the firm with its New York City affiliate; Execntone 
trend of industry moving to the country. Office reflects system; and 11 trunk phone lines. Here Tony Torre, office 
spaciousness of entire plant. manager, dictates a message. 


SPACIOUS FACILITIES for receiving and shipping occupy one end of 30,000 FIRE DOOR guards small tools stor- 
sq. ft. plant. Covered shipping dock doubles as truck garage. Four electric sliding age. Fireproof room has no other 
doors are controlled from a single panel. outlets or windows. 
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NEW QUARTERS of Franklin, Pa., distributor are out 
of town, on four-lane highway. Founded in 1949 in a 
basement, the firm later moved to a small city store, then 
added a warehouse. Preparations began last year for latest 


move to this modern building surrounded by wide parking 
and truck loading areas. ‘The company recently added a 
number of new lines, now covers a 100-mile radius terri 
tory, under Richard C. Jolley, owner and founder. 


Jolley Industrial Supply Expands for Third Time 


~ 


THOROUGH RENOVATION fitted newly purchased 
building to Jolley’s expanded operations. This shows part 
of neatly organized stockroom, at time of recent open 
house the firm held for 200 customers and other friends. 


—_+ 


DISPLAY ROOM contains large wall 
sign listing manufacturers’ lines the 
firm carries. There were 22 display 
booths manned by manufacturers’ rep- 
resentatives at the open house. 


lsinpubnl 
gr 


". ® 


SIZING UP DISPLAYS are Mr. Jolley and Alden White, 
W. C. Stauble, Philip Kloonze and Owen Harrison of Holo- 
Krome Screw Corp. Formal opening in the new quarters 
lasted two days. 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 
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Cylinders as tiny as those in milady’s wrist- 

* watch and as gigantic as the guns in the 
turrets of a battleship are turned to size and shape 
with LATHES. 

Using metalworking lathes, outside and inside 
diameters may be cut and parts drilled, bored, and 
reamed to size; outside and inside tapers may be 
formed, threads cut, and with special attachments, 
gears and other milled parts may be shaped and 
cylindrical surfaces ground to a fine finish. 
~ Obviously, it is to the industrial supply sales- 
man’s advantage to familiarize himself with this 
most versatile tool in the metal-working industry. 
A salesman’s contacts with shop and plant per- 
sonnel will be more impressive if he is conversant 
with the names and uses of the principal parts of 
a lathe. 

How many of the 18 parts indicated in the draw- 
ing above can you properly identify? 
























































«» To broach a relative newcomer to the cutting 
= tool field, let’s consider BROACHES. 

Broaches are used to remove material from a 
metal or plastic by shaping an outside surface or 
hole previously formed by casting or drilling, or 
otherwise. 

A broach is a bar of suitable length with a series 
of teeth, or cutting edges, on its surface, which 
increase in size from the entering or starting end. 

To check your knowledge of the basic classi- 
cations of broaches, complete the following state- 


ments: 
broaches 


b. tee or.. broaches 
indicate type of operation. 
c. Two types of broach 
; _ and.. 
d. Five functions commonly used to classify 
re 6 n86 eke bee Sebebe tnd 


construction are: 
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3 Elevate your sales with orders for ELEVATOR 
“"* BELTING. And after you've cracked the ac- 
count, one of the best ways to insure keeping the 
customer is to make practical installation sug- 
gestions. Periodic inspections are also worth the 
time and effort. 

Here are some questions designed to provide 
pointers in carrying out installation and inspection 
techniques to keep your elevator belt customers 
sold. 

a. Moisture and grit penetrating around the 
bolt holes is one of the prime causes for weakening 
the belt carcass, and for buckets working loose. 
What is the best suggestion for overcoming this? 

b. One of the most frequent causes of accident 
to elevator belts is from lumps of material spill- 
ing between the belt and boot pulley. Can you 
offer two suggestions to rectify this condition? 

c. Head pulley slip is sometimes encountered 
in elevator belt installations. What recommenda- 
tion should be made to remedy this? 





5, FLEXIBLE METAL HOSE is recommended by 
its makers for conveying steam, oil, liquified 
gases or refrigerants under pressure, vacuum, con- 
stant motion or vibration. It is said to be par- 
ticularly adaptable to connection and conveying 
problems where there is misalignment, vibration, 
flexation or expansion and contraction. 
Because of these characteristics, the industrial 
supply salesman should think of many applications 


“Where's there's smoke, there's fire” and, 
4. where there’s a mill or factory, the industrial 
supply salesman knows there are fire hazards. 

FIRE EXTINGUISHERS, therefore, represent 
potential for practically all customers. 

To sell fire extinguishers, the salesman should 
have a basic knowledge about fire fighting prob- 
lems. How do you stock up in this respect? 

Test yourself with the following questions: 


a. Fire hazards are generally classified into 
three categories as illustrated above. Can you 
describe the three classes of fires? 

b. What are the extinguishing agents recom- 
mended for these three classes? 

c. A soda acid or water type extinguisher should 
be recommended for Class B and Class C fires. 
True []) False [|] Why? 


for this type hose. 


d. A foam type extinguisher is the best bet 


Can you name at least 12 markets for flexible for fires involving live electrical equipment. 


metal hose? 





True [) False [} 


Why? 














To 














6 Screw threads were used over 

* 2,000 years ago. And no one 
knows who invented them. Where 
today we have zippers and but- 
tons, the knights of old used 
screws and bolts to fasten to- 
gether their armor. 


It is interesting to realize that, 
although metal can be fastened 
to metal in such ways as welding 
and riveting, the only way in 
which pieces of metal can be put 
together ard taken apart, without 
damage, is by screw threads. 


To the industrial supply sales- 
man, the important thing is that 
TAPS are the tools that cut 
threads and make screws. 

In addition to the regular sizes 
and styles of taps stocked, there 
are also requirements for special 
designs which can be obtained 
quickly from tap manufacturers 
—provided the distributor sales- 
man furnishes complete dimen- 
sions and data! 

From the drawing, can you 
name the dimensions that must 
be given? 

What other data should be ob- 
tained from the customer? 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 


. 





- Saddle Bed 9 2. Push or pull. 
b. Internal or external. 
. Cone pulley cover . Lead screw ; ae 
c. 1. Solid, made of one piece; 
Headstock . Rack : 
2. built-up, made of more than 
Face plate . Micrometer collars - ; 
Tool t A one piece, or sections. 
: ee ie aa d. Some of the functions used 
Compound rest . Apron handwheel 
Si to classify broaches are: round, 
Tailstock spindle . Motor drive (inside) ; — 
Toilstock icerdi serration, burnishing, keyway, 
he may Ce x ; spline, combination round and 
inding lever . Feed reverse lever spline, helicel spline. 


OC OENAWVawWwD = 








g @. A coating of rubber cement on the in- 
“"* sides of the bolt holes is a good safeguard 
against grit and moisture penetration. 

b. 1. A deflector—of sheet iron or plank covered cl 8 
with old belting—shaped liked an inverted V can _ 
be erected over the boot pulley. Such devices, o. Chess A fires eve of proper, weed, cloth, 
however, should be inspected frequently and ad- A., ait te 
justed when necessary. 2. Squirrel cage type wot ; ; 

Class B fires involve gasoline, oil, paints, 
pulleys—sometimes referred to as wing type, ee" 
inflammable liquids. 
slotted or slitted pulleys—which are self-cleaning, ; , : 
Class C fires are of live electrical equip- 
should be recommended. 
ment, fuse boxes, motors, etc. 
c. Head pulley slip can be corrected by using . “ : ; 
b. Class A fires require quenching and cooling 
bolted or vulcanized lagging on the pulley. Where ; , 
oe : effect of water. Class B, smothering action and 
wet conditions prevail, grooved lagging should be ; 
cooling effect of water. Class C, non-conducting 
recommended. ee 
extinguishing agent. 

c. False. Water will spread the flames, and 
therefore is not recommended on Class B fires. As 
water is a conductor of electricity, it should never 
be used on live electrical equipment. 

d. False. Foam is a conductor of electricity. 











5. Because of its ability to absorb vibration and 

expansion in connecting lines, and convey the 
materials mentioned, flexible metal hose represents 
potential for the industrial supply salesman in 
markets such as the following: 





= 
| 
y t= 


1. Refrigeration equip- 9. Molding presses 
ment 10. Process and steam 
. Textile machinery lines in utility power 
. Centralized lubrica- plants 
tion systems . Diesel exhaust A—length of square. Also advise size of 
. Machine tool systems * square. B—diameter of shank. C—overall 
conduits . Gas appliances length. D—length of body or thread. 
. Laundry pressing . Pumps and air Other data required: High speed steel? Carbon 
machines compressors steel? Material to be tapped? Depth of thread 
. Tank car unloading . Glass machinery to be tapped? Cutting lubricant used? Type of 
. Dust collecting . Tire vulcanizers flute: straight, spiral, spiral point? Size of tap 
. Oil burners drill used? How fast is tap run? Minimum and 
maximum pitch diameter of tapped hole or part 
or class of fit (Nat. Screw Thread Commission 


Class.). 
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DON’T WAIT! SELL 


as oe CW STEEL PIPE 


SNOW-MELTING SYSTEMS NOW 
«++ AND PROFIT! 


Now is the time to talk to your cus- 
tomers about snow-melting systems. 
A SPANG CW Steel Pipe snow melt- 
ing installation is the perfect answer 
to that annual winter problem of 
It keeps 


garage entrances, side- 


removing snow and ice. 

driveways, 

walks and loading platforms open all 

year around. And it offers these user 

benefits: 

e high cost of manual or mechanical 
snow removal eliminated forever 

? provides increased convenience for 
customers and tenants . . . builds 
goodwill 

@ permits more dependable shipping 
and delivery schedules 


e prevents damage to paving from 
salt or chemicals 

e ends accident claims resulting from 
falls on slippery walks 

¢ eliminates danger of injury through 
straining or over-exertion from 
shoveling 

And a SPANG CW Steel Pipe Snow 

Melting System has additional divi- 

dends for you. That’s because SPANG 

CW is quality-controlled during its 

manufacture which makes it 

easier to cut, bend, thread and weld. 

It’s thoroughly tested and inspected 

before shipping . which assures 

you of top-quality pipe with years of 


trouble-free service life. 
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Now—while the weather is warm 
is the time to sell snow-melting sys- 
tems. Make SPANG CW Steel Pipe 


your choice of material for the best 


results. See your local SPANG Dis- 


tributor for all your piping needs. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Goteway Center, 
Pittsburgh, Pennsylvania. District Soles Offices: 
Atianta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis. 








.S. TOTALS 


May 1954 
Compared with 
April 1954 


-4% 


May 1954 
Compared with 
May 1953 


-14% 


First 5 Mos. 1954 
Compared with 
First 5 Mos. 1953 


12% 








LMM 

















Supply Sales Trend 


Final Figures For May 1954 





May 1954 
Compared with 
April 1954 


May 1954 
Compared with 
May 1953 


First 5 Mos. 1954 
Compared with 
First 5 Mos. 1953 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


low a 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


= D% 


8% 


6% 


9% 








-19% 
-23% 


-135% 


-15% 





-11% 
-18% 


-14% 


-11% 
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CTT resents the new 


ONLY 80 LBS. 
BUT PACKED 
WITH 


Power 


EASY TO 
MOVE... 


The all new “Featherweight Champ”, a Power Drive for 
Hand Pipe Tools, weighs only 80 pounds. A real oppor- 
tunity for you to profit, it has features your customers 

want. One man can move it and use it with ease... yet EASY TO 
the “Featherweight Champ” is exceptionally sturdy and USE... 
powerful. Ideal for emergency maintenance threading, 
its range is %” to 2”, and it is available with either elec- 
tric, gasoline or air power. 

Oster ads are telling your customers to see you for the 
full story on this new machine... so it will pay you to 
have one on your floor for demonstration. To start cash- 


ing in send us your stock order today! 








(Send for FREE promotional literature.) 





THE MANUFACTURING CO. 


Main Office and Factory: 


2041 East 6lst St., Cleveland 3, Ohio 


Builders of Cost Reducing Fhreading Equipment Since 1893: 
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SALES TRENDS (Cont’d.) 





May 1954 
Compared with 


April 1954 


May 1954 
Compared with 


May 1953 


First 5 Mos. 1954 
Compared with 
First 5 Mos. 1953 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 


- 3% 


- 8% 


+10% 


NO 
CHANGE 


- 1% 








-10% 


-21% 


+ 2% 


~ IM 


-11% 
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YAR WAY 
Steam a 
900,000 


fully 


TRIPLE 
PLAY 


for profitable 
steam trap sales 


This team works together to make steam traps 
a fast-selling, money-making distributor line. 


YARWAY IMPULSE STEAM TRAP . YARWAY Fine 


. : Screen Strainers. 
the modern steam trap with the little valve "Police the pipe- 
that floats on the condensate load. Continuous pry Nn 
condensate discharge gets equipment hot in a " : 
hurry and keeps it hot! Small size, lightweight, 
stainless steel construction. 


YARWAY FINE-SCREEN STRAINER... 


another profitable, fast-selling line, companion 
to the Yarway Impulse Trap. Has many addi- 
tional applications. 


YARWAY ENGINEERING SERVICE 


32 trained Yarway Steam Trap Engineers 
working with distributors from coast-to-coast 
on trap selection, installation and maintenance. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


e Write for full details on Yarway’s plan 
of selective distributor territories. There 
may be one open in your area. 


impulse steam traps 


And Yarway Fine Screen Strainers 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 
May Apr. May From 
NAME OF PRODUCT CLASS 54 54 53 Year Ago 
Abrasive Products 116.9 116.9 116.0 -0.8 
Cutting Tools 121.6 121.6 118.5 +2.6 
Fans and Blowers 143.7 143.7 134.9 -6.5 
Fasteners 153.9 153.9 147.2 
Incandescent Lamps 136.9 136.9 136.9 
Industrial Rubber Products 127.6 127.6 127.9 
Lubricants 72.8 72.8 83.0 
Materials Handling Equipment 133.9 133.9 128.1 


Mechanics Hand Tools 139.0 138.7 133.1 


(Files, saw blades) 
Metalworking Accessories 127.8 127.8 122.9 
Motors 114.4 114.4 117.0 
Paint 112.8 112.8 110.8 
Portable Power Tools 118.2 118.2 116.6 
Power Transmission Equipment 133.1 133.1 127.5 
Precision Measuring Tools 118.3 118.3 115.5 
Pumps and Compressors 132.0 131.9 


Steel Products 140.8 140.9 
(Pipes, bars, nails, ete.) ) 


Valves and Fittings 131.0 131.3 


Welding Machines 124.3 124.3 


(Equipment, rods) 


Total Index 128.3 128.3 


urce Bureau of Labor Statistics and Industrial Distribution 
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MACHINE BOLTS 


STANDARDIZE ON “NATIONAL”’ 
... for the most complete line 


Because National makes the most complete line of fasteners 
produced by any single manufacturer ... you can benefit by 
one-source buying of the highest quality fasteners. With the 
entire line packaged in sturdy boxes with color-coded labels 
for fast identification, you'll keep your stock handling costs 
to a minimum .. . another reason why it pays to standardize 


on National. 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Call. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


Siena ‘ > 
Fasteners PS Hodel!l Chains 


Ye ; . 


Chester Hoists 
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Plow Bolts 
Rivets 

Wood Screws 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Lag Bolts 
Machine Bolts 


Cotter Pins 





The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


BOOM AND BOUNCE 


SHOCK ABSORBER 


SPENDING STIMULATOR 


SALES STIMULATORS 


AND WHAT'S NEXT 


There are still those who, in their economic thinking, find it all but impossible to 
cast off from the roller-coaster conception of violent ups-and downs of business. They 
feel that the decline of business, which started over a year ago, is still bound to pick 
up momentum in the traditional manner. But, as time marches on, there is increasing 
reason to suspect that our economy has parted more or less permanently with its bouncy 


boom-and-bust past. 
Industrial production and gross national product have been sliding off from the 


peak of the super-boom in a slow fashion that simply does not jibe with conventional 
descriptions of a business recession. Further, consumer spending and business spending 


on capital goods have remained virtually unchanged. 
There are three very tangible factors in today’s economy which seem to explain the 


present stability of business and consumer spending. Here they are: 


he federal government has absorbed most of the impact of the recession to date. 
here has been a drop of about $6 billion in income payments by business to consumers 
But $2 billion of this has been offset by payments for unemployment compensation 
And almost $4 billion has been offset by the decline in personal income taxes (lower 
rates, as well as lower incomes). So disposable income is virtually unchanged. 

The rest of the decline consists of a $9 billion drop in corporate profits before 
taxes. But profits after taxes are off only about $3 billion. A year ago, the tax rate 
(including EPT) was 54.5%. This year corporate earnings are taxed at 52%. And 
actual payments in the first quarter of 1954 were not much over 50%, since some 
corporations were losing money and claiming refunds. Moreover, corporations have 
had almost a $3 billion increase in their tax-free depreciation allowance. 


The rush of new-product development has done more than keep consumers in a 
buying mood. It has also meant a good deal of retooling by industry in order to have 
adequate facilities for the production of new items. 

New products are being introduced very rapidly in both consumer goods and capital 
goods lines. The electric appliance industry is marketing greatly improved models of 
electric stoves, refrigerators, and other kitchen appliances, to say nothing of such growth 


in products as washers, dryers, air conditioners. 


Contrary to all preconceptions, advertising expenditures have been higher this 
vear than last. The Printer’s Ink index of national advertising reveals the picture: 
1947-49 100) —_ 

Apr. Apr. Percent Change 
1954 1953 Apr. 1954 to Date 

Magazines a. aoe 135 — + 4 

Radio 60 69 7 6 

Newspapers 160 155 4 + 4 

Outdoor 138 135 + + 4 

Business Papers 163 161 + 3 

Television 240 172 +44 

Total index 165 158 


— 


mm NY waw vie 


T 


t 
> 


+11 


What this table makes clear is that new product development is being backed by 
im intensive sales effort. Thus, when business firms raise their ad budgets in face of 
declining sales, the chance that the sales decline will snowball is slim. 


1. 
+ 


\n improvement in sales over the next few months may clean up the last of the 
burdensome inventories and set the stage for a full-scale business recovery in 1955. 
his is what the more optimistic forecasters are looking for. And the fact that, so far, 
sales promotion has worked very well lends support to their thesis. 

\t this point, it is well to remember the shock-absorber rule of the federal govern 
ment over the past nine months. How well the salesmen do still depends in large 
measure on how well government can continue to support the flow of income—in face 
of what appears to be declines in defense expenditures. 

However, there is plenty of time between now and the next session of Congress 


to consider programs for larger federal public works 
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"Racing cars require the \ . for my money 
finest pracis iON & S that means 


| maintenance ey. 





\equipment. n/t | y tas 


a 
a When a lifetime of effort, a small fortune, and perhaps 

WINNER A your life itself, are at stake, you don’t compromise with 
Bill Vukovich quality. Winners like Bill Vukovich must know that they 
Indianapolis —— the ns finest maintenance —— To be sure, 
Motor Speed e compared competitive equipment. ter comparison 
. ~ a wey CONGRATULATIONS he chose a SIOUX Precision Engineered Valve Face 

- Grinding Machine and a SIOUX Valve Seat Grinder Set! 

1954 TWO-TIME WINNER! In your shop too, you will appreciate the speed, the 
precision, the dependability of SIOUX Valve Servic- 
ing Equipment. And, taking the quality in to con- 


USE S i 0 U X sideration you'll be surprised how little it costs. 


ALL THE WAY THROUGH ! gt ANDARD 7h, a! 
Electric Drills, Sanders, wo RLD OVE™ 
Polishers, Bench Grinders, 

Abrasive Discs, Portable Sold only through authorized 

pee caw Anna SIOUX distribeters 

Electric Hand Saws, 

a ALBE RTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 
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Almost every plant has an air compressor. Therefore BRECO-CCA equipment is a 
natural as a source of additional sales to present customers, and an effective 
wedge for opening new outlets for everything you sell. 


The BRECO-CCA line includes everything needed to regulate, filter, and dehumidify 
compressed air and to lubricate valves, cylinders, and air-operated tools. 
BRECO-CCA units are compact and easy to install. The BRECO staff will help you 
take care of the few applications that may need special attention. 


BRECO-CCA equipment has been proved by use for years in leading plants. 

And it meets the latest government specifications. A ready-made market, attractive 
discount policies, realistic OEM practices, and consistent advertising combine to make 
BRECO-CCA equipment a profitable key line for the progressive industrial distributor. 


HERE ARE TYPICAL FAST-MOVING BRECO-CCA UNITS... & 


exciusive.> //) 7 vesion . 
BRECO-CCA rvpe RFL 


Here combined in a single compact unit is a regulator- 
filter-lubricator that eliminates the cluttered assort- 
ment of equipment and fittings you see so often on 
air lines. The RFL requires only two connections for 
installation. It filters the air, regulates pressure, and 
supplies just the right quantity of lubricating oil for 
peak operating efficiency. This unit also indicates 
operating pressure and can be used as a shut-off valve. 


ADDITIONAL PRODUCTS MANUFACTURED BY BRECO 


Pushomatic” Quick-Connect Couplings, Pulomatic” Coup'ings, Brecoway” 
Couplings, Brecomatic® Oxygen Couplings, Water Hose Couplings and 
Relief Valves—for standard applications or manufactured to specification. 
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WATER IS DRAINED Automatically 
wiTtH BRECO-CCA COMBINATION ALUMINUM 
FILTER AND AUTOMATIC TRAP 


Any standard aluminum bow! filter from *4” to 3” 
can be set up in this combination. No guesswork on 
draining water. No flooding air line because of failure 
to drain filter. Assures correct drainage with- 
out attendance. 


WHERE CLEAN, DRY AIR IS AN ABSOLUTE 


NECESSITY BRECO-CCA "Tattle-Tale” 


PLASTIC BOWL DE-HUMIDIFIER 


This combination filter/de-humidifier is a plastic 
bow! unit that is used in combination with other 
BRECO equipment. It dehydrates the air as long as 
the color of the silica gel remains blue. The dehydrat- 
ing agent can be re-activated and used over and 
over again. 


BRECO-CCA equipment is unit packaged for easy handling and to 
eliminate the need for your re-boxing units for shipment. Write today for 
the latest BRECO-CCA catalog. 


BRECO MANUFACTURING COMPANY, INC. 
309 EAST SARATOGA ST., BALTIMORE 2, MARYLAND 
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Hart Industrial Supply 
Holds Air Clinic 
In Oklahoma City 

Hart Industrial Supply Co., Okla 


Citv, Okla., recently held a 
day clinic on air equipment 


homa 
three 
lines 
Some 
fomers oF 


500 representatives of cus 
prospects, including 
chasing agents and plant engineers anc 
production personnel, attended. Ih 
open house and clinic was merchan 
dised by Hart in promotion material 
the slogan “If it runs bv air, 
vou'll see it Featured were 
throatless paint equip 
ment, hammers, chucks, saws, sanders 


pur 


under 
here.” 
shears, spray 
vises, Compressors, automatic bar feed 
ers, cylinders, diggers, sanders, clamps 
and controls of various types 

Companies with representatives at 
tending included Alemite Division of 
Stewart-Warner .Corp.; Aro Equip 
ment Corp.; Buck ‘Tool Co.; Cardinal 
Machine Co.; DeWalt Inc. Frigid, 
Inc.; Gates Rubber Co.; Gardner 
Denver Co.; National Air Sander, Inc.: 
B. V. Nielsen, Inc.; Paasche Airbrush 
Co.; Schrador Industrial Products 
Skill Corp., and Wells Mfg. Co 

The program scheduled from 
9 a.m, to 9 p.m., with sandwiches and 
refreshments served from 6 to 9 “so 
that you can directly from 
work,” it was announced in the mail 
pieces. Management reported that the 
best attendance was after 5. Practical 
live demonstrations were featured 


was 


come 


Sanson & Rowland Opens 
New Philadelphia Offices 


Sanson & Rowland Inc. recently 
held a formal opening party for its 
new Philadelphia offices and warehouse 
on West Louden St. Some 200 guests 
had buffet supper and toured the new 
plant, which includes a 30,000 sq. ft 
one-level md a two-story 
air-conditioned office section 

Displays were set up showing fin 


warchouse 


ished items of the company’s custom 
crs 

Ihe new location marks Sanson & 
Rowland’s first move since its found 
ing. 60 vears ago. It also has a plant 
in Detroit 


124 


‘NEWS - 





MANUFACTURER 











Harry P. Lew Retires As Active Head of Firm 


Firth Sterling Names 
General Sales Manager 


J. S. Roller has been promoted from 
issistant general sales manager of Firth 
Sterling Inc. to general sales manager 

Mr. Roller joined the company in 
1951 as vice-president and general 
manager of the Method X Co., an af 
hliate, after for 15 vears in 
various capacities in the sales depart 
ment of Republic Steel Corp. He 
served overseas during World War II 
the Office 


serving 


lieutenant colonel in 
of Strategic Services 


is a 


an 





J. S. Roller 
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Harry P. Leu and Paul J. Stine 


Harry P. Leu has retired from active 
management of Harry P. Leu, Inc., 
Orlando, Fla., and has assumed the 
chairmanship of the board after a busi 
ness career of 50 years. The announce 
ment was made at a testimonial birth 
day dinner on June 19 given by 98 
employees of the firm. Mr. Leu is 70 
years old 

Paul J. Stine, formerly general man 
wer, was elected president of the com 
pany and will assume active direction 
of its affairs. 

rhe employees of the company pre 
sented Mr. Leu with a watch to com 
memorate the occasion. 

in 1904 Mr. Leu joined the firm of 
Cain & O’Berrv Boiler Co., which 
was founded in 1900. Serving first as 
1 sales engineer and trouble shooter 
he rose steadily until he became head 
ind owner of the company. The firm 
now occupies practically four acres of 
floor space in the heart of Orlando 

\ native Floridian, Mr. Leu 

born in Orlando. He is very active in 
ivic affairs and in statewide projects 
He served as wartime president of the 
Southern Industrial Distributors As 
sociation 

Mr. Stine, who is also 
treasurer of the company, has been a 
resident of Florida 1925, and 
started with Leu’s in 1934 as an out 
side salesman. He made 
manager in 1939 and took over gen 
eral managership in 1940. He is a vice 
president of the Southern Association 


was 


secretary 


since 


was sales 





Republic Executives 
Ask Teachers’ Help 
To Prepare Students 


Two executives of Republic Sup 
ply Co. of California appealed to edu 
cators recently to prepare students 
psychologically for industrial careers 

Roy W. Johnson, executive 
president of the Los Angeles house 
told a group of visiting teachers from 
the Montebello Unified Schoo] Dis 
trict: “Owner management of big busi 


i y 


| 








ROW 


vice 


cre 
» 
| 


1 


— Hip 
G 


ness today is becoming a rare thing 
Even the executive is an employee, a 
professional manager, with a place in 
joint enterprise which is operated for 
the benefit of all concerned, the« 
employees, the stockholders, the com 
munity, and the prosperity of our na 
tion as a whole.” To man our expand 
ing industrial economy properly, he 
said, educators should prepare young 
people for their places in industry “‘so 
that they leave school with a healthy 
attitude toward joint enterprise which 
is Our American system of industrial 
enterprise, as well as sound and prac 
tical education.” 

America’s present business 
he said, offers the coming generation 
a part in American enterprise instead 
of merely purchasing the emplove« 
time and labor like 
former systems of business 
ment might have done 

Only by having the kind of person 
nel that is trained to with 
others and cooperate with fellow work 
ers can the nation continue to produc 
the wealth responsible for its high 
standard of living, he pointed out 

H. M. Giller, Republic personnel 
manager, Called on teachers to devel 
ope “proper attitudes,” which will fit 
students psychologically to coordinat 
with others, as well as to develop their 
own proficiency. He pointed out that 
sincere and unrelenting application to 
the overall interests of the enterprise 
which employs an individual is th« 
surest road to success. ‘Teachers, hi 
said, should present a bright prospect 
to the young and influence them not 
to subscribe to the theory that the 
are heirs to a shattered world 


svstem 


a commodity, a 


manage 


function 


Triple Convention 
To Be Held in April 


April 18-19-20, 1955, have been set 
as the dates for the next Triple Indus 
trial Supply Convention, to be held in 
Cleveland next Spring. 

The Southern Association has an 
nounced that its annual Mid-Year 
Meeting will be held in Biloxi, Miss., 
January 12-13-14. 





| 
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“Hold it, sir! Pll take half 


as mv h 


as you were going to give him.” 


nduced by permission 


Repr 
1954 The New Yorker Magazine, Inc. 


Copr 


Sylvania Opens New Warehouse Near New York 


This 110,000 sq. ft. building in Teterboro, N. J., has been leased by Sylvania Electric 
Products Co. for warehouse and sales offices consolidating several former facilities in 


the Metropolitan area 
Products Co. has 
opened a new warehouse and _ sales 
office in Teterboro, N. J., replacing 
several older facilities at various loca- 
tions in the New York Metropolitan 
ifTCa 

Staffed by 125 employees, it in- 
cludes sales and service facilities for 
the company’s photolamp, lighting, 
and radio and television 
departments. John W. Roper is serv- 
ice manager. Frederick W. Fulle is 
sales representative for lighting 

Che building’s address is 1000 Huy 
ler St 


Svivania Electric 


electronics 


Sears Industrial Outlet 
Closes Doors In Chicago 


June marked suspension of opera- 
tions for Craftsman Industrial Tools & 
Supplies, pilot operation in the field 
of industrial distribution by Sears Roe- 
buck & Co. The outlet, located at 111 
North Desplaines St., Chicago, had a 
trial period of approximately a year. 

Sears officials withheld comment on 
the closing, but it was understood in 
the trade that the venture is to be 
abandoned permanently 


FOR ADDITIONAL NEWS SEE NEXT PAGE ===> 





' = Advertisers Meet; 
Charles C. Lewis Holds Metal Cutting Clinic | shad Publishes 


Convention Daily 


| Some 1,100 delegates to the 32nd 
| annual Conference of the National 
Industrial Advertisers Association held 
in Montreal, Can., in June, were kept 
informed of daily proceedings by the 
McGraw-Hill Convention Daily, a 
newspaper issued fer the duration of 
the convention by the McGraw-Hill 
Publishing Co 

George Staudt, advertising manager, 
Harnischfeger Corp., Milwaukee, was 
elected chairman of the board of the 
Association after delegates had voted 
to amend the constitution and by-laws 
to provide for a paid president and en 
larged headquarters staff. The top 
selected officer is now the chairman of 
the board. The delegates also voted to 
increase the dues to finance the expan 
: sion program adopted. 
a oes REnIDEeROS spectators ot Che SEGHSEE, DEN, COpARy's Cine prageem Henry W. Leland, General Electric 
de ~* P . reese rama ppt & Gear Co. Tony Giustina, Lewis Co., Schenectady, N. Y., was named 

secretary-treasurer; David F. Beard, 

Reynolds Metal Co., Louisville, Kyv.: 
lr. Stanley Glover, Ferres Advertising 
Ltd., Hamilton, Ont.; John J 
O'Rourke, Wank & O'Rourke, San 
Francisco, and Richard C. Sickler, 
E.. 1. duPont deNemours & Co., Wil 
mington, Del., vice-presidents; Claude 
V. Meconis, ‘The Rapids-Standard Co., 
Grand Rapids, Mich., associate di 
rector; William K. Beard, Ir., Asso 
ciated Business Papers, New York 
City, and Robert Harper, National 
Business Publications, Washington 
D. C., associate directors 

Editor of the Convention Daily was 
Ray Barnett, managing editor, INpus 
rRiAL Disrrisution. Also from IN 
pDUSTRIAL DusrripuTion’s staff were 
Jack Wertis, senior associate editor, 
and Leugel Foss, lavout editor. Ed- 
ward DeHart, assistant to the editorial 
director, McGraw-Hill, and Stanley 
Jensen, assistant editor, Engineering 
yperation in the Charl Lewis steel warehouse attracts part of News-Record. served as assistant edi 
p from Moore Dro rg \ll machines were shown in actual tors. 

had been asked t ring problems and work samples 





Some 412 representatives from 13 Other manufacturers who partici 
local plants attended a recent metal | pated included Bunting Brass & | Franklin Hardware 
utting clinic held by ‘The Charles ¢ Bronze Co., DeWalt Inc., Holo 
Lewis Company, Springfield, Mass Krome Screw Corp., Lincoln Electric 

Featured event was the showing of | Co., Lubriplate Division of Fiske Frankling Hardware Co., New York 
two movies by Simo Saw & Steel | Bros. Refining Co., Morse Twist Drill | City, has been purchased by Michael 
Co. with short talks by two Simonds | & Machine Co., Osborn Mfg. Co., | A. Kearns from George L. Borst and 
representatives, Don Strevell and ‘Tor Stanlev Electric ‘Tools, and Wickwire Andrew Diehm, who founded th« 
Downey Spencer Steel Division business in 1910 

Che program started 7 According to Jack Clark, sales man Mr. Borst, former president, and 
losed at about 11. It included an o wer, interest shown by visitors and | Mr. Diehm, who served as treasurer, 
ficial welcome by R their comments have convinced the | have retired from the business. M1 

mpany president isitatio management that clinics of this type Kearns is the new president. John A 
ind = refreshment loot ire well worth the time, money and | Norman, secretary of the former or 

effort involved ganization, remains on the staft 


Changes Ownership 
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Campbell Chain Representatives Meet 


District sales representative 


to review sales f 


7TAMS 


pro 
t 


Russell, Burdsall & Ward 
Names W. E. Ward President 


Russell, 
Nut Co Wilh 
Ward as president and genera 
Ward, president 
becomes chairman of thi 
ind chief executive ofhce: 

Samuel N. Comly, form 
president and _ treasurer, has _ be 
clected to the 
vice-president 


has elected Wn 


| may 
| man 


wer. Evans since 


1933. 


new post ot 

John B. Gates, fe 

merly assistant treasurer, has been pro 
to treasurer. 

lhe new president is the 

of his great grandfather who was on¢ 
of the firm’s founders in 1845 and it 
first He represents th 
fourth generation of the Ward famil 
to fill the presidency 
vice-president and general man 
the 


moted 


NalleCsant 


president 


company for sever il vea 


William E. Ward 


Burdsall & Ward Bolt & 


He has been 
= 


, company’s new offices recently 
new products 


C. Walker Jones 
Becomes ““Jomac, Inc.” 


C. Walker Jones Co 
ork gloves manufacturer, has changed 
Jomac, Inc.” 

There is no change in the officers o1 
scrsonnel of the corporation 


name to 


Hi. Iloward Colehower, president, 
uid the 
Kdcentif 
Joma 


old 


name change made to 
the firm with the trade name, 
under which its products are 
at 
requently directed to Jomac instead 
of C. Walker Jones Co. 

Ihe company’s Jomac cloth 
first produced by C. Walker Jones 
founder of the firm, in a basement in 
the Germantown section of Philadel 
Besides its Philadelphia plant, 
the firm has plants in Warsaw, Ind., 
ind Montreal, Canada 

Jomac also has an interest in 


Moreland Corp., Willow 


manufacturers of rubber 


Was 


said communications wer 


Was 


hia 


the 
Pa., 


Grove, 
rolls 


Chicago Association 
Re-Elects Officers 


Leonard | 
Supply Co., 


Dietz, Dietz Industrial 
Aurora, Ill., was re-elected 
president of the Chicago Industrial 
Distributors’ Association at a recent 

monthly meeting. Vice-presi 
Roy Pedersen, Pedersen. Bros 
l'ool & Supply Co., Chicago, was also 
re-clected 

P. J. Schwan, Sterling Products Co., 

Chicago was re-elected as a direc 

New directors are Louis W. Gil 
bert, Screw Machine Supply Co. and 
H. M ‘Taylor, Supplies, Inc., both of 
Cl ¥ 


regular 


FOR ADDITIONAL NEWS, 


Philadelphia 


Bell & Gossett Plans 
New York City Office 
Under R. A. Patterson 


Ralph A. Patterson, general sales 
manager of Bell & Gossett Co. for the 
past I] been named vice 
president of the company and assigned 
to New York City to take charge of an 
astern expansion project the firm is 


vears, has 


undertaking 

A new Bell & 
be established in 
Mr. Patterson's 
i] ei he 
consisting of 
New York State, 
Pennsylvania and 

Company spokesmen said the move 
the first consolidating link in a 
program to acquire plant engineering 
and sales facilities in the East 


Gossett office will 
New York, under 
supervision. He will 
responsible for the territory 
New England, 
New Je 


Delaware 


eastern 


scv, eastern 


Was 


Ralph A. Patterson 


Cowan Supply 
Elects Officers 


Charles G. Cowan was elected chair 
man of the board of the Cowan Sup 
Co., Atlanta, Ga., at a 
meeting. 

Robert | 
dent. Guy H 


vice-president 


recent 


ply 
Holtman was named presi 
Richards named 
and sales manager, 
plumbing and heating department, 
ind Robert L. Hill, Jr., 


ind sales manager, industrial depart 


Was 


vice president 


ment 
Mrs. Edna Whitehead is s« 
Ravmond L. Childers, 


retary, 


and treasure! 


New Products Head Named 


H. Leon Moran 
new products manager for U. S. Rub 
ber’s mechanical goods division. 

Ile was formerly factory manager of 
the division’s Fort Wayne plant 


SEE NEXT PAGE —=—— > 


has been named 





New England Association 
Names Russell President; 
Bragg, Vice-President 


Stuart A. Russell, president of J 
Russell & Co., Holyoke, Mass., has 
been elected president of the 
Iron & Hardware Associa 


New 
England 
tion 

Vice-president is Charles F’. Bragg, 
2nd, of N. H. Bragg & Sons, Bangor, 
Maine. Henry J]. Lamb is secretary 
treasure! 

I'he following are the newly elected 
directors: William H. Bowe, Jr., Her 
rick Co., Boston; Mr. Bragg; J. Vin 
cent Burns, Waite Hardware Co.; | 
Marsena Butts, Butts & Ordway Co 
Cambridge, Mass.; Francis F. Chase, 
Chase, Parker & Co., Boston; Howard 
E. Clark, Bigelow & Dowse Co., Bos 
ton; William T. Cleveland, The Em 
ery-Waterhouse Co., Portland, Me.; 
Johns H. Congdon, 2nd; The Cong 
don & Carpenter Co., Providence, 
R. L; John W. Eugley, Hall & Knight 
Hardware Co., Lewiston, Maine; Gor 
don W. Farr, Decatur & Hopkins 
Co., Boston; J. Walter McLean, Ed 
wards & Walker Co., Portland, Maine; 
Mr. Russell; William T. Ryan, St: 
and William T. Ryan, Jr., Cutter 
Wood & Sanderson Co., Cambridge 
Mass.; and Sidney J. Simons, S. Sim 
ons Hardware Co., Boston 


Stuart A. Russell 


Empire Industrial Supply 


Names Sales Manager 


Empire Industrial Supply Corp 
Buftalo, has appointed Harry A. Gor 
don as sales manager succeeding Wil 
liam ‘TI’. Denz, also secretary 

Mir Gordon, 
the firm since 1942, 
both the headquarters and the James 
Mr. Denz has been sales 
manager since 195] 
ing the post to devote time to sales 


been with 


will direct sales in 


who has 


town branch 
He is relinquish 


ADDITIONAL NEWS STARTS ON PAGE 


| Marlow Pumps Appoints Woods Sales Manager 





A. F. Woods and A. S. Rubin 


\ | W oods has succeeded \ S 
Rubin as sales manager of the Marlow 
Pumps Division of Bell & Gossett Co 

Mr. Rubin is leaving to into 
business for himself in Fort 
Fla 

Mr. Woods has been with Marlow 
since 1949 as district engineer cover 
ing Michigan, Ohio, western Pennsv!] 
vania and part of Kentucky and Can 
ida. His primary duties in his new 
post, are to work with distributors and 
dealers. Before 1949, he was with Yale 
& ‘Towne Mfg. Co.’s Pump Division. 


a 
£O 


Pierce, 


Engineering Supply 
Names Sales Manager 


Engineering Supply Co., Dallas 
l'exas, has appointed King A. Koch a: 
sales manager 

Formerly Southwest division man 
Union Asbestos & Rubber 
Koch holds a graduate eng: 
He is a 
both 


wer for 
Co., Mi 
neering degree from Purduc 
veteran of Air Force service in 
World War II and Korea 

The company has named 
W. Levering as_ vice-president in 
charge of control and finance 

Engineering Supply now has a staff 
of 14 outside salesmen, including two 
it its Tulsa, Okla., branch. Henry C 
Coit is president of the firm 


George 


Heads Engineering Group 
Albert H. Gille, a special hydraulics 
salesman for R. C. Neal Co., Buffalo 


N. Y., has been elected president of 
the Engineering Society of Buffalo 





Charles V. Pattison 


Charles V. Pattison 
Dies in Cleveland 


Charles V. Pattison, 61, president of 
The W. M. Pattison Supply Co., 
Cleveland, died July 7 in Cleveland 
after being stricken in a restaurant. 

With Pattison Supply since 1912, 
he had been its president for the past 
12 years. His father, the late Wallace 
M. Pattison, one of the first presidents 
of the National Association, was one of 
the company’s founders in 1897. 

Surviving Mr. Pattison are his wife, 
Mrs. Grace Gallagher Pattison; a son, 
Wallace M.; a daughter, Mrs. Anna C. 
Fuller, and a sister, Mrs. Paul Nau of 
Sarasota, Fla. 

A member of the Cleveland Cham 
ber of Commerce, Mid-Day Club and 
Shaker Heights Country Club, Mr. 
Pattison formerly served as treasurer 
of the Cleveland Rotary Club. 
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THE YALE SPUR GEARED HOIST 


-+. most efficient type of hand chain hoist available 


Your own experience will tell you that YALE quality and 
performance are valuable assets to the Industrial Dis- 
tributor. Hoist sales are surer...customers are happier... 
complaints and service calls are infrequent or non-exist- 
ent. And, you benefit from frequent YALE advertising in 
technical magazines which identifies you as the sole 
source of this superior Hoisting equipment. 


These YALE Hoists 
are swinging a 
54,000 Ib. propeller 
into position ata 
New York shipyard 





Descriptive Data about 
Yale Spur Geared 
Chain Hoists 
Capacities \ to 40 tons (other Yale 
Hoists available in capacities from 

%% te 46 tons) 

Setf-acting load brake holds load in 
suspension 

Load sheave is mounted on ball 
bearings sealed against dirt 

Tough, heat-treated steel load chain 
Fracture-proof steel safety hooks 
top and bottom 

Continuous hand chain guide pre- 
vents snagging and fouling of chain 


~, 


INDUSTRIAL LIFT 
TRUCKS 
AND HOISTS 


*Reg. U.S. Pat. Off. 


ge Re RESET OY 7 
ae g 
oY , 
\( ateentietanainn \ 
fesse Stge 
sett ng 


id 
\ 


3: «> > 


Gas, Electric, Diesel & LP-Gas Industrial Trucks © Worksavers * Hand Trucks * Hand & Electric Hoists « Pul-Lifts 


INDUSTRIAL DISTRIBUTION © AUGUST, 1954 129 





IDEAS: 
How you can... 


... make traffic easier for customers 





Ay me w , ; today. vo Sic! 
lrafhe being what it is toda u can make it easi wesrrre.e 
for your customers to reach vour door if you lead them 


by the hand down one-way streets and through the maz« 


of clover-leafs, traffic circles and other impedimenta of HOW 70 REACH 

modern highwavs. Or, do the next best thing, make sur OUR WEW OFFICE 

they have a good map showing exactly how to get ther ANO WAREHOUSE 
Here one that Hansen & Yorke Co. of New Jerse SN NWEW SERSEV 


recently sent out when the firm moved into its new head 
quarters in Woodbridge. The company enjovs an almos 
ideal location as far as good highways and main rout 
ire concerned, with two superhighways virtually at the 4 < 

| READING 
door and a major freeway and a parkway within a mil 


on two other sides. Ideal, that is, provided the driver WOODBRIDGE 


knows how to navigate the many access roads and ro 


' | PLAIN FIELD 


Z NO, 
r t PARKWAY 
z 





taries that guard their entrances 
ompany had major routes in a large METUCHEN 





l'o help him, the 
ection of its territory traced from a highway nap, then 
had a home-drawn inset superimposed showing inter 
ections close by. Arrows pointing out direction of trafh 
flow, and routes to follow to reach the door on the right 
side of the road, were then drawn in 

Che good will of customers is too important to have 
it dissipated in traffic harassments before they even reach NEW BRUNSWICK 


he door, the management feels 
, ; . — > HANSEN & YORKE CO. 
OF NEW JERSEY 


Hansen & Yorke of New Jersey's first direct mail piece con WOODBRIDGE, NEW JERSEY 
tained this map and inset showing how to reach new building. PHONE: WOODBRIDGE 8-8080 




















... keep your company’s name and lines before the P. A. 


\n advertising gimmick, too practical to be called a 
novelty, is being distributed by Manufacturers Supph 
Co., Grand Rapids, Mich. It consists of a large pad of 
light paper, the size of a desk blotter, each sheet im 
printed with the Manufacturers Supply's name and tek 
phone number 

Ihe pad, which is contained in a desk-blotter tvpc 
holder, has illustrations of the firm’s products printed 
icross the top—electric tools, V-belts, abrasives, die sets, 
saws, shelving and fire fighting equipment. Down th« 
left hand side of every sheet is a chart of decimal equiva 
lents and down the right hand side is a list of the manu 
facturers which the firm represents 

\s the purchasing agent uses up cach sheet of the giant 
sized pad, he merely tears it off—and there is a fresh 
clean surface for him to make notes on, draw diagrams, 
or just doodle. But the Manufacturers Supply imprint, 

nd the other data turns up on every sheet 

H. Idema, vice president of the Grand Rapids firm 

that he has received many calls from purchasing 
igents for items which they have seen on the blotter pad 
| know vou handle it,”” thev sav, “because I see it right 


here in front of me.’ 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2153 SCRANTON ROAD @¢ 


\ 
\ 
: 


“SHINY HEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel — bright 


finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
int. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock 


- 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in poosnsins connecting 
rod bolts by the cold upset process 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin nq 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexa ead style — to blue print 
epectiiestions—henegen head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 








* 
SPECIALS 


furnished to 


BLUE PRINT 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Diaphragm Pump 


For Muddy 
Seepage Control 
\ completely redesigned lightweight 


uilable in’ two 
| 


diaphragm pump, a 
been announce 
202A is used with 
ip to s000 gph; 


izes, has 

Model 
h SC ind handles 
Model 302A, the 3-in size, is 
remove up to 3.300 gallons of 
we wate! per hour 

Some of the features 
the maker reduction in 
pump shaft supported on both sides by 


2-inch 


to 


said 


CCP 


claimed by 
include SIZC; 
heavy duty bearings; power provided 
by Model 8-R6 Briggs & Stratton en 
gine; engine mounted on sliding frame, 
easy changeability of diaphragms; r 
versal of flow direction can be accom 
plished merely by reversing the two 
valves and seats 

Marlow Pumps, Division of Bell & 
Gossett Company, Ridgewood, N. | 


Tapping Screws 
Two Balanced 
Cutting Edges 


cutting 


Three 


crews with two balance 


new types of thre id 
utting edg¢ 
have been announced 
In addition to the tw 
features ¢ 


include vic 


» balanced cut 
laamed b the 
flute 


j a , 
ng edgc Ss 


manufacture! 


greater material strength, and vibra 
tion protection 

Che three new type screws are listed 
is: G2, designed for use in steels, alloy 
>> for die cast 


ind other 


steels, and cast iron; ¢ 
ing use, in zinc, aluminum 
soft metals; H3 for low driving torque 
with high stripping torque for tighter 
fastening 

[he Continental Screw Company, 


New Bedford, Mass 


Automatic Drill Unit 


Operate On Low 
Volume Of Air 


\ self-contained automatic 


unit cri 24, 


ery low 


Said to pe rate 


vol LIC T alr, has been in 
nounced 
According to the 


new drill unit is simpk 


manufacturer the 
to set up 


equires only two outside connections 


conventional shop air and _ electri 


ind can be 


powel run on a small 
compressor 

\ hvdrauli 
yptional feature, control 
t feed drilling 


naterials at special angles o1 


control accessory, 
which 


is available for 


surfaces 
The 


nose bracket 


new unit 1s mounted by the 


ind Cali ” 


lig] 


mounted 
combpination, radial, ve I 


; 


in any 
in standard b 


Measuring i in width, 15-in 


height, and ai ver-all length 
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including chuck, the unit 
weighs 88 Ibs, including motor 

It has ten spindle speeds, ranging 
from 440 to 7400 rpm's. Driven by a 
timing belt, said to eliminate slippag« 
ind decrease friction, the unit is avail 
able in either 4 or 4 hp motor with 
varving voltages. Chuck capacities 
range from No. 60 drill to 2-in. 
Company, Racine, 


234-in, 


Dumore Wis 


consin 


Tape 
Aluminum Foil, 
Pressure-Sensitive 


\ new aluminum foil pressure-sensi 
tive tape for industrial sealing, splic 
ing, electroplating, conduction, and 
heat reflection been an 
nounced. 

According to manufacturer 
Scotch” brand foil tape 
No. 425 is made with a dead-soft alu 
minum foil backing with a 
high-tack thermosetting type adhesive 
total thickness is 5.25 mils 

Other features claimed include: un 
iffected by extreme humidity condi 
tions; excellent heat reflection, weath 
and 
characteristics; meets 
11291 (Ord) for 


h iS 


iobs. 


the 
iluminum 


coated 


con 
Gov 
am 


cring, moisture resistance 
ductivity 
Spec. MIL-1 
munition 
Che new tape is available in } to 
24-in widths on 60 yard rolls 
Minnesota Mining and Manufac 


turing Co., St. Paul, Minn 








TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR 


INDUSTRIAL DISTRIBUTORS 





Flexible Couplings 


HP Ratings From 
Fractional to 200 


Gripmastet h 
couplings—designed t 


shafts, or a 


chine, 


motor direct] 
ind compensate for 
shafts, slight 


undersized 


ment and radial thrust—h 
nnounced 
live sizes are sto 
nging from «-in. t 
ngs from fractiona 
oupling consists 
tee] spro kets, l 
hain, two Gry 
ind a snap-on iluminum 
plete with oil retaining felt 
SInce 


no reboring 


bushings irc inter 
ilterations 
ind all couplings at 
ind sct CTCW 
iiman Wheel Cc 


\ 


Power Drive 


With Wrenchless 
Speed-Grip Chuck 


FOR AN 


Speed-G1 


\ ‘ neh] 
w\ CHICILICS 


centh icveloped 


said to hold any kind of 
oth 
l'o operate, 


d securely forward and re 
grip-tooth jaws are 
: 


rk by hand wheel, socked 


iction holds wo 


lh We 
] 
t then 


| tighter 


noror 


t00A power drive handles 
in. pipe, 4-in. to 2-in. bolts, 


i 
tools to 1|2-in 


fol oC ired 
lathe type 


I he icW 


la le \ th 


Lidge Tool Company 


Band Saw 


Handles Wide 
Range of Metals 


inch metal cutting band 
be a two-speed machine 
easy work of 
wide range of 
steel, includ 
carbon, to 


trimming 

sawing a 
1 Won ind 
ind high 


oppel has been introduced 


I 

saw has 64-in. capacity 

| 4-in. x 14-in. tilting table, and 

blade speeds of 100 and 250 fpm. 
ot the features 

facturer include 

rail for quick 


ad guide S 
upport 


laimed by 
floating 
speed change 
ind ball bear 
vheel onveniently 
ompact design for 


Company, Kalamazoo, 


Oil Hose 


For Tanker & Barge 
Loading & Unloading 


A new lightweight, flexible oil hose 
for dockside operations has been de 
veloped 

lhe 
stecl nipple 


uses 
ind further 
ichieved through the 


new hose lightweight 
savings in 
weight can be 
iluminum flanges 
Amazon oil discharge 
it is said to have a working 
200 Ib psi and a safety 
factor times as great. The hose, 
iccording to the maker, can be bent 
ind kinked without damage and in 
stantly springs back to shape. 

Available in sizes ranging from 3-in. 
to 12-in. inside diameter, its Neoprene 
tube make it oil 
vith good resistance to aging and sun 
light 

United States 
New York, N. Y 


use of 
Called 
H-1515), 


pressure of 


hose 


five 


ind cover resistant 


Rubber Company, 


Micrometer 
Rod, Flat Anvils 
Interchangeable 

Mul 1 


Anvil” micrometer, 


\ new 








| 


r—— 4 


| 
; : 
a 


iw 


al 


Continued on page 137 


SEE PAGE 137 








Your Customer 
knows that he gets from his taps 
the accuracy and long life that 
the maker has designed and 


built into them. 


So of Course 


Easiest-to-sell taps are 


Winter Taps with 


— 
All WINTER advertisements are advising + <t/ 
your customers to “CALL YOUR 


WINTER DISTRIBUTOR" 


. 


mie 


EXACT FLUTE SPACING 








UNIFORM 
FLUTE CONTOURS 














ACCURATE AND 


CONCENTRIC . CHAMFERS 





























DUTCH BRAND 
COLOR TAPE 


8 cotors 


Red « Yellow « Green « Blue 
Gold « Silver * Black © White 


4 wiptns 


° 1/2 ° 3/4 


Utterly new ! 


BETTER FOR ELECTRICAL INSULATING, INDEXING, COLOR CODING 


Js | 80 


electric wiring 


Here’s a newline of tapes that your customers will use wherever 
color can help them with indexing, holding, splicing, reinforc- 
ing operations. They're UL listed. This fact alone suggests many, 
many uses in this day of complex colored-wire electronic 
assemblies. Their remarkable qualities are listed below. 


Ever-increasing sales are certain to follow your introduction 
of this great line of DUTCH BRAND Vinyl COLOR TAPES. 
Developed through research to give usefulness and fine ap- 
pearonce not formerly available. 


Let DUTCH BRAND Vinyl! COLOR TAPES make an attractive 
profit for you. 


Tensile Strength —15 Ibs. per inch width 
Dielectric Strength—! 000 volts per mil of thickness 
Thickness—0.006 Length—36 yards 
Moisture Vapor Transmission Rate—tess than 3 


EXCELLENT DISTRIBUTOR PLAN 


Write atOuee! 


INDUSTRIAL DISTRIBUTION 


electrical insulating color coding 


tool handles Uses 


The Tape 
with a 
Thousand 











charts and graphs 


Gi) tea, 
eee P \ 


\ inns ieee i a) 

)% A 
- y s a , 
NS 4 = 


UL listed decorating color indexing 


DUTCH BRAND 
= D ee ae 


2 ee ee ee 2 eee Diviston 
TOO WOOOLAWN AVENUE CHICAGO 19 tLEt 
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On The Market Today 


arts on page 132 





HORTON CHUCK 


which can be used with standard mately .120-in. diameter and a flat 


special anvils, has been announced mvil .125-in. and .060-in. thick at SHOWS THE WAY IN... 
It is said to permit accurate meas pposite ends. Additional anvils of 
urcment of tubing, cylindncal walls irious shapes can be made for special 


7 FFARR. N\A 


} 


from holes or slots to an edge, and in . 
hard to reach locations. Two anvils \ vise tvpe frame to hold the anvils ME 
ire furnished: a rod anvil approx Continued on next page) FLAME HARDENING 
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Index of Manufacturers’ Products 


Diaphragm Pump Coupling Units 
Marlow Pumps, Div. Bell & Morse Chain Company 
Gossett Company 132 Electric Hoists 
Tapping Screws Wright Hoist Div., Ameri 
Ihe Continental Screw can Chain & Cable Co 
Company 32 Threaded Rods 
Automatic Drill Unit Perfection Model Products 
Dumore Company 32 Gear Type Pumps 
Tape Hvdreco Div., New York Ai 
Minnesota Mining an Brake Co. 
Manufacturing Co 132 Valve 
Flexible Couplings Edward Valves, Inc 
Cullman Wheel Co 3 Riveter 
Power Drive Robinson Products, Inc 
The Ridge Tool Company. 133 Piston Type Pumps 
Band Saw Stratopower Div., New York 
Atlas Press Company 133 Air Brake Co 
Oil Hose Vari-Speed Drive 
United States Rubber Com Reeves Pulley Company 
pany 33 Needle-Nose Plier 
Micrometer Mathias Klein & Sons 


The L.S. Starrett Company. 133 Power Saw ASK your HORTON 


Rod Straightener Porter-Cable Machine Co 
Manco Mfg. Co Pocket Comparator RE PR ESENTATI VE 
Welding Hose National Tool Company 5 about Our ae 


Goodyear Tire & Rubber Electropump auth 
Co. 13 Carver Pump Co 5 SELECTED amare. 
Collet Vise Steel Lockers DISTR IBUTO 
Foredom Electric Co 13 Equipto Division of Aurora PLAN R 
Retractable Caster Equipment Co 52 een 
Dealta Power Tool Di Gage — 
Rockwell Manufacturing Ardec, Inc. 
Co. 39 =Snap Gage 
Pullers Reliant Industries 
Blackhawk Mfg. Co Drilling Attachment 
Roof Bolting Bit Perfecting Service Com 
Carboloy Department of pany 
General Electric Co 1 4( Electric Drill 
V-Rings Stanley Electric Tools 
Packing Div., Raybestos Clutches 
Manhattan, Inc. +] Formsprag Co 
Double-Flaring Tools Lumber Rule 
Che Imperial Brass Mfg Lumtape Corporation 
Cx .. + | Grinders 
Valve McDonough Manufac 
Airmatic Valve, In +2 turing Co. 
Bolts Metal Adapters 
Standard Pressed Steel ¢ | 42 [he Capital Manufacturing 
Cranes & Supply Company 
Industrial Crane & Hoist Neoprene Coating 
Corp +3 Magic Chemical Co : 
Zinc Paint Cut-Off Blades ott 
Sealube Co 144 Armstrong Bros. Too] Co Windsor Locks, Conn. 
\ZAN 
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is another feature of the new microm- 
eter which has a range of 0 to | inch 
and reads in thousandths of an inch. 


WiltOmatic The L. S. Starrett Company, Athol, 
power vises Mass. 


Combination Pipe Vise Automatic Machine Vises 


No matter how you look at it 


The newest and most important progress in 
power vises for automation comes from Wilton . 
Remember, there's a Wilton product for every clamping Rod Straightener 
operation, and you'll sell more because they're made better. Will Straighten 8-in 
Write now for a new free catalog. Secti H Coiled Rod 
ection eavy ole 0 


WILTON TOOL MFG. COMPANY, INC. 


925 Wrightwood Avenue Chicago 14, Illinois 1D-8 A new hydraulic guillotine, desig 


nated as a rod straightener, is used to 
straighten the leading end of heavy 
Y coiled rod to facilitate its insertion 

into drawing dies or cold heading 
machines. 

The unit is portable, 10 tons hy 
draulic thrust may be applied, and by 
successive application of the unit 4 ft 
lengths can be straightened in ap- 
proximately 15 seconds, according to 
the maker. Capacity ranges from 
fs-in. to lve-in. diameter rod. 

Operation can be controlled by 
either a hand valve or by foot valve 
if desired. The unit is powered by a 
2 hp electric hydraulic pump. Weight 
of straightener head is 18 Ibs. 

Manco Mfg. Co., Bradley, Illinois 
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Welding Hose 
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; Flexible, 
——_ Double Line 


S$ T E FE L S$ i t L ! Pa G A new welding hose, Dubl-Flex, 
said to be designed for the flexibility 
‘ ‘ and demands of the welding industry, 

The smart materials handling house ae has been added to the otis line. 
diversified line of steel shelving—to suit A molded double line welding hose, 
the varied requirements of all customers. We consisting of a red line for acetylene 
believe that Estey Steel Shelving fits these needs. and a green line for oxygen, Dubl 


It interested in Dealer Representation, please write for complete details Flex is produced in *s and }-in sizes 


& our fully illustrated catalog. 
only. 


ESTEY METAL PRODUCTS, INC. Goodyear Tire € Rubber Co.. 
ONE CATHERINE STREET * RED BANK, N. J. Akron, Ohio 
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Collet Vise 


Handle Attachable In 
Three Different Positions 


A new holding device for cylindri- 
cally-shaped parts up to 4-in diameter 
has been introduced. 

It is recommended by the maker for 
fast set-ups on both short and long-run 
secondary operations on drill presses, 
tapping machines, lathe and milling 
machines; also on benches for assem 
bly work, polishing, cleaning, and 
soldering. 

A partial turn of the handle—at- 
tachable in any of three different posi 
tions—is said to lock work in place 
An opening in the base prevents chip 
clogging and permits finished parts 
to drop out when the chuck is re 
leased. 

Seven sizes of collets are available, 
providing a range of from w-in to 
3-in in increments of s:-in 

Foredom Electric Co., New York, 
N. Y. 


Retractable Caster 


Makes Power 
Tools Portable 


A new line of retractable 
sets, which will fit all types of the 
maker’s industrial metal and wood 
working power tools normally mounted 
on steel stands, has been introduced 

The manufacturer points out the 
casters facilitate moving tools about 
for on-the-spot repair jobs, setting up 
tools in temporary production lines, 
or transferring them from one opera 
tion to another. 

The. casters can be lowered into 
rolling position by means of a foot 
lever, and a step on the pedal raises 
the wheel allowing the power tool 
to rest solidly on the floor 

Delta Power Tool Division, Rock- 
well Manufacturing Company, Pitts 
burgh 








ON-WALTON 


e ANOTHER ADVERTISEMENT 


now appearing in trade magazines to 
help sell your customers on U-W quality. 
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engineered for safety 


PSON-WALTON’S long experience in the 
manufacture of wire rope and rope fittings 
pays off when it comes to slings. Factory assembled 
by skilled craftsmen, Upson-Walton slings are 
tops in strength and safety. 
Upson-Walton slings are sold 
through selected distributors 
everywhere to assure you of quick 
delivery and a wide choice of 
associated fittings. Catalog on 
request. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e« CLEVELAND 11, OHIO 
New York * Chicago * Pittsburgh 


MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS — ESTABLISHED 1871 
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'*NATIONAL’? 


p most 0 ular 
block sander 


MODEL 400 
Mity-Midget 


MODEL 500 
Electric 


MODEL 600 


ek. 
el 


Me) S21 Nations Complete Line} 


_ National has a complete line of portable 
sanders . . . air or electric driven with 
either straight-line or orbital action. Thou- 
____ sands of these machines are now being used 
' in manufacturing and maintenance work. 

| have a proven record of reliable and 


i 


NATIONAL AIR SANDER, INC., ROCKFORD, ILL. 
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Pullers 


Cadmium Or 
Chrome Plated 


A complete line of 127 pullers and 
pulling attachments has been an 
nounced 

Ihe thirty Two and Three Arm 
pullers are said to spread to hold up 
to 36-in diameters and have capacities 
up to 50 tons. Lips of pulling arms 
are reversible for inside and outside 
pulling. Basic parts are interchange 
able 

Where puller jaws can not be used, 
matched pulling attachments with 
thin, knife-like jaws can be forced 
behind bearings and gears, according 
to the maker. Sheave pulling attach 
ments have thick lips that fit snugly 
into grooves. 

The new line also includes push 
pullers which can, together with 
special adapters, push or pull with 
capacities up to 35 tons. Interchange- 
ible legs can be moved to accommo 
date any desired center. 

Blackhawk Mfg. Co., Milwaukee, 
W is 


Roof Bolting Bit 


Prong-Type, 
Carbide-Tipped 


\ new cemented carbide-tipped 
prong-type roof bolting bit for drilling 
starter holes in ore, coal and chemical 
mines has been developed 

Designated the APT-24, the new 
drill bit is said to be designed for 
straight hole-cutting in shale and strata 
softer than sandstone, and may also 
be used to cut 14-in expansion anchor 
holes. 

The new tool has a standard 4-in 
square shank, of heat-treated alloy 
steel 

Carboloy Department of General 
Electric Company, Detroit, Michigan 











V-Rings 


Buna-N Type, 
Neoprene Type 


Che addition ot a complete line of 
homogenous V-Rings, molded t 
J. I. C. accepted dimensional stan 
rds which correspond to AN-6225 
SIZCS Army-Navy), ha been 
nounced 

The new V-Rings are mad 
two types of synthetic rubber 
friction, low-swelling and hig 
resisting characteristics are < 
for rings made using Neopren 
compound. 

Rings using Buna-N base 
pound, iccording to the manufacturer 
have been developed to meet th 
for rings with high oil resistanc« 
having low friction and high w 
resistance features 

lhe new rings are recommende 
the maker for hydraulic and pneu 
matic applications where pressures d 
not exceed 5000 psi 

Packing Division, Raybestos-Mai 
hattan, Inc., Manheim, Pa 


Double-Flaring Tools 


45 and 37 Deg, 
Double Flares 


I'wo new tools for making precision 
double lap flares for flared fitting joint 
on brazed or welded steel tubing, 
is Bundy or GM, and also on 
x aluminum tubing have 
nounced 

lool 250-F is for making 
double flares; No. 255-F f 
double flares 

According to the manuf 

or splitting of braz 
steel tubing when flari1 
vented by use of the double 
made with these tools. On 
tures 1s a positive gage, sa 
size of flare every 
is alwavs formed true witl 
tubing due to alignment of ad 
I'he Imperial Brass Mfg. Ci 


cago 


TOLEDO 
PIPE CUTTER 


Heavy Duty 
Wheel and Roller 


%& Positive clean-cutting action. 

% Hooks on pipe easily ... tracks 
perfectly . . . sturdy malleable 
frame formed to fit the hand and 
guaranteed warp-proof. 

% High alloy steel cutter wheels leave 
practically no burr. 

% Rollers in hook provide a square 
base when starting tool on pipe. Cuts 
4” to 2” pipe... with speed and ease! 
Always sell and recommend TOLEDO 
... the line that protects your profit... sold 
only through distributors! The Toledo 
Pipe Threading Machine Co., Toledo, 
Ohio. New York Office: 165 Broadway, 
Room 1310. 


== © 


RELY ON THE LEADER... all the way! 


TOLEDC 
PIPE TOOLS... 
POWE 


R PIPE MACHINES...POWER DRIVES 
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Valve 


Four-Way, Hand 
And Foot Operated 


A new hand and foot operated four 
way valve, with built-in, full capacity, 
flow-control meters of the Venturi 
type, has been introduced. 

An air and low pressure hydraulic 
valve, it is designed for control of 
double acting air or hydraulic cylin 

be ' ders. According to the maker the 

WEINBERG & MChEE, INC. flow control meters permit full-line 

volume without loss of pressure; line 

ot © see. CHICAGO 6, ILLINOSS pressure variation will a affect valve 
function. 

The basic valve is also available for 
remote pilot control, cam, single o1 
double solenoid together with time 
delay features. Non-corrosive through- 
out, it is available in four standard 
pipe sizes—4, 8, 4 and 3-in—for air, oil 
or water, in pressure range 0-150 Ibs. 

Airmatic Valve, Inc., Cleveland, 
Ohio 











Bolts 


High-Tensile 
For Aircraft 


e+ hot by the inch! New precision bolts with a rated 


tensile strength of 200,000 225.000 
| pounds per square inch, designed for 
This handy storage rack holds four cartons , aircraft assemblies, have been an 
of 6 x 100” brass or steel shim stock ' nounced. 
, Production of the new bolts is said 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 50 or more rocks. 


SIMPLE TO USE 

Customer simply snips stock 
‘ off roll. Handy, saves time, 
oO LAMINATED O prevents waste and protects 


shim stock too! 








4108 Union Street, Glenbrook, Conn. 
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to be made possible by the maker's 
ibility to cold roll finished threads 
into exceptionally hard steel. The new 
uircraft bolts come in 12 sizes ranging 
from }-in. to ]14-in. diameter, and are 
forged from 8740, 4340 and 4140 
high-alloy steels. Bolts up to 14-in 
are cold forged; larger sizes are hot 
upset forged 

Standard Pressed Steel Co., Jenkin- 
town, Pa. 


Cranes 
Push-Type 
Expanded Line 


\ new expanded line of push-type 
cranes with new, improved construc 
tion features has been announced 

\ light duty model available in five 
different capacities and heavy duty 
models available in seven capacities 
make up the expanded linc 

Che heavy duty models are said to 
feature precision manufactured end 
trucks, and the underhung heavy duty 
cranes are equipped with forged steel 
wheels with removable head axles 

All of the heavy duty push-type 
cranes are available in various spans 
ind can be equipped with hand ope 
ited or electric hoists 

Industrial Crane Hoist Cor 
Chicago 


Correction 


The name of the manufact 
Double Hac-Saw described 
144 and 146 of the Jun 
have read Dreier Brother 


Illino 


BANDSAWS 
in 
THE VERSATILE NEW 


USEIT AS A 
VERTICAL BANDSAW 


No tools required! Just swing 
head into vertical position— 
it’s ready to use. 

In this position shown at 
right, your New Wells 49-A is 
a Utility Upright Bandsaw for 
vertical cutting of angles, slots, 
notches, bevels and contour 
work. Ample power, efficient (3 
speed) V-Belt Drive and sturdy 
construction assure smooth, 
even cutting. 


USE IT FOR 
HORIZONTAL CUT-OFF 


In this position shown at left, 
your dual purpose New Wells 49-A 
becomes an Efficient, Economical 
Horizontal Cut-Off Saw that will 
handle “man sized” cut-off jobs in 
large or small shops. It’s an ideal 
tool for “job-site” work and handy 
for maintenance or utility work in 





any plant. 


Simplicity and Portability are outstanding features of this New Wells 
49-A — a rugged machine designed and built for long service. The 
blade (1,.” x .025” x 5’) is driven by a '4 H.P. 115 vole motor with 
selective speeds 54, 100 and 190 f.p.m. For horizontal cut-off work, 
standard equipment includes positive screw type vise and automatic 
shut-off at the end of each cut. 

Write today for complete information on this new combination unit— 


2 saws for the price of 1. 


“The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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value per dollar 


Zinc Paint 


“Cold Galvanizes” 
Steel, Iron Surfaces 


ZRC, a new paint containing 93 to 
95 percent metallic zinc, said to pre 
vent corrosion of iron and steel sur 
faces, has been announced 

ZRC mav be painted or sprayed on 
and protection is claimed to be com 
parable to that of hot-dip galvanizing, 
electroplating or tumbling. The pro 
tection provided is said to be based 
on electro-chemical action, and it can 
be applied over adherent rust, mill 
scale or old paint. It may be used as 
a metal primer coat or as finish coat 
ZRC dries a flat gray finish, touch dry 
in 30 minutes, completely hard in 4 
hours. 

Sealube Co., Wakefield, Mass 


This steel slide—proven unbreakable in years of industrial service—is the 


extra built into Desmond-Simplex vises—the extra without the extra cost. 


Milled from a solid steel bar and fitted through a broached backjaw, it 
gives the ten models of metal-working vises the strength that withstands 


the most severe service 


Other features—providing extra convenience and long life: shoulder-fit 
jaw inserts, full 360° swivel, longer, stronger vise nut, one-piece, non- 


pinching handle 


Coupling Units 


Overload Protection 
In Drives With DC Shafts 


New adjustable torque _ limiter 
coupling units that provide overload 
protection for aw ide varicty ot ma 
chinery drives with direct-connected 
shafts have been announced 

Combining the features of an ad 
justable  slip-clutch overload device 
with those of a flexible coupling, the 
units are said to be ideal for motor 
drives with torque loads up to 260 
ft-lb which include a direct-coupled 


STANDARDIZE ON EXTRA Vise VALUES 


Desmond 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Another sales-building advertisement from 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
135,000. For steady repeat business— 
promote Desmond. 


; 
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motor or motor and speed reducer 
combination. In such drives the unit 
connects the motor shaft or output 
shaft of the speed reducer with th« 
primary drive shaft 

he new units are made in a nomi 
nal No. 5, 54-in. size. Maximum 
torque capacities are 130 ft-lb for 
Model 555-1 and 260 ft-lb for Model 
555-2. OD is 6-in. length approxi 
mately 54-in. overall. Standard 
sizes are 1, 14, 14, 128 and 14 
both models. Minimum plain be 

}-in 

Morse Chain Company 
Michigan 





Electric Hoists 


Redesigned To 
Minimize Maintenance 


Ihe maker's complete line of Ira 
| Speedway electric hoists h 
redesigned to minimize maint 
costs and “down” time, accordi 
in announcement from the 

The new models, which ha 
matic cam-actuated brakes 
good for 3,000,000 ipplic ition 
clude a standard long lift 
close headroom hoist, and a four-pai 
single reeved hoist he first 
models take loads up to one t 
third model up to two ton 

Ihe housing has been designe: 
that side and end covers can 
screwed and exposed parts 
quickh I'wo adjustments 
screw are said to be all that is re 
to compensate for brake linin 

Other features mentioned 
maker include totalh 


NEMA specification motors 


“A BUDA JACK 
FOR EVERY NEED" 


means that you can sell more 
jacks when you carry the 
Buda line! 


2-Speed, Low-Lift 
Hydraulic Jacks 


These are the Buda Jacks that 
bring big lifting muscles into 
cramped quarters. They’re one- 
man operated, and the load can be 
held at any height, or lowered, 
with complete safety. One simple 
adjustment changes lifting speed 
—‘“Fast” for light or medium 
loads, “Standard” speed for ca- 
pacity loads. 


High-Lift, 2-Speed Hydraulic 
Jacks are also available for your 
customers who need extra lift 
without reblocking. 


Learn what a Buda Jack Distrib- 
utorship can mean to you. Write 
today for all the facts. 


THE BUDA COMPANY 
Harvey, Illinois 
A Division of Allis-Chaimers Manufacturing Co. 
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Ratchet Ratchet Trip 

Lowering Jocks— 

Jocks— 15-ton Cap. 
5 to 15 tons 


2-SPEED, LOW-LIFT 

HYDRAULIC JACKS 

25 & 50-ton capacities 
Closed height: 8, 
10 or 12 inches. 
4, 6 or 7 inches 
of lift 


Ag 
VU 
L 
5 & 
Screw Standard Speed 
Jocks— Ball Bearing 


18 te 24 tons Screw Jocks— 
15 to 75 tons 


Boll Bearing 


Jocks— 25 te 50 tons 
15 to 50 tons 





SALES TIPS 


PROFITABLE 
SELLING 


what are its advantages? 


® Handles a wider range of tap sizes — +00 to 4" — 
the range of 4 conventional tappers! 

® Adjustable torque control prevents tap breakage. 

® No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 
Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 
Does precision tapping —even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”, 


features that help you sell 


@ Wider range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

® Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. 

© Compact, rugged, light-weight—built for production 


tapping. 


Commander mec. co. 


4217 W. Kinzie Street . Chicago 24, Illinois 
Product of Commander . . . Builder of Production Tools 


| For a Quick Way 
to Hang Fluorescent Fixtures 


"King Size’’ 


for flush-to-ceiling 
fixtures 


Style J 
for chain-hung 


— also available with fixtures 


squere and flat-head 
bolts 


Where hollow ceilings present a problem (e.g. steel 
ceiling. in stores) Paine ‘King Size’’ Toggle Bolts 
are the answer. Their extra-wide wing spread — 
up to 4” — distributes weight and insures a tight, 
permanent fastening. Available with 10-24 or %4”’- 


20 bolts in a range of lengths and styles 


pAINE's 


THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 


Send for complete catalog 


( the best craftsmen always take 
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or DC; 12-ft of Tru-Lay preformed 
cable, with 20-ft lifts available at addi- 
tional cost; push button control on 
“all weather” cable; heat treated alloy 
steel gears with hardened wearing 
surfaces throughout. 

Wright Hoist Division, American 
Chain & Cable Company, York, Pa 


Threaded Rods 


Aluminum And 
Rust Proof Steel 


Hande-Bolt continuously threaded 
rods are available in Reynolds alumi 
num as well as rust-proofed steel, ac 
cording to an announcement from the 
manufacturer, 

Ihe four diameters of the 
aluminum Hande-Bolts are 4-in, *s-in, 
-in and 4-in in standard lengths of 
two and three feet. 

Hande-Bars include 3-in, 1-in 
1}-in steel flats and angles of 4-in rust 
proofed stock in four foot lengths. A 
combination display, 15-in wide, is 
standard 


new 


and 


available with a assortment 
of both items. 
Perfection 


cago, Illinois 


Model Products, Chi 


Gear Type Pumps 


Oil Hydraulic, 
Pressure Balanced 


\ new series of pressure balanced, 


oil hydraulic, gear type pumps dé 








signed for heavy duty use in machine 
tools, materials handling, earth mov 
ing and other mobile equipment, has 
been introduced. 

Che four size pumps in the H series 
are said to deliver 40-50-60-70 gpm at 
1200 rpm and operate at pressures up 
to 1500 psi 

According to the manufacturer, 
pressure balanced wear plates keep 
volumetric efficiency high at all pres 
sures. Balanced hydraulic forces on 
both sides of the plates maintain fixed 
clearances between plates and gear 
faces. Oil slippage is said to be re 
duced to a fixed minimum and fric 
tional contacts eliminated. 

Hydreco Division, New York Air 
Brake Co., Cleveland, Ohio 


Valve 


Mudline Service 
In Oil Fields 


New 2000 psi WP (4000 psi test 
alloy steel mudline valves, incorporat 
ing the designs used for the maker’s 
3000 psi WP valves, have been an 
nounced. 

Though many parts are interchange 
ible, the main differences are in the 
bodies and bonnets which are lighter 
ind the handwheels which have onh 
one crossarm. ‘The crossarm has been 
shortened 4-in. Double-thread stem 
construction and_ slotted stem-gate 
coupling are said to make for greater 
ease of operation 

Though designed primarily for mud 
line service in the oil field, the new 
valve is”,also recommended by _ the 


maker for any tvpe of abrasive fluid 


es, Inc., East Chicago, 
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THE TOLERTON COMPANY OFFERS QUALIFIED 
DISTRIBUTORS EXCELLENT TERRITORIES FOR 
FAMOUS TOLCO LAMINATED WOOD PRODUCTS 


The Tolerton Company, since 1894 
a leading manufacturer of wood 
products, will sell their line of Tol- 
co laminated, Northern, hard maple 
bench tops exclusively through 
qualified distributors. Years of re- 
search and development make the 
Tolco Tops the finest available for 
industrial work benches or assem- 
bly benches. They are long lasting 
and yet not harmful to tools or 
assembly parts. 

Several years have been devoted to 
market studies. Tolco tops are al- 
ready in use by many of the country's 
leading manufacturers. You can sell 
this well known line of laminated 
hard maple products and increase 
your company’s annual profits. 


CONSIDER THESE TOLCO ADVANTAGES 
NATIONALLY ADVERTISED 
WIDELY ACCEPTED IN INDUSTRY 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 
EXCELLENT PROFIT MARGIN 
SALES AIDS AVAILABLE 


For complete information on the 
Tolco line write direct to Mr. R. I. 
Tolerton, President, The Tolerton 


Alliance, Ohio. Your inquiry will 
be considered confidential. 


THE TOLERTON COMPANY 


267 N. FREEDOM AVE. ALLIANCE, OHIO 
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Mr. dealer: here's the latest 
addition to Standard’s 


famous line of 


high speed 
rough and finish 7 
tool grinders = ie, 


h- 
for High Speed Steel Bench-Model 


and Carbide Tools 


\ new air-powered bench-mode!l 
riveter, said to clinch everything up 
to 4-in tubular steel rivets, has been 
umounced. 


TYPE 67 Designed for sustained use, the 
PRICE: $497 riveter is said to feature an air cylinder 


that delivers over two tons of pressurc 


F.0.B.: CINTI., O. taking a maximum of 150 psi from 


PROMPT DELIVERY normal air supply lines. 
With a full one inch stroke, it is 


stated the machine mav be used for 


stapling, light punching, and knock 
Standard’s leadership again offers ing out rivets. Semi-portable, _ it 
Vans InNtTSHER the user “ONE STEP FROM ROUGH weighs 60 Ibs., and may be bolted o1 
“ : clamped anywhere in the shop 
(wheel) TO (micro) FINISH” belt. The wear resistant platen rin fe a alg agg 
permits btn micro finish of end, top and side clearance angles Michigan 
on single point tools without diamond wheel or highly skilled 


operators. Also available with abrasive belt attachment only. Piston Type Pumps 


This combination grinder and belt finisher is the only versatile i iat Calited 
machine of its type available today. Missile Hydraulic Systems 





Write for complete information and \ standard line of 66W series var 


ible delivery, piston type pumps ha 
been announced 
Che range of models includes si 


6" CARBIDE delivering from 2 to 10 gpm at 150 


TOOL GRINDER rpm with opel iting pressures to 3000 
psi and speeds to 4500 rpm . Designe 
Here's an ideal companion to meet militan specification MIL-P 
to the 67 for small grinding 
operations. 


Specifications—Bulletin VTF 





TYPE 66 Price $245 F.0.B. CINTI., O. SUITABLE FOR DIAMOND WHEELS 


Sdandondyy nl 
the STANDARD electrical tool co. 


MACHINE TOOLS 
2520 RIVER ROAD ¢ CINCINNATI 4, © OHIO 











INDUSTRIAL DISTRIBUTION * AUGUST, 1954 





7740A, the new pumps are the axial 
piston type with integral pressure reg 
ulation and flow control. 

[he 66W series pumps are said t 
be designed to operate with hvdrauli 
fluids having the viscosity and lubri 
cating properties of oil conforming t 
specification MIL-O-5606, but have 
operated successfully with many new 
synthetic and non-flammable fluids d« 
veloped for aircraft use 

The Stratopower Division, New 
York Air Brake Company, Water 
town, N. Y 


Vari-Speed Drive 


Complete Redesign, 
Fractional HP Sizes 


\ complete redesign of its FHP 
VariSpeed Motodrive, in 4, 4, 4 and 
; HP sizes in speed ranges from 2:1 
to 10:1, has been announced 

Said to be a more compact unit 
available in 112 different assemblies, 
the unit is available in horizontal and 
vertical models, and also 45 deg. mod 
cls and with vertical down output 
shaft. Speeds available range from 
to 4660 RPM. 

A new “threaded” spiral groove lu 
brication system is a feature of the 
redesigned unit. In addition to the 
standard handwheel, which can _ be 
located in six different positions, units 
ire alsc available with extended hand 
wheel control, remote, and 
mechanical automatic control 

Reeves Pulley Company, C 
bus, Indiana 


Needle-Nose Plier 


For Delicate Wiring, 
And Precision Work 


electric 


special needle-nose plier, tapered 
\ Ss} ] 1] pl t 
to a point less than vs-in., has 
ntroduced 
replaceable tempered steel spring 
\ replaceable tem] l steel sy 


keeps the plier in open position. 1 





Life Lines of Industry... 


Frou 
LT and CHAIN DRIVES 


SHEAVE AND BELT 


CHAIN AND SPROCKET 


SPLIT TAPER 
BUSHING 


Much of the nation’s mechan- 
ical power is transmitted by 
Browning Gripbelt and chain 
drives — Browning single and 
multiple sheaves, sprockets, 
paper pulleys, equipped with 
Browning’s exclusive, simpli- 
fied split taper compression 
bushing. The most complete 
line, ready to use, individually 
packaged for quick delivery 
from distributor’s shelves. Ask 
for Catalog GC101. 


PY FLEXIBLE 
COUPLING 








BROWNING 
BELTS 


\ 
yg : GRIPLINK 


Y DOUBLE V 
GRIPBELT 


Broung 
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GRIPBELT, 
SUPER 
GRIPBELT 


FHP BELT 


Wy . 
-— 


di 
STEEL CABLE GRIPBELT 


GRIPROLL 


ae 





MANUFACTURING COMPANY 
MAYSVILLE, KENTUCKY 











WHICH V-BELT 
Should You 4 


Sa 





% In this way V-Belts can be made up 
in any length to fit any drive the fast 
economical way — V-Belts that per- 
form exceptionally well, Don’t dis- 
appoint customers—help them avoid 
costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just one strong joint... stretch and 
follow-up maintenance are reduced to 
4 minimum. 


ALLIGATOR INTRODUCTORY V-BELT 
= 1 ORIVE UNITS 

contain V-Belkt- 

ing, Fasteners and 

wy Tools — every- 
thing you need in 

one compact 
package to make 

up V-Belts quick- 

ly. Available in 

sizes A, B, C & D. 


Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicage 44, Hlinols 


ALLIGATOR 
V-BELT FASTENERS 


new plier is forged from high-grade 
tool steel, individually fitted, tem 
pered, adjusted and tested. Overall 
length is approximately 63-in. 

No. 301-6-SCP-L is model with leaf 
spring; No. 301-6-SCP without leaf 
spring. Pliers with cutters on shoul 
der are No. 203-6-SCP-L with leaf 
spring; 203-6-SCP without leaf spring. 

Mathias Klein & Sons, Chicago 


Power Saw 


Kickproof Clutch 
Eliminates Kickback 


A new Model 125 Homemaster saw 
with a kickproof clutch to eliminate 
danger of kickback or bucking has 
been introduced. 

It is said to cut 2-in dressed lumber. 
A steel table converts the portable saw 
into a precision table saw with cali- 
brated angle gage and adjustable rip 
fence 

The new saw weighs 8 lIbs., meas- 
ures 74-in long, 7%-in wide, 84-in high. 

Porter-Cable Machine Co., Syra 
cuse, N. Y. 
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THE MOST COMPLETE SOURCE 


STAINLESS STEEL, 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS — FASTENING DEVICES 


ALL TYPES 
, ALL SIZES 
We" ANY QUANTITY 


EVERDUR @ MONEL 
ALUMINUM 

NICKEL ALLOY STEEL 
NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


Stiipfess 


SCREW & BOLT CORP. 


131. CHURCH STREET, NEW YORK ZN Y 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
wore stores, stock rooms. The en- 
tire stock of drills con be seen 
at a glance. Compartments with 
rounded bottoms hold dozens of 
drills Huot’s built-in irventory 
system does away with cost sheets 
—speeds up soles 1414" long, 
7%" high, 714" deep. Hammerlin 
baked enamel! finish over steel 
Dispensers for: Fractional, number and 
letter drills. Write for catalog pages. 


HUOT MANUFACTURING CO. 


551 No. Wheeler St. @ St. Paul 4, Minn 














Pocket Comparator 


For Measuring 
Small Dimensions 


rhe “Pee Gee’’ pocket comparator, 
a new precision optical instrument for 
measuring extremely small parts o 
minute dimensions on large parts, has 
been introduced. 

Measurements are accomplished 
through the use of a magnifying lens 
(approximately 6 power) and tiny 
transparent patterns called “‘‘reticles’’ 
The “Scales” reticle, number 103, 
which comes with the instrument, 
used to measure dimensions fr 
0025 to .5 of an inch in step 
0025 and 0 to .10 MM in steps 
2 MM. Other reticles are also a 
able. 

Suggested applications by the mant 
facturer include: tool room us« 
duction checking; establishment 
standards and inspection of icks O1 
flaws in die castings. 

National Too] Company, Cleveland, 
Ohio 


Electropump 


Ideal Where Space 
Is At A Premium 


A new close-coupled Model BB 
centrifugal pump, recommended for 
air conditioning cooling towers in food 
and beverage plants, and industrial 
plants, has been introduced. 

The new pumps of 14-in. discharge, 


' 


Lorge Full Bow! Heod,.tock Complete- 
ly enclosed 
with hinged 


ie Precision { 
Taper Roller Bearings 


Double V Belts 
to spindle 
deliver more 
power to 
1%” hole thru Spindle | point of 
(greater capacity) work 


~~ . 
(Double Woll) I 
Aprons 
Cc Heovy 


Soddie has 
Scientific distribution of mass extra bearing 


(Reor View) gives bed extreme rigidity i on bed 


r 
: | Efficient 4-step (8-speed) ) Each Sheldon lothe 
Takes up to | H.P. Capacitor Type V-Belt Underneath Motor > must poss 18 tests 
L Drives carries thru standard for extreme occur 
bed — no cut-oway or acy before leaving 
factory 





TS-56 B 
1144" Swing, 56” Bed 





THESE QUALITY TOOL FEATURES 
MEAN MORE SALES 


By any measure, Sheldon Precision Lathes give more per dollar: 
More quality lathe features, more productive capacity, greater 
accuracy, more power at the cutting point, more weight, more 
stamina, more advanced engineering, more convenience, more 
styling and “class.” 


More lathe per dollar translates into more lathe sales for 
Sheldon Distributors, who are today getting more profitable 
repeat orders from satisfied Sheldon Lathe users. Look into this 
“more sales” opportunity and you will find it pays to show 
Sheldon machine tools in the portable power tool department. 


Write for Catalog 


SHELDON MACHINE CO., INC. © 4244 North Knox Ave., Chicago 41, 
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W.H.0: 


For the finest in milled-from-the-bar 
° 
cap screws—seft screws 


coupling bolts and milled studs 


DON’T GET STUCK, 
STICK TO THE ONES MADE BY 


Watt Ortomllor CO york, PENNA. 


Ottemilier products are sold through Mill Supply Houses. Write for free folder ond price information. 


CARBIDE TIPPED 
Work Support Blades 
for Centerless Grinders 





WRITE FOR CATALOG 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged — re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 








WILLEY’S CARBIDE TOOL CO. 


w : = tend Mi hice 
WW rnor Highway Detroit 1, Michigan 
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in 2, 3 and 5 hp sizes, have capacities 
up to 15-gpm and heads up to 140 
ft. They supplement the maker's 
Model B pumps available in hp capac 
ities from 4 through 14. 

Carver Pump Co., Muscatine, Iowa 


Steel Lockers 


Sliding Channel 
Construction 


A new line of steel lockers, said to 
feature a new sliding channe! con 
struction that saves assembly time, 
has been announced. 

Said to eliminate the need for nuts, 
bolts, or tools, the lockers also fea 
ture +4-point latching mechanisms 
claimed to make them completels 
pilfer-proof. Steel gray baked enamel 
finish is phosphate treated to resist 
rust; other standard colors available 
at extra cost. ‘The Modern Flow lock 
ers are available in single and doubk 
tier types in all standard sizes 

Equipto Division of Aurora Equip 
ment Company, Aurora, I]linois 


Gage 


Adjustable Jaws 
Permit Wide Range 


\ total range from .708-in to 2.835 
in is said to be possible with six ad 
justable “Go” and “Not Go” gages 
recently introduced. 

According to the manufacturer, th« 
new gages can be set with micromete1 











indicator or Johansson bloc ch 
gage has long jaws similar t solid 
Go ind “Not Go” plug i t ’ 


ee 
r¢ ne 
- Blind | FILTERS~ 
After gage is set, it can be locked 
ind wax-sealed to prevent tampering P| og D iv) y T Rx ¥ 
‘A A 2 


: + 
permit straight entering. Blind 


hee 
can be measured to full depth 





The gages are available individualh 


9 in sets, with a lined mahogany st | 3" 


ize chest for protection | e - 
Ardec, Inc., Media, Penna tuatroduca 
— 


le WA “LEWIS COMPANY 
DIVISLON OF FRAM CORPORATION 


Worlds Largest Filter. Manufacturers 
FOR OILS... 


EXCEL-SO FILCRON* cartridges de- 
signed to perform oil filtration down 
to one micron in one pass. Six stand- 
ard sizes cover all engine horse- 
powers. Special design disc type 
cartridge is modified to handle by- 
pass or full flow problems. 


ANY SIZE 
* Reg. U. S. Pat. Off. ANY CAPACITY 


For Machine Or EVERY FILTER SALE RESUL 7S IN 


Bench Inspection 


Snap Gage 


Fully adjustable indicating snap 


gages, for use at machine or for bench , ~ 
inspection, have been announced 

Ihe vertical sliding adjustment fea MULTIPLIED CARTRIDGE SALES 
tures positive locking, and insulating 
gage handle provides casy finger grip 


Gaging contact buttons and anvil 

ire said to permit positive gaging, al 

though indicator does not come in 

contact with part being gaged AT WIDE PROFIT MARGIN 
Model B-1200 has 0 to 3-i1 

pacity with .0005 dial indicat Also a full line of industrial replacement 
Reliant Industries, South Gat : 

California cartridges. 


Drilling Attachment | This complete line is now available to 
To Introduce Oil qualified industrial 


Through Oil Drills 


, ; ; } } } 
A new drilling attachment, designed 


DISTRIBUTORS 


to introduce oil through oil drill 


il 

ind other industrial coolants may be «SER 

fed from stationary supply line throug : 

. yey Aen, th igh to Warner Lewis Company 

standard oil drills, has been deve loped Box 3096, Tulsa, Oklahoma 
According to the manufacturer, 

flowing from the point ¢ } drill — 

the dr ] } 


used in deep-hole drilling whereby 





ke Cps 
Company 





edge Lhe rce 
' 1 

the chi} out ¢ hole, m ng Street Number 
hI ' . 2 } 

POSSIDIC nor aq nos withou 

i ; City State 

scoring hy 


Th new il fee , hmet is a send information Cj have representative call 
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Foe Trouble: Free Pipe Threading 
Sell the 65R 


This 65R threads 
1 to 2" pipe with 1 set of dies 


+. and it won’t jam! 


Your customers won’t find a die stock to equal this popular 
65R—anywhere! It saves time—one set of self-contained high- 
speed dies adjust to 1’, 14 ’’, 14” or 2” pipe or conduit in 10 
seconds! Mistake-proof self-centering workholder sets to size 
instantly! It saves trouble—lead screw won’t jam, it kicks 
out automatically when standard length thread is cut. Clean 
perfect threads, fast! Stock the RITZA0D 65R for fast turn- 
over. Order now for immediate delivery! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO, U.S.A. 
- — a ee 


i al 
Rae ae 


K=-Saver Pipe T 
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said to permit pressures up to 1,000 
psi and speeds up to 2,000 rpm. 

[ype “D” rotary union is manu 
factured in two standard sizes with 
variations in adapter arrangements to 
handle standard drills and most drill 
ing applications. Larger sizes and de 
signs are available for individual and 
special applications. 

Perfecting Service Company, Char- 
lotte, North Carolina 


Electric Drills 


Designed To Get 
Into Tight Spots 


A new, short electric drill, No. 123, 
with 4-in. capacity in steel, 1%-in. in 
wood, has been announced. 

Construction of back spade hand 
illows it to be removed for shorte1 
chuck line length; pipe handle is also 
removable. 

Other features claimed by the maker 
include: die cast aluminum alloy hous 
ing fully polished; key type chuck with 
chuck key receptacle in handle; chuck 
speed no load 550, full load 330 

No. 383 model has 2-in. capacity 
in steel, l4-in. wood and a chuck 
speed of 800 with no load, 580 with 

ill load. Both drills may be obtained 
in 115, 125, 150, 230, or 250 voltages 

Stanley Electric Tools, New Britain, 
Conn 





Clutches 


New Series, 
Large Bore 


\ new series of large-bore clutch¢ 
for over-running, indexing, and back 
stopping, has been announced. 
Designed for applications requiring 
]2-in.), the 


ire said to provide max 


large-bore sizes (up to 
new clutches 
capacity for size and 
weight, and instantaneous 
ment (without head shaft wind-up 

They are constructed with ball b 
ings for easy Over-running 


Formsprag Co., Van Dyke 


mun torque 


cneage 


Lumber Rule 


Pocket-Size, 
In Board-Feet 


\ new pocket-size lumber rule read 
ing directly in board feet ha 
introduced 
Called the 
thumb-lock to hold the blad« 
is necessary, and is calibrated fo 
ind odd lengths up to lt 
I'he blade can be extended 
feet and has standard 4-in 
for shop and plant use 
Lumtape Corporation 


N. J. 


Grinders 


Lumtape, it fea 


Two Speed 
Table Travel 


Sterling Universal tool & 
Model “G-2.” with 


of flat 


A new 
cutter 
in anti-friction table in pla 


grinder, 


ind vee ways, has been introduced 


Other features claimed include: lo 

ition of controls for easy operation 

from either side or front; raising 

ering and infeed mechanisn 
wed; 10}-in. swing 


27-in. between centers an 
table tr vel: he id 

180 deg. in either direction 
Also announced by the 


com 
is a new Sterling Model RK-2 t 


all | 
wheel 


rotates iat=14 
let elatel late 
elt ialeleiiels 


Ideal for applications subject to: 
neglect, exposure, abnormal temper- 
atures, moisture and slow speeds 


Graphite will not crumble or wash out 
Many styles of grooving—drilled holes 


Available in all SH stock sizes or to 
blueprint specifications 


GRAPHITED BEARINGS 
WITH THE EXCLUSIVE 
RANDALL GRAPHITING 
FORMULA THAT MAKES 
THE DIFFERENCE 











Shown above is the patented RG 9 
type graphiting which has been 
specially designed for controlled 
lubrication in housings with oil 
reservoir. This exclusive, double 
lubricated graphited bushing 
with feed plugs will add to the 
life of bearing applications. 


Randall graphited bearings are standard equipment on 
many styles of machines. They require practically no 
attention and afford protection even when subject to 
careless neglect. Many styles of graphiting in grooves 
or drilled holes can be furnished in 
flange bearings, thrust washers or other 

cylindrical shapes. 
i: Randall's exclusive graphited bronze 
7 bushings are representative of the many 
other outstanding distributor products 
offered in the Randall line. All are backed 
by nearly half a century of sleeve bear- 
ing application experience. Write today 
for more complete information on 
tandall’s exclusive graphited bushings. 


BRONZE BAR STOCK 
BRONZE BUSHINGS 
PILLOW BLOCKS 

SHEET LUBRICATOR 


1009 S. GREENLAWN AVENUE, 
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GRAPHITED BEARINGS 
THRUST WASHERS 
SAFETY COLLARS 
BRONZE CASTING 


LIMA, OHIO 


155 





HAMMERHEADS 


with COPPER, LEAD or PLASTIC INSERTS 


PATENT NOS 251543 AND 249980) 
OTHER PATS PEND 


Strong steel cup with a soft metal or plastic insert which 
can be quickly fitted to your present hammer and held 
firmly in place by taut steel coil-spring as shown. 
Write ter cotelogve 
STEVENS WALDEN Inc. 


14N 


Patent Number 2648901 


Se ee ee 


The lightweight Manco Strap Cutter is a 
real time and effort saver for shipping and 
receiving rooms, warehouses, freight trans- 
portation companies, etc. Wedge-shaped 
bottom jaw easily slips under the tightest 
bound strap. Entire tool made of tool steel 
forgings with special heat treatment on cut- 
ting edges. 

Mailing stuffers available free of charge. 

Write for Complete Information 


Dept. [D-8 


MANCO Mfg. Co. sravtey, ntinors 


Manco Steel Strapping Cut- 
ter. Weight—1 Ib. Length— 
9”. Capacity 4%" x .035 
strapping. 
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cutter grinder designed 
grinding only. It will handle cutter 
up to 14-n. diameter and the grind 
ing wheel has a travel of ten inche 

McDonough Manufacturing Co 
Eau Claire, Wisconsin 


ittel 


Metal Adapters 


For Connecting 
Plastic Pipe 


A metal adapter for plast pipe 
which offers a flat clamping surface 
as well as four hea 
maximum protection im 
plastic pipe, has been announce 

The new fittings | 
either male or femak 
tions, and are supplic¢ 
ized steel or brass There 1 
long pattern 6, 8, 10 or 12-in 
for connecting plasti pipe 
to the jet assembly and p 
the venturi tube. Sizes ran I 
t-in. through 2-in All fittings 
cartoned and individually tl l 
tected 

rhe Capital Manufacturing « 
ply Company, Columbus, Ohio 


] 
I 








Neoprene Coating 


Needs No Primer 
Or Accelerator 


coprene maimtenance 
+5-B, a thick, paint-like 
solids which mav_ be 
ived on most surfaces, 


nced 
from the 


use directh 

dard color is black with alu 

nd other colors available 

hlm is said to form an ad 
tive 0 ting; Cd h coat 


hor ind gives thickness 
| rage is 75-100 sq 


( r¢ ommended bi 

protection of steel 
icing worn convevor 
protecting elec 


nent housing 


hemi »] Co Brockton 


VINCENT Dressers and Cutters 
for every grinding operation 


Yes, there’s real profit for jobbers in a stock of Vincent 
Dressers and Cutters ...a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


Ground On Vi NC x 
All Four Sides 


ground 


Cut-off Blades 


| high 
ground on all four 
d bottom edges ground 


] rround. for use in cut- 


, has been announced. 


vailable i I Ing 
ilal n a full rang SINCE 1909 


from x 4 x 44-in to } 


in in two series; One for use ° . . 
ht and nicht hand offset tools, | (URSTKs TY, BS TUE Seem Cea ta rele t ee, 
to do a better job...for the user—for you 


AND H DERS « DIAMOND 


Producers of * HSS TOOL BITS * CONICAL CUTTERS AN 
DRESSING TOOLS + TUBECLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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Sales Helps from 


Manutacturers 





P-K Has Promotional Package 


Look Bevond the Hex” is_ the 
theme of a new promotional package 
devised by New York’s Parker-Kalon 
Division, General American ‘Transport 
tation Co., med at industrial 
distributors 

Included in the Parker 
Kalon’s national advertising campaign 
in recognized plant magazines, sample 
kits and folders, a “le Wwe 
behind” booklet. a four page sales let 
ter for the distributor's direct mail 
list, issortment of literature 
describing the firm’s socket screw line 

Among the pieces P-K is making 
to distributors is a 
iy signed as an 
stuffer, these folders have a 

post ird the 
imprinted with his 


md be 


package are 


salesman’s 


ind an 


wailabl double 
duty” 
envelope 
detachable 
tributor 
hame reverse 
blank form the 
hill out for his immediate needs 
ittached to the inside of the 
see cut) is a transparent envelope con 
taining some P-K socket screw samples 
Another 1 pocket 
size sample kit containing 
h the sal 
Then, to leave 


: ' 
with th 


sample folder 
which dis 

can have 
On the 
which 


side is an order 
customer can 


And 


folder 


package item is 
SCTCW 
Sinan can how 


the CON, 


samples, whi 
customers 

plete story the 
salesman can hand him a small 24 page 


“leave-behind” booklet illustrating and 


ustomer 


158 


describing quality aspects of the firm’s 
products 

Parker-Kalon describes the objectiv: 
of the “Look Beyond the Hex” program 
~ to compare ever 
ther 


as inviting buvers 
detail of a socket 
buy.” 


screw before 


Binks Mfg. Issues 
Thumb-Indexed Catalog 


Binks Mfg. Co., Chicago. has 
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lished a new 74-page catalog (N 
956), covering the firm’s complete line 
of spray painting equipment. 

Che firm’s 1,100 products and a 
cessories have been classified inte 
sections for fast reference. ‘The 
tions are shown on the front and back 
covers of the catalog, 
with the pages by a thumb index en 
abling one to locate the desired pro 
uct 

Ihe 
formation on 
ind attachments, pressur 
cups, oil and water extractors, pré 
fluid tank 
painting 
handling 
systems, spray 
exhaust fans, 
equipment, and many fittings 
There is an eight-page 
tion of nozz!i 
finish 


ind are kevec 


detailed 
extel 
ind 


catalog contains 


guns, 


Spl 1\ 


CeSSOTIES, hose. 1) 
fluid 


circul iting 


ind ac 
outhts, 
pumps, paint 
booths, ai 
automati 


COMpressors, 
supplv and 
finishing 
ind 
cessories. 
tion on the correct selec 
for applying modern 


coatings 


Delta-Rockwell Adopts 
Transparent Package 


Delta Power ‘Tool Division, 
well Mfg. Co., Pittsburgh, has adopted 


1 transparent package for its six-inch 


Rock 


dado set and molding cutterhead set 


Combining strength and streamlined 


ippearance, the boxes 
dl lay t] 











Literature ¢ Training Courses 
Displays ¢ Packaging « Films 





rought out a condensed sp 
folder « italoging all the t 
f woodworking 
sequel to Delta’s recent f 
for the metalworking 
piece unfolds to a 17x2 
14 photo-illustrated t 

arranged that the oper 
hart 


rr the RONt CON 


rooLs 


Double Duty 
Double 
VALUE 


} at 1) 
a used iS ad Wall ¢ 


“Scotty the Electrician” 
Sells for Minnesota Mining 


lo promote “Scotch” brand 
trical products, Minnesota Mi 
Manufacturing Co 
ployed the servic 
plav known as “Scot 

Molded 
luminated display stan¢ 


} 


four feet high, on 


from 


Av le aL 1} of the 
uct In his hand Scott 

sample packa a a 
products are part of th 
tri il No 33. ele 
ing putty, electrical sp 

and other electrical tap 

Supplementing the 

trated folders 
n greater deta 


hirm 


Bonney Forge Introduces 
New Display Boards 


Aimed at 


tape 


the self-service market, 
new fibreboard displays have 
been introduced by Bonney Forge & 
lool Works, Allentown, Pa. Pic 
tured above is the display featuring 
Bon-E-Con combination 
Other feature 

open box 
he three units, including 
available 


three 
i] 


the firm’s 
vrenches displays 
Be n ] Con 
vrenches 

re than 
to dealers for less than $45 

The self-service features of the 
displays include listing of wrench open 
ng sizes, tool numbers, and a series of 


hite lacquered circ les denoting prices 


end ind 


50 wrenches are 


new 


Peninsular Shows New Film 
On Grinding Wheel Safety 


Produced by Peninsular Grinding 
Wheel Sales Corp., Detroit, a new 16 
film titled “‘Play it Safe” had its 
ent Foundrvmen’s 
Convention in Cleveland 


mm 
premiere at a r 


] : 
OT movi 


Call 
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Whitman & Barnes Puts Out 
Detailed Twist Drill Chart 


Whitman & Barnes, Plymouth, 
Mich., has recently published a de 
tailed chart headed “I wist Drill Appli 
giving recommendations as 
to the kind of drill to use in practically 
ill types of metals and materials. 

Six types of jobber drills are illus 
trated Also illustrated short 
length screw machine drills and power 
drills, regular taper shank and straight 
shank taper length drills, heavy duty 
taper shank drills, and heavy-duty 
straight shank taper length drills with 
extra-long flutes. 

lhe chart illustrates the correct 
drill point angles to use, together with 
proper and recom 
mended oils and cutting compounds. 


cations,” 


are 


speeds, feeds, 


TWIST DRILL APPLICATIONS 


) r 
Ged 44 FOR EVER 


FRACTIONAL LETTER 280 Wet Gatet —— Lenore 
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Stillman Rubber Issues 
Illustrated Catalog 


Stillman Rubber Co., Culver City, 
Calif., a 24-page catalog 
describing its facilities and its range 
i custom molded parts, including 
thermoplastic and svnthetic rubber 
Teflon O-rings, Teflon 
vack-up rings, hydraulic packings. En 


information in 


has issued 
()-rings, 


ineering and design 


de rvice ommendations, di 
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Order both and 
increase your sales 


HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 


are bored and threaded on special 
machines assuring highest accuracy 
of form, height, angle and dead 
Manufactured to A.P.I. and A.1S.I 
specifications 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 


meet the most exacting requirements of 
power piping users for oil field, utility, 
and industrial use. Manufactured to 
A.S.A. specifications 
WRITE TODAY FOR CATALOGS AND 
CURRENT DISTRIBUTOR PRICES 
HSC -ID-3/54 


1e1 Years if PENNSYLVANIA'S CAPITAL 


Harrisburg Steel 


CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


160 





mensional data for installation of 
O-rings, O-ring test reports, and chat 
acteristics of Polyvinyl Division prod 
ucts 


CUTTING TOOLS—F&D Machine 
& Tool Works, Three Rivers, Mass., 
has released a new net price cutting 
tool catalog (No. 14). A section of 
the catalog is devoted to F&D’s en 
larged line of drills and reamers. 


GRINDERS~—Rivett Lathe & Grinder, 
Inc., Boston, has prepared a 16-page 
catalog describing its model 1024 in 
ternal and universal hvdraulic grinder 
Featured in the catalog is the double 
end wheelhead 


MOUNTINGS-—Barry Corp., Water 
town, Mass., has published a book 
showing users how to apply the firm’s 
“Leveling Barrvmounts” to the mount 
ing of punch presses, grinders, lathes, 
ind milling machines. The firm states 
it is developing similar specifications 
to be applied to other types of ma 
chines. 


Supreme Chuck Key Package 
Features Inventory Control 


f 


Supreme Products, Inc., Calumet, 
Chicago, have introduced new pack 
ages for their chuck kevs. Of interest 
to stockroom personnel is fact end 
label on box enables them to keep 
iutomatic count of number of chuck 
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No. 4 B PUNCH 
in Handy Kit 


W. A. WHITNEY 
LEVER PUNCHES 


A Good Seller 


This kit contains a 4 B Punch with a 
capacity of 14” hole thru 1/16” iron. It 
is handy to carry from place to place. 
The box is made of heavy gauge steel 
with hinged cover finished in baked green 
enamel. There is place for six punches 
and six extra dies. This is a good item 
to stock. 
® Send for catalog and contact your 
industrial supplier 


W. A. WHITNEY MFG. CO. 


\ = RACE ST. ROCKFORD, ILL » 











Want to ZIP 
into a steady 
income ? 


Noturally! The easiest way is to 
carry the Zip line of “‘T’ Slot Bolts 
and machine tool accessories Zip 
Products are in constant use day in 
and day out in every machine shop 
This meons repeat business and in 
sures steady income 

Your customers will thank you if you 
can supply their needs promptly from 
your stock 

Remember You can’t do business 
from empty shelves.” 


Now Packaged For Your Convenience 





Immediate Deliveries From Stock— 
Any Quantities 


GEO. WN. SELTZER & CO. 


DREXEL Hibkl PA 











Solid wedge, inside screw, 
rising stem 


& “& eo a 


Split wedge, inside screw, ; Solid wedge, 
rising stem ; non-rising stem 


... we've added 125 and 150 lb. bronze gate 
valves to our union bonnet line 


WORKING PRESSURES 
125 Ib. W. S. P. 400° F. 
150 ib. W.S. P. 400° F, 


ALVES 
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Success of our 200 Ib. line of union bonnet bronze gate 
valves necessitates expansion of the line to include 125 Ib. 
and 150 Ib. classes. Sizes range from 4% to 2 inches. 


NOTE THESE ENGINEERING FEATURES: 


This line has a flat seat on the bonnet which mates against 
the body, providing adequate bearing area for sealing. 

Tight bonnet joint, but easy access to interior for inspec- 
tion and service. 

Full ports permit unobstructed flow. 

Back-seating arrangement permits repacking while under 
pressure. 

Split wedge has ball in socket contact... permits wedge 
to adjust itself to seat. 

Slip-on type “T”’ head stem-to-wedge connection. 

Lug-type hexes make valves compact and provide a better 
wrench-gripping surface. 

To learn more about this expanding line of valves, write 
for our Union Bonnet Bronze Gate Valve Catalog Folder. 


THE OHIO INJECTOR COMPANY ©* WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON 





THE 


HARRINGTON 


COMPANY 
Vakers of Hoists 


since IS76 


PEERLESS PACKET HOIST © PEERLESS MODEL C HOIST 
BEARCAT ELECTRIC HOIST + MODEL D |-BEAM TROLLEY 





















































We're now located in a spanking new 
plant on Gravers Road at the Turn- 
pike (Delaware River Extension) in 
Plymouth Meeting, Pa. This mod- 
ern, single-story building will permit 
us to serve you and your many Peer- 
less Hoist customers still better. The 
next time you're in the neighbor- 
hood, stop in for a visit. A map is 


available. Write for it today. 


Gravers Road 
at the Turnpike 
Plymouth Meeting, Pa. 
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kevs left in box. Numbers running from 
10 down to 1 are printed on label; 
when clerk removes a chuck key, he 
puts stroke through “10”; he knows by 
number “9” appearing on label there 
ire nine chuck keys left. 


PULLEYS—Reeves Pulley Co., Co 
lumbus, Ind., has issued a 28-page cata 
log (No. V-545) illustrating and de 
scribing the redesign of its standard 
line of vari-speed motor pulleys. The 
new design motor pulley, engineered 
for new NEMA frame motors, but also 
useable with old NEMA motors, is 
iwailable in eight sizes, ranging from 
4 to 15 h.p., and in speed ratios as 
great as 4:1. 

The catalog offers complete de 
scription and construction details, 
lubrication controls available, selection 
instructions, rating tables, and dimen 
sional diagrams. 


McGill Mfg. Brings Out 
Bearing Bulletin 


An illustrated four-page bulletin on 
its new sealed “Guiderol” bearing has 
been issued by McGill Manufacturing 
Co., Valparaiso, Ind. Besides pictures 
ind descriptions of the bearing’s con 
struction, function, and uses, the bul 
letin contains several tables of detailed 
information, including dimensions, 
load capacity life and speed factors, 
shaft fits and tolerances, and housing 
fits and tolerances. 


LUBRICANTS — Denison Engineer 
ing Co., Columbus, O., has issued ‘a 
new 15-page catalog (no. 45) illustrat 
ing and describing the use of hydraulic 
oils for Denison equipment 

Denison have issued a four-page 
catalog giving information on_ hy 
draulic equipment it designs and 
manufactures. The catalog covers threc 




















BOOST YOUR PRODUCTION with 





THREDOLETS and SOCKET WELDOLETS! 


or 
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ThredOlets at work in L. P. Gas Plant Production 
Separators. 4°’ x 2'’ ThredOlets utilized for branch 
connections on manifolds subjected to contraction, expan- 
sion and vibration. The ThredOlet's short height and 
wide footing creates rugged branch construction. 


Insure production economy in pipe fabrication through 
the exclusive features engineered and manufactured 
into ThredOlets and Socket WeldOlets. Production 


is boosted because you weld more pieces per hour! 


Instant application and immediate availability will 
save you time, labor and money in constructing all 
90° Threaded and Socket-weld branch connections. 


SPECIFY AND USE... 
BONNEY THREDOLETS & SOCKET WELDOLETS 


WRITE FOR YOUR BONNEY W-3 WELDOLET CATALOG 


ThredOlets Socket WeldOlets 


Shaped to Fit 
Self Aligning 


Beveled For Weld Metal Further From 
Welding Threads Reduces Chances 
of Thread Distortion 


AVAILABLE IN ALL PRINCIPAL CITIES FROM 
SELECTIVE WAREHOUSING DISTRIBUTORS 


WRITE US FOR NAME OF DISTRIBUTOR NEAREST YOU 


INDUSTRIAL DISTRIBUTION © AUGUST, 1954 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


\ 


steel cutters . 


\ 


BUILT RIGHT—Best materials throughout 


tool 


Right and Left hand Threaded Bushings 


for Automatic Tightening. 


Also CALDER-Fine Diamond Dressi 


EASY TO HOLD— Extra 


Weight well 


distributed 


for smooth handling. 


nq 


rie 


elhMel Rami toltlel Melial 1):ehie) 3; 


CALDER MANUFACTURING CO. 


2049 North Prince Street . 


Lancaster 


and be certain of complete 
customer satisfaction 


F* over 30 years Globe has 
specialized in the production of 
high-quality alloy steel tubing. 
Specialized machinery . . . special- 
ized methods assure uniformity of 
concentricity, diameter, wall thick- 
ness. Precision checks at every 
stage of production guarantee tub- 
ing that meets the most exacting 
specifications, 

Offer your customers maximum 
strength and minimum weight. 
Stock and sell dependable Globe 
Alloy Steel Tubes. 


Chicago * St. Lowis * Detroit * New York 
Philadelphia * Cleveland * Howston 
Denver * San Francisco * Glendale, Cal. 


GLOBE STEEL TUBES 


Milwaukee 46, Wisconsin 
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Pennsylvania 


Typical 
Applications 


® Pressure Tubes 

@ Superheater 
Tubes 

@ Condenser 
Tubes 
Still Tubes 
Evaporator 
Tubes 
Barre! Tubes 
Oil-Well Pump 
Barrels 
Mechanical 
Tubes 
Rollers for 
Transmission 
Chains 


Producers of 


@ Globe seamless 


stainless steel 
tubes 

Gloweld 
welded 
stainless steel 
tubes 

Alloy 

Carbon 
Seamless steel 
tubes 
Globeiron 
(high purity 
ingot iron) 
seamless tubes 
Globe welding 
fittings 





items: “Multi-Range’” flow control 
valve, direct operating pressure con 
trols, and pilot operated check valves 
A third catalog issued by Denison 
describes and illustrates several indu 
trial uses of the firm’s “Multipress 


VALVE ACTUATORS-—Ledcen Mes 
Co., Los Angeles, has issued an 8-pagi 
bulletin (No. 3020) describing tan 
dem type actuators for plug valves, and 
floating bar type actuators. The bul 
letin shows also actuator 

tables, typical applications, 
sions and weights, and various mount 


selection 


dimen 


ings. 


W. S. Shamban Pack 
Rings on Mandrels 


W.S. Shamban & Co., Culver City, 
Calif., are packaging their spiral “SR 
series of chamfered back-up rings on 
mandrels and shipping them in tubu 
lar containers. According to the com 
pany, the new packaging prev 
O-ring extrusion and reduces pa 
friction 


ABRASIVES—Norton Co., Worceste 
Mass., has issued 28-page italo 
No. 1748) describing its linc 

vl 


PIC 


forced resinoid grinding 
publication contains typi 
tion photographs, tables 
prices, operating speeds 
data. Discussed in catalog 
ton’s BN, BD, BFR, and 


wheels 


rUBE TOOLS \ por ket size cat ] 
listing its line of tube working tool 
has been issued by Imperial Br 
Mfg. Co., Chicago. Included in t 
booklet are tools for cutting, flaring 
bending, | 


swedging reaming ind 
pinching off 











Globe Belting 
Offers New Display 


Globe Woven Belting 
N. ¥ nnounces a nev 
I ving the hrm 


clting and we 


' thy 
new ( 


CONTROLLER — Yal 
Ni fg ( Phil cit } 
ulletin (No. 15 


ht I] lak 


PRANSMISSION—R 
Columbus, Ind., h 


Manufacturers Processing 
Book on Degreasing 
Manufacturers Pro 


ued a 


PUMPS 
Y \n 
\l 

DP-3 


for 
Complete 
Line & 
Repeat 
Sales of 
Quality 
Reamers 


JE) 
stands 
alone 


A 


Che Keamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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Dual Vane” hydraulic pumps. The VALVES-—Eclipse Fuel Engineering 
bulletin is illustrated with cutaway Co., Rockford, IIL, announces a four 
drawings showing construction fea- page bulletin No. M-500) covering 
tures and performance data. The dual the design and performance character 
ined principle is explained with draw stics of its line of “DO” solenoid 
ings and text ilve Che bulletin contains photo 

Watertown Division of N. Y. Air graphs, line drawings, specifications, 
Brake, Watertown. N. Y., has released and tables for the complete solenoid 
1 brochure on their 66W series of valve line in six sizes (@ to 14” 
variable delivery hydraulic pumps for a 
3 DRILL CHART—A chart showing 


000 psi. operation with rated ca 
pacities from ? to 10 gpm at 1.500 safe feeds for high speed drills is ot 


3,75 by Chicago-Latrobe, Chicago 

rpm; 3,750 rpm. continuous duty with fered go-Li g 
THE Standard 4,500 rpm. intermittent duty Measuring 83 x 114” the chart shows 
drill diameters and safe speeds for cast 


e 
of Componson iron, bronze, brass, drop forgings an 


nealed, drop forgings heat-treated, 


BY WHICH OTHER ; steel castings, and mild steel. At bot 
PLIERS ARE JUDGED ; tom of chart is helpful technical data 


“Since 1857"' Klein HEATERS — Westinghouse Electric 

Pliers have beea = a Corp., Pittsburgh, has issued a 23-pag¢ 

ST Gee eed booklet on electric heating units. The 

tools. Today, Klein publication presents data on heaters, 

offers the most complete : thermostats, snap switches; in iddi 

tine of quality pliers for i . tion tables and drawings fill out de 

standard or specialized ; criptive matter. 

service. Keep a repre- 

sentative stock on hand a ate 

for your customers who r NUTS & BOLTS—Lamson & Ses 

want the best. sions Co., Cleveland, have available re 
prints of their series of advertisements 

Fastener Facts” currently running in 


ID 








Teflon Catalog for 
Valves and Pump Packings 


\ new catalog issued by United States 
Gasket Co., Camden, N. J. on thei 
Chemiseal” valve and pump pack 
ings, features the product’s chemical 
resistance, non-contamination, and 
inti-hesivness. Reference selection ta 
bles are included. 





SCREWS Southern Screw - 
Statesville, N. C., has issued ; 

page catalog (no. 30) covering its SELL 
standard line of wood screws, drive 


Write for your free ceby screws, hanger bolts, knob screws, and 


ae | eee Arbor Spacers and Shims 


One section of the catalog shows 

DISTRIBUTED the company’s method of packing, and 
THROUGH nother section illustrates graphicalls 
JOBBERS how to measure screws. Illustrated also 

ire the heading, slotting, and thread 


_ . 
verehgn SRataeeR ng operations at the company’s plant 


InternationalStand- 
ord Electric Corp., 


New York. CUTTING TOOLS—Henry Disston 
— & Sons, Inc., Philadelphia, have re 
leased two sections of four separates 
bound catalog sections designed to fa 
cilitate the presentation of their major 
product lines—woodworking products, 
- cutter heads, metal-cutting products, 

, ind files. ‘The sections now ready arc : nocomvageslitl naan 
KLEIN & Sons those on woodworking products and| GQ ual aL art 0 

tsabhabed 85) cage cutter heads. Remaining sections will 7 

J200 BELMONT AVE CHICAGO 18, ILI be available in near future 332 Midland Ave. « Detroit 3, Mich. 
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4 Coop REASONS 
for specifying 
Watson-Stillman 
Forged Steel Fittings 


Here’s why W-S FORGED STEEL FITTINGS mean safe, 
dependable operation of your piping system: 


1. They're drop-forged to produce the well- 
known forged fiber structure with exceptionally 
high tensile and impact strength. 


2. They're “Safety-Factor” designed with heavy 
walls where you need them. Extra long bands 
extend well beyond the last thread. 


3. They're precision machined. Special automa- 

tic angle indexing machines maintain precise 

angular accuracy for perfect alignment. Long “Safety-Factor” Design 
accurate threads insure tight joints. 


4. They're fully inspected. Gauges double- 
check the close tolerances, angularity, threads das saan 
and sockets and concentricity. ps oe 


WATSON-STILLMAN FORGED STEEL FITTINGS give you 
maximum resistance to pressure, temperature, 
corrosion, shock and vibration. They protect your 
system against costly shut-downs. 


Drop Forged for Strength 


A complete line of forged fittings available in 
both SCREW-END and SOCKET-WELDING Thoroughly Inspected 
types in carbon, stainless and alloy steels. 
Write today for information. 


Sold Through Leading Distributors 


oe WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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ONDE 4 aft 1, VORA 
(7 ey a, Sef 


o-, ‘* i, =a pred 
(93 9 O99 TE 
L rd (NV AS 


VICTOR 
ee 


Stock VICTOR, and you're 
selling a line sold only “ 
through recognized distributors. 


Stock VICTOR Blades, 

and you're selling the 

brand known and preferred for quality 
for over half a century. 


Stock VICTOR, and you have the help of 
qualified factory representatives who 

can help you answer your customers’ 
metal-cutting questions. 


Stock VICTOR, and you have the support of year-in, 
year-out advertising to your customers. 


EVERY job... 


Help your customers solve their metal 
cutting problems by giving them copies 
of the Victor Metal Cutting Booklet. 
If you're out of them, order a supply 

— they’re free for the asking. 


Inquiries Are Invited 
From Interested Industrial 
Distributors 


® yo9? SAW WORKS, INC. * MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 


168 
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Identification System 
Built On Color 


(Starts on page 97 





get inquiries for out-of-stock items, 
they have complete back order infor 
mation on opening the drawers. 

The telephone staff has access to a 
reserve-stock book showing balance on 
hand in the warehouse within a month 
and purchases and shipments or requi- 
sitions to the drawers since then. 


- And Faster Checking 


Also, the color code helps speed the 
work of stocking the shelves and in 
ventory checking. Warehouse and in 
ventory people develop a good mem 
ory for stock locations, and the fact 
that packages often carry the manu 
facturers’ color codes corresponding 
with the color scheme on the drawers 
minimizes chances for errors. 


From Careful Planning 


Colors were crayoned as carefully 
as possible on regular stock identifica- 
tion tabs, after detailed planning of 
stock arrangement to insure that major 
classifications were placed together and 
in logical sequence. 

Here’s how end mills are identified, 


for example: 


Regular type—solid blue 

Ball end mills—blue and white 
Single-end, 2-flute—green and red 
Double-end, 2-flute—blue and red 
'aper shank—solid white 

Long end mills—green and blue 
Extra long—yellow and blue 


With taps, the colors identify car- 
bon (green) and high speed cut 
thread (red); also high-speed commer- 
cial ground (blue) and _ precision 
ground (yellow) 

With twist drills, size classifications 
ire separated : 

“Letter sizes” are red and white. 

Fractionals are blue and red. 

I'wo solid color bands are added: 
red for high-speed steel, black for 
carbon. 

The trouble was well worth it, says 
Mr. Peters. The project was no more 
tedious and considerably less expensive 
than installation of perpetual inven- 
tory, and he believes it gets the same 
results in fast service and good con- 


trol. 








NEW LINES 
taken on by 
DISTRIBUTORS 


Dodge-Newark Supply Co., Newark, 
N. J., has been appointed distribu- 
tor for the full line of conveyor 
equipment of The Jeffrey Mfg. Co 





Industrial Tool & Suply Co., San 
Jose, Calif., has been named a dis 
tributor for Carboloy Department 
f General Electric Co 


Peaslee-W ells, Inc., West Springheld, 
Mass., has been appointed distnbu 


tor for Jones & Lamson threading 


tools in the four counties of western 
Massachusetts. 


A. N. Nelson Co., Kearney, N. J., has 
een named distributor for Dynamic 
Industrial Products, Inc 


Fuchs Machinery & Suppl 
Omaha, has been appointec 
tributor for Reid Brother 


pany 


J. Heller & Sons, Newark, N. J., has 
been appointed exclusive distributor 
in its area for V-belts of Durke 
Atwood Co 


D-A-T-E-$ 
TO REMEMBER 


Sept. 2S8-30—Ninth National Ind 


trial Packaging and Materials Han 
} 








dling Exposition, Coliseum, ¢ 
ifg¢ 
28-Oct. 1—Iron & Steel Exp 
on and Annual Convention, A 
ociation of Iron & Steel Engin 
Auditorium, Cleveland 
National Hardware (¢ 
m, Atlantic City 
2-7—21st National Power S| 
American Society of Mechan 
Engineers, Commercial Museum 
Philadelphia 
1955 
2-14—Annual Mid-Year M 
1g, Southern Industrial Distributor 
\ssociation, Edgewater Golf Hotel 
Biloxi, Miss 
March 14-18—Western Indust kx 
sition, Shrine Auditori 
ne Exposition Hall, | 


§-20—Annual Triple lr 
ly Convention, Clevel 


Herbrand 


makes ’em all! 


BIG 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 





Herbrand can supply carbon steel 
wrenches in all popular sizes from «" 
to 344” openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon steel 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products. 

Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel. 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 





Herbrand produces forgings in any size or shape up to 200 Ibs. 


Quality Tools since 1881 





THE BINGHAM-HERBRAND CORPORATION 


Fremont, Ohio 


Other Herbrand products include ao complete line of Van-Chreme Tools..Ball 
Pein Hammers..Snips..impact Sockets..%" Drive Sockets..Complete Tool! Sets 


om 
wy 
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The Buyer Looks 


COLLET EQUIPMENT at Business 
made by EXPERTS Composite opinion of Purchasing 


Agents who comprise the N.A.P.A. 
Business Survey Committee 





Improvement Continues 


Industrial Purchasing Agents find 
that the trend to level off and im 
prove business activity, which started 
in March, is being well maintained in 
June. Production has inched up over 
May, and orders are reported to be 


COLLIS Equipment fills today’s important produc- fully supporting the production in 


tion needs so well because they are made by . 
men skilled in making this type of equipment. creases. Some of the new business this 
Supply the proper unit from a complete range of month is attributed to advance orders 
types, and sizes for Drill Sleeves and Sockets, to cover requirements while supplier 
Lathe Centers, Chuck Arbors, and Drill Drifts. organizations are on July vacation 
We will handle your orders promptly. Stability and strength are indicated in 
—" industrial material markets. Stocks of 
"Call COLLIS For Service purchased materials are reported 
sharply down from May, when there 
was evidence that much of the in 


mmm THE COLLIS COMPANY simmmmmia) austria inventory adjustment had 


been made. Employment is up a bit 
Dept. A, CLINTON, IOWA over May; 75% report holding the 
, previous month’s enrollment or in 
creasing, compared to 53% so report 
ing in January. Buying policy is still 
in a conservative short rang¢ 
Nothing appears in the June reports 
that changes the mildly optimistic 
view of purchasing executives ex 
pressed in the past two months. Al 
lowing for the plant vacations in July 
and August, Purchasing Agents’ opin 
ion is that the third quarter will con 
tinue to show a gradual increase in 
industrial activity. 








TesOe MARK REO U.S PATENT OFFICE 


More Price Stability 


Some strength, but more stability 
characterizes the committee members’ 
views of the industrial material price 
structure in June; the lowest number 
this year report that decreases were 
outbalanced by increases. With most 
materials readily available, allowing 
more time to negotiate, buvers are 

Here's a quality line with real profit possibilities, finding it profitable to encourage 
To get the most out of it carry the complete broader competition. Very little inter 
Champion DeArment-Channellock line. Millions est is indicated in the possibility of 
of national magazine subscribers will read about 
the Channellock line every month . . . they are 
being told and sold. Use display boards, stock the Pattern for price increases. Purchasing 
at Rae, for veal onal pent ities. vpecines igents look for competition to keep 

r \ nr ‘ 
janpity Cnugicw Getumanstbeandied: Wace. | hur Prices, line; bat they probsbly 


increased steel wages setting a general 


will hold firm through the Summer 
THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. | Stocks Being Reduced 


MEADVILLE, PENNSYLVANIA 











Vhe slight indication that unworked 





INDUSTRIAL DISTRIBUTION © AUGUST, 1954 





ca 


AND USE 


ForT Worlk 


“QD” HUB 


FOR BOTH 


IS CURRENTLY 


SELLING 


THE 
ADVANTAGES OF 


“QD” SPROCKETS 


AND 


“QD” SHEAVES 


TO YOUR 
CUSTOMERS 


THE 
ADVANTAGES OF 


ONE HUB 


FOR BOTH The Fort Worth 
SHEAVES AND “QD” HUB 


is easily and quickly installed or removed when used with Fort 

SPROCKETS Worth V-Belt Sheaves or Sprockets. You get a positive press fit 

MEAN ONE HUB all the way around the shaft, eliminating wobble and eccen- 
hg tricity found in old style units. 

INVENTORY Plants standardizing on Fort Worth “QD” products report 

MORE reduced “Down-time” and easier maintenance — at a savings. 

Adequate Distributor and factory warehouse stocks insure 


CONSISTENT ready delivery. 
SALES PROGRAM OTHER FORT WORTH PRODUCTS 


ON PLANT. 
STANDARDIZATION, 
QUICKER CUSTOMER 
SERVICE — EXCELLENT HELICOID 
pores re Tach TT | “EACCESSONIS 
YOUR INVENTORY | 
- ELEVATOR INDUSTRIAL 








BUCKETS EXHAUST FANS 


- h. 
Investigate the CATALOG #416 CATALOG #500 


~ FORT WORTH “QD” 
ixia Today! Te) RT Ay ORIH ellen CO 
; DEPT. 18, 3600 McCART STREET, FORT WORTH, TEXAS 


FORT WORTH a+ CHICAGO + ST. LOUIS * KANSAS CITY + HOUSTON + MEMPHIS 
WAREHOUSES: 7 * ATLANTA + JERSEY CITY + 10S ANGELES + SAN FRANCISCO 
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material inventories were tending to 
stabilize, reported in May, is not con 
firmed in the June survey. The effort 
to reduce stocks continues at about 
the same rate as earlier in the year. 
The reasons: midyear inventory taking, 
vacations, ready availability, accent on 
turnover. The possibility of a steel 
strike seems to be pretty well dis- 
counted by large steel buyers. 


Employment a Little Better 





Just a little better than May, but 
much improved over January. Many 
. * industrial layoffs are finding outdoor 
to meet today’s ham work. Students are having difficulty 
etting jobs. A ripple of cutbacks on 
demand for higher iT aamaies ein is the cause of 
some of the new unemployment. Pro 
accuracy, closer ‘i ductivity is showing improvement 
; Labor turnover is low. 
tolerances 
Buying Range Conservative 


7 
Practically no change is reported in 
/ “3 r the conservative buying range, of 
<=. ee ae . 


~ hand-to-mouth to 60 days, which has 
~ been the major policy for many 


9 . . 
UNIVERSAL It’s Accuracy months. A few have extended from 
, ° ° 30-to-60 j 3 me av ge 
is Built-In 0-to-60 into the 30-to-90 day range 


L ‘ V é N With most materials easy to come by, 
and inventory curtailment policy con 


tinuing, this short-range procurement 


; ; RE-LOA 
Cc 2 WI T c 4 4 aan” policy is expected to follow through 


Twin high precision rotier| the Summer. 


Deastnes are poems 
‘on after the center is assem- | _. , . 
Latest Addition to bled. The point is then Specific Commodity Changes 
ee in its own bearings. ” 
A . . 1 di Li centricity tolerance is at ; 
merica s Leading Line se yD TT ae The few items up are about offset 
, hardened and ground to ; , » “do - Fae 
of Live Centers Restened ond ground 0 | in number by the “downs. Zinc iS 
the only basic commodity showing an 


NEW DOUBLE SEAL important increase. 
FOR LONGER LIFE AND 
CONTINUOUS ACCURACY 


“ Reported up: Brass castings, soda 
Accurate to Plus or Minus .0001 | Efficient “Universal” Seal con- €} ted ass castings, $ da, 
sists of a stationary hycar sugar, lead (up then down), some lum 

sealing ring in the cap and a 


High Load Capacity that ‘Fits’ slinger that rotates with the ber, mercury, rubber, salt cake, shellac, 


point. Hycar ring keeps out . 
Every Machine Shop and Metal dirt, chips and coolant—slinger Steel scrap, zinc. 


Working Plant You Serve! rae 

ileal iain Down were: Coal, pork, soybeans, 
formaldehyde, fuel oil, methanol, pen 
therythritol, polyethylene, tallow 





Here, we believe, is a live center with the biggest market 
and sales potential we've ever seen ! 


1 7 


Just tell what it does, and the new IDEAL “Universal” Hard to get: Mercury, nickel, some 
Live Center practically sells itself. When you talk about structural stec! 

turning accuracy to plus or minus .0001” the field is all Canada Less Optimistic 

yours! And when you combine this super accuracy with 

load ratings up to more than 5000 Ibs., and wrap it all Ben ac anpihes = salto ligpag dence 
up with a remarkably economical price—well, you've got the States. Succes all ceenliinh teen 
a story that every machine shop and metal working plant lower than in May, and lower by com 
wants to hear! Tell it and you'll sell it! parison with June in the United 


States; this is a reversal of the May 
report. Prices show stability but not 


IMMEDIATE DELIVERY! 

. non'e hh a strength. Inventories are about in line; 
n ave to wait r this 

haa one Ae Par ole so is employment, but, turning from 


right now! Immediate delivery in 1 longer-range buying policy, Cana 
all Morse Taper sizes— 2, 3, 4 dian purchasing agents are taking a 
and in = IDEAL INDUSTRIES ° Inc. closer view than members in the 
enough to cash in with real proits 1900 Park Avenue, Sycamore, |!\inois . 

" » &. . we . ce . . + 
ome cotemen astent States. Improvement is expected this 


Canadian reports in the June sur 








Summer. 
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FROM THE WHEN YOU SEE THIS 


1929 FILES a ee eee 


25 YEARS AGO 





George A. Fernley, National Associa 
tion secretary, started surveying 
members to ask whether they pre- 
ferred to be called “distributors of 
mill supplies,” “industrial distribu 
tors’’ or by some other term. 


Some 42 Southern distributors met in 
Atlanta to discuss the formation of 
1 new regional group. Said one 
“The only distributors who are 
making money are those who are 


cooperating with one another.” -.- you know you are sell- 


ing a tool specified by men 


“Fifty years ago a man felt like ” 
ipologizing to his boss if he played; who want faster cutting 


the time is coming when he will and longer end mill life. 
have to explain why it is he does ! 


not play.” 


“We have never put into operation 
plans for keeping up sales in the 
Summer time. I suppose prize con- 
tests could be worked out to im- 
prove sales at this season of the 
vear.’—Vonnegut Hardware Co., 
Indianapolis. 


Putnam end mills are the best that years of 
specialized experience and careful manufactur- 
ing can produce . . . recognized everywhere for 


The president of the Jordan Motor their dependable performance. They are the 


Car Co. told a group of Cleveland 
advertising men that he would 
guarantee any young man $10,000 a 
vear if he would promise to call on 
18 prospective purchasers each day 
with the enthusiasm he would ex- 
hibit on calling on 18 holes of golf 


country’s most complete line of regularly-stocked, 
catalog-priced end mills with more than 1000 
standard types and sizes available. 


As a Putnam distributor, you enjoy healthy 


The M. F. Murdock Co., Akron, 
Ohio, joined the National Associa- 
tion. 


sales and profits, plus greater repeat orders from 


satisfied customers. Putnam's aggressive adver- 


Beals, McCarthv & Rogers, Inc., Buf 
falo, N. Y., purchased the entire 
stock of W. F. Newman Co., Buf 
falo. 


tising, prominently displayed in leading trade 
publications, further assures you increased sales 


Pacific Mill & Mine Supply Co., Los by creating maximum trade acceptance. That's 


Angeles, started work on a new 


building. why leading mill supply distributors prefer and 


SELL Putnam End Mills. 


Distributors throughout the country 
reported sales up in almost every 
line over 1928. 


Peden Iron & Steel Co., Houston, m= 


completed a new four-story office 


building. 











Hinds & Coon Co., Boston, moved to 
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25 Years Ago (Cont'd) 





The SOLUTION to Your Customers’ | ~— 
MAINTENANCE PROPLEMS + © © © Bic ssionat Awcciation wsattem 


ing to standardize catalogs and costs 


under a National Catalog Plan 
adopted at the convention. 
National Twist Drill & Tool Co. pur 
INDUSTRIAL chased a substantial interest in Win 


ter Bros. Co. 
BRUSHES ano BROOMS 


A. Toa 10 YEARS AGO 


Jack Johnson, of Johnson Supply Co., 
Denver, entertained guests at a 
A mountain hideaway 9,000 feet up 
Your customers number maintenance men in the on a crag near Pike’s Peak. Many 
following profitable markets . . . Aviation, Metal soldiers from nearby Lowry Field 
Working, Packing, and Power Plants—Paper and enjoyed wild duck dinners there 
Textile Mills—Mines, Dairies, Hotels, Schools, 
Garages, Railroads, Airports, Warehouses, Public R. C. Duncan left Washington, D. C., 
Buildings, etc. You can help them solve their : 
for his own R. C. Duncan Co. in 
Ean he = with the proper CAPITAL Minneapolis after three years of dol- 
ndustrial Brush or Broom. lan .o.wene-eervice. 
@ We urge users to buy thru their local distributor. 


INDIANAPOLIS M. L. Foss Co., Denver, initiated an 
expense control] system under which 
BRUSH AND BROOM MANUFACTURING CO. salesmen drafted reports of their 


CORNER BRUSH and BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. own sales cost percentage each 
month. 





: , Patron ‘Transmission Co., New York 
sS City, moved into new headquarters 
2 = at Crosby and Grand Sts. 


that help you SELL 





Monthly industry statistics showed 
that the value of the average order 
was $32. The average house clocked 
in 84 orders a day, and the sales 

; men averaged 16 per day, with a 
" = monthly volume of $14,100. 


lhe Government was spending $306,- 
cooled motors protected against dust, dirt, grit 


SEL 000,000 a day on the war. 
and metal partictes. (less servicing) 


2. Motors are dynamically balanced for smooth op- Six longtime employ ees of | he W. M 


oy lh eae clearance between wheels and mo- S H IM S ge) CK Pattison Suppl Co.. Cle ve land, re- 


Large ball-bearings, lubricated for life 
Wide renee: Yo te 8 he. @ te 12” lndivideatty ceived stock in the company valued 
balanced wheels (for precision grinding.) Bench i ‘ ; Psy ga P at $70,000 on the death ot W illiam 


& Pedestal types for shops and industry : 
5. Sturdy-built for heavy-duty and fully guaranteed H Smith, company president. 
by Baidor—a basic manufacturer of grinders for 
more than 30 years. 
Competitively priced—a better value considering . 7 r . 
initial cost and years of service é ? > ie ree rom I lias C . Atkins was elec ted president 
of E. C. Atkins & Co. 


BALDOR ELECTRIC CO. 


4364 Duncan Ave ST. LOUIS 10, MO. 





GRINDERS 


|. BALDOR Grinders have totally enclosed, Stream- 


Indiana Manufacturers Supply Co., 
Indianapolis, moved into new quai 
ters on Wayne Ave. The firm 
changed from a corporation to a 
partnership with Ben Perkins and 

asn Frank Cruger holding equal interest 

FOR 

BULLETIN a4 

321.) American-Terry Derrick Co. changed 
its name to American Hoist & Der- 


332 Midland Ave. © Detroit 3. Mich. rick Co., Plant No. 2. 
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OIT STAMPING COMPANY 
ABOVE: Baidor Bench Grinder, No. 8200 series 
\% hp. motor, 8° wheels, List 4°° 











money-making tip 
from a 


“Just ASK ME about all the new angles on 
rubber-cushioned finishing . . . how burring, 
cleaning, finishing, polishing can be handled 
in one operation, with time-savings of as 
much as 50°! Your tip is ‘buy Brightboy’ 


for sale to firms like the one I work for.” 


Rubber-cushioned Brightboy is now obtainable not only in either ALUMINUM OXIDE or SILICON 
CARBIDE GRAINS, but each of these compounds comes in grain sizes ranging all the way from extra 
coarse to extra fine, in soft, firm and tough rubber binders. Your customers can have an abrasive 
exactly “matched” to the job. A Brightboy quality finish is frequently the final polish. 


Brightboy’s abrasive and rubber work together, INVESTIGATE NOW HOW BRIGHTBOY CAN 
giving a combination-action that will be a revela- ROUND OUT YOUR ABRASIVES SERVICE. 
tion to your customers... a revolutionary concept BUILD YOUR PROFITS. BUY—AND SELL— 


of finishing . . . applications far beyond the range BRIGHTBOY NOW! Write us for details 
of other methods. And | i 
it also takes up where ——= 


other abrasives leave Li 
' ~ a bbs ae 
off! G . < ‘ * sige 


WELDON oe: ie 


ROBERTS 
wasn | LORDS OS7 


or mach d 
maa! operations RUBBER CUSHIONED ay 


. 


ene 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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chagnen Campesummapegh - are Oe 
hate ieee “2% 


A Sl Ny NE me 
oe 6 ene ee mee ee re 


WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans. 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer . . . con- 
structed to give years of rugged 
service, That's why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


© Straight sides 

@ Deep rolling corrugations 

@ Heavy gauge stee/ 
Structural steel bands 
Hot dip galvanizing 
Pinch-proof handles 
Sturdy lid 


Sell the CAN that’s guaranteed for 
customer satisfaction and 
surer profits. 


greater 


WITT CANS 


HAVE THE “RIGHT” ANGLE 


“Originators of the Corrugated Can” 


y ans 


THE WITT CORNICE COMPANY 


2111 Winchell St. Cincinnati 14, Ohio 
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Obituaries 





Hamilton 


Cc. W. 


C. W. Hamilton, 
Sheffield Corp. 


Clarence Worthington Hamilton, 
public relations director and ad 
ministrative staff member at Shefheld 
Corp., died June 7 in a hospital at 
Little Current, Ont. He had suffered 
1 heart attack on a business trip to 
Canada from his home in Franklin, 
Ohio. 

Mr. Hamilton joined Shefheld 11 
years ago, after serving as public rela 
tions director for the Globe-Wernick« 
Co. He had also been associated with 
National Cash Register Co. and Fire 
stone Rubber Co. 

In 1952 he 
membership in the 
nance Association 


awarded a life 
American Ord 


Was 


W. Dale Russell, 
Republic Supply Co. 


V. Dale Russell, 64, vice president 
md general sales manager for the Re 
public Supply Company of California, 
died in Santa Monica June 11 after a 
short illness. 

Born in Pennsylvania, Mr. Russell 
came to California as a young man 
and went to work in 1913 as a clerk 
for the Tay-Pike Co. in Taft, Calif., 
predecessor of Republic Supply Com- 
pany of California. In 1944 he be- 
came vice-president of the firm and in 
1952, vice-president and general sales 
manager. 

P. M. Pike, who originally hired 
Mr. Russell, said of him at his death 
“No one was better known or better 
loved in the petroleum industry.” 

Mr. Russell is survived by his wife, 


Easy to sell because it’s 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lic- 


CHEMICAL CO. 
76 S$. MeDowell St. 
Columbus 8, Ohie 


Rukycfluid 


BIG ORANGE 


the New and Better 


Shackle Chain 
HOOKS 


can be 
used on 


“HIGH 
TEST” 
Chain 


Available 
for Chain 
Sizes 4", 
5/16", 3%", 
7/16", V2" 








| FORGED and HEAT TREATED! 


| SAVES TIME—Can be attached any- 
where on the job. Only a pair of 
pliers required. 
| SAVES EXPENSE—Strong and tough 
enough for use on “High Test” Chain. 
= outlast several BBB or Proof-Coil 
ims. 
| EXTRA STRONG—Even the pin is 
—_ hi-strength steel and heat 
trea lo 


Order from your Distributor or Write 


MIDLAND INDUSTRIES INC. 
CEDAR RAPIDS, 1OWA 
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Nothing missing 
from the 
~ HELLER LINE 


<—)) 


4 














Heller distributors enjoy the sales advantage 


of one complete source for all American Pat- 


tern files, Swiss Pattern files, Vixen milled 
curved tooth files, Rotary files and Carbide 
Burrs, as well as Chatterless Countersinks, 
Carbide Internal Grinding Burrs, and Car- 
bide Center Laps. Heller also manufactures 
a full line of hammers, trowels, and other 


tools. 


You'll enjoy more sales . . . because you 
wont miss any! And you'll profit through 


Heller’s “selective sales policy.” 


a 2 e 
A 


a. ete 
Bee ae 


i - 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporation 
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HINGED PLATEG 


BELT FASTENER No. 5 
for conveyor belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


PLATE GRIP for dust - tight 
permanent joints. HINGE 
PLATEGRIP for “add - on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG - BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 





Equipto introduces NEW 
; modern-flow 


LOCKERS’ 


Advanced features abound in these ruggedly built, smartly 
styled new Equipro MODERN-FLOW Lockers. Sliding 
channel construction saves 83°% of assembly time .. . 
eliminates need for nuts, bolts, or tools. Pilfer-proof 
design protects valuables. Gate-type, 4-point latch 
Operates at finger touch . . . accommodates padlock, 
keyed lock, or combination lock. 

And the gracefully rolled edges, recessed latches and 
louvres, handsome baked enamel finish, and complete 
absence of nuts, bolts, or protruding hinges give 
MODERN-FLOW Lockers a clean, luxurious “look” that 
would flatter any interior. Available in single and 
double tier types in all standard sizes. You can line 
them up side-by-side or back-to-back in any combinations 
desired. Standard colors and accessories. 

See these handsome lockers at your Equipto distributor 
today or write us for fully illustrated literature 


DIVISION OF 
AURORA EQUIPMENT COMPANY 
825 Prairie Avenve, Avrora, Ii! Steel Shelving Parts Bins Drawer Units 
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May G. Russell, and a granddaughter, 
Dale Suzanne Russell. His son died 
in a plane crash in the Pacific while 
returning home from World War II 
flying duty. 


Clarence F. Schlamp 


Clarence F. Schlamp, 
Evansville Supply Co. 


Clarence F. Schlamp, 51, vice-presi- 
dent of Evansville Supply Co., died 
June 18 at Deaconess Hospital, in 
Evansville, Ind. He had been ill for 
several months. 

Mr. Schlamp had been with Evans 
ville Supply for 36 years. He joined 
the firm as a bookkeeper in 1917, and 
was made a vice president in 1952. He 
had been treasurer and general man- 
iger for several years. 

He was also treasurer and manager 
of Esco, Inc., which controls the 
Evansville Supply building. He was 
1 member of the building funds com 
mittee of Redeemer Lutheran Church, 
ind was active in several other church 
organizations. He was a member of 
the Indiana Industrial Distributors 
Club, chairman of the Wholesale Dis- 
tributors Committee of the Chamber 
of Commerce and a member of Cen- 
tral Turners. 

Mr. Schlamp is survived by his wife, 
Marie; two daughters, Mrs. John D. 
Winters and Miss Carol Schlamp; 
and his father, Fred Schlamp. 


C. Dudley Armstrong, 
Armstrong Cork 


C. Dudley Armstrong, 65 a direc- 
tor and former vice-president and 
secretary of the Armstrong Cork Co., 
died June 8 in Haverford, Pa., after 
several months’ illness. 

Mr. Armstrong was the grandson of 
Thomas Morton Armstrong, founder 
and first president of the company, and 
the son of Charles Dickey Armstrong 











president from 1908 to 1929. He re 
tired last September as secretary and 
vice-president in charge of foreign op 
erations, but remained as a director 

Mr. Armstrong joined the company 
in 1910 after graduating from Yale 
University, and worked first with the 
firm’s Spanish subsidiary. He held a 
number of administrative posts at the 
company’s headquarters in Pittsburgh. 
He became a vice-president in 1920 
and general manager of a subsidiary, 
Armstrong Cork & Insulation Co., in 
1927. He was placed in charge of for 
eign operations in 1930 after helping 
to organize a British subsidiary 

Mr. Armstrong is survived by his 
wife, Mary Hilliard, and five children 
Mrs. W. M. Dunlap, Jr., of Lancas 
ter, Pa.; John L., of Montreal; Dr 
Virginia Kohlhas, of Haverford, Pa 
Thomas M., of Concord, N. H., and 
Henry N., of Lancaster Also sur 
viving are a sister, Mrs. A. B. M« 
Clarv, of Windsor, Vt., and _ six 
grandchildren. A brother, Dwight I 
Armstrong, who was vice-president of 
the company, died in 1944 


Harold S. Heller. 
Heller Co. 


Harold S. Heller, 54, pre ident of 
the Heller Co., died July 1 in Santa 
Monica, Calif. He had gone to Cali 
fornia on a business trip 

Mr. Heller organized the Cleveland 
stapling machine firm in 1930 with a 
loan on $600,000. It has since 
to a $5.000.000-a-vear concern, mak 
some 300 types of stapling ma 


lictrial 


chines for everything from indu 


ing 
to surgical use. 

Surviving are Mr. Heller’s wife and 
two daughters 


A. D. Niederlander. 
Weed & Co. 


Adolph G. Niederlander, 60, sales 
manager of Weed & Co., Buffalo 
N. Y,. died June 19 after a heart at 
tack at his home 

He joined the company as a young 
man shortly after completing World 
War I service and had been sales man 
ger for 41 vears 


Harry J. Yoder, 
W. W. Conde Hardware 


Harry J. Yoder, 68, vice-president of 


W. W. Conde Hardware Co., Water 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws... cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


pubdate TOOL COMPANY 


illness. 7 “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


town, N. Y. died June 19 after a brief 








He was also vice-president of th 


Onondaga Hardware Co., Syracuse 144400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
a WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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Win Repeat Orders 


When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its Many superiorities make a regular 
customer for you. 

These units combine a tight seal with 
resistance to wear... quick action with 
ability to withstand repeated operation 

. and long life that has been demon- 
strated for more than 40 years. 

You can sell EVERLASTING Duplex 
Units in any desired combination of 
i gen. valve, angle valve and 
“Y” valve, and all units fully meet 
ASME code requirements. 

Write for catalog and price information. av 378 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. Jack Graham 


Flexible Steel Lacing 


Everlasting Valves germ 


TRADE MARK “EVERLASTING REG US PAT OFF . , . 
Flexible Steel Lacing Co 


per pointed Jack Graham of Toronto 
represent the company in the prov 


Sensational NEW features inces of Ontario and Quebec, Canada 


Except for five years in the Royal 
Canadian Air Force, Mr. Graham has 


FOSTORIA been employed since 1937 in the steel, 


foundry and mining industries. He is 
Ke C A L j T e 1 graduate engineer from the Univer 
sity of Toronto. 
The Perfect Lighting Tool 
for Machine Assembly 


Inspection 





Sommers Promoted 
By Noland Company 


John E. Sommers, a veteran of 25 

vears standing, is the new executive 

Directs vice-president of Noland Company, 
anone ote em 3” : Newport News, Va. He headed a list 
5 of new appointments announced re- 

Refiector—New bell ventilated shape with 5!» cently by Llovd U. Noland. J: presi 


orifice. Rotates 360°. Accommodates 100 watt A-21 
or R.40 nape, ~ a 48, R-40, RS-40. Available dent. 
with lens, if desirec " . ee 
Arm Joints New patented tension disc design M G. Smith, with the company 
Easy, smooth action with only one hand. Available since 1930. was named vice pre sident 
with |, 2 or 3 arms = - 

rt. 
Base—Universal for vertical or horizonal mount- ot operations; J. € Shumate of At 
ing. Also adaptable cto outlet boxes. Collet revolves lanta, vice president and direc tor, 
460 3 
Wiring—Medium screw porcelain socket. “T™ rated chairman of the executive committee, 
toggle switch. 8 ft — +¥wy insulated and 7. Pearson manager of the 
oil resistant wiring with molded plug ) 3 é : 
Finish—Gray baked enamel. Reflector interior, high Washington, | ( Arlington, Va., 
temperature White 





Exactly 
as Needed 


operation. 


WRITE f lete catalog of - ne 
models for every Sy Handling Show Planned 


Localite models for every indus- 
trial use. 


THE FOSTORIA PRESSED The Material Handling Institute has 
STEEL CORPORATION ; innounced that it will hold its Mate- 
a tor Light OM the Job rial Handling Show in 1956 in Cleve- 


Localites available through ) 
aenneEn compwowe — land. The dates are June 4 
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Long Island Firm 
Marks Tenth Year 


'his month Mid-Island Supply Co., 
Long Island City, N. Y., 
the tenth anniversary of its founding 
in a small store on Parsons Boulevard 
Jamaica, Long Island 

Now operating with a staff of 
the company started business in 1944 
as a partnership consisting of George 
reacy, Jr., his wife and Joseph 
rhe partnership continues 
'reacy as president and Mr 


is celebrating 


o 
pa | 


Brosch. 
with Mr 
Brosch as vice-president and sales 
manager 

Che firm soon outgrew its first quar 
ters and moved to larger ones on 
Jackson Ave., Long Island City. In 
1950, it moved to its present modern 
building on 39th Avenue 

Leading lines are Norton Co., 
Standard Pressed Steel Cx Cleve 
land ‘Twist Drill & Tool Co., Green 
held Tap & Die Co., Brown & Sharpe 
Mfg. Co., and Minnesota Mining & 
Mfg. Co. The management says that 
single-line distribution has 
merchandised as the firm’s 
policy. Last year, a new 
wheel department was 


be cn 
InajOor 
grinding 


organized 


South Central Manager 
Named by DeWalt 
DeWalt Inc. has 


mond C as district sales 
wer in Arkansas, southern Illinois, 
southwestern Kentucky, northern Mis 
sissippi, southeastern Missouri and 
lennessee, with headquarters in Mem 


ppointe d Ray 


Tones man 


phis 
Mr. Jones was recently a de 

ment manager at an Amarillo, ‘Texa 
department store. Before that he was 
with Sears Roebuck & Co ind Me nt 
gomery Ward & Co. He has als 
worked for an aircraft company as a 
fiver and for the Civil Aeronautics Au- 
thority 


Raymond C. Jones 


light-weight, 
heavy-duty 
No. 404 


Latest addition to Millers Falls famous line of 
portable electric grinders, the No. 404 weighs 


MILLERS FALLS 
GRINDERS 


only 91% Ibs., yet has a 5.5 amp. rating. It uses 
4” diameter wheels up to 1” wide and is de- 
signed for continuous heavy-duty service such 
as snagging castings, grinding welds, grinding 


off rivets, etc. Other models up to 6” with 
speed ranges from 3700 r.p.m. to 5500 r.p.m. 


FASTER 


MILLERS FALLS 
POLISHERS 


High-speed, 
high-powered 
No. 270 


This husky, recently-introduced Millers 
Falls Polisher has the extra power (a full 
5 amps.) and greater spindle speed (1900 
r.p.m.) needed for best results with the 
latest type cleaners and polishes that are 
proving so popular. It’s light, compact, 
pleasant to use — and it’s supplied with 
a deep, carpet-pile wool pad, the most 
effective polishing head ever developed. 


mitirrs Faus SANDERS 


4 


A beautifully engineered 7” unit, the 870 weighs 
only 72 Ilbs., but carries a full 5.5 amp. rating 
and can handle continuous operation. Its no-load 
speed of 4500 r.p.m. makes it perfect for driving 
the new laminated phenolic grinding wheels and 
discs as well as for fast sanding. Other models 


available up to 9”. 


MILLERS FALLS 
TOOLS 


SINCE 


1868 : 


She 2 Ve th of yperiorly 


Light, 
high-power 
No. 870 


Write for full particulars on the profit-possibilities offered 
by Millers Falls wide line of advanced-design grinders, 
polishers and sanders os well os the many other high- 
performance Millers Falls electric tools. 


MILLERS FALLS COMPANY, Dept. 1D-3, Greenfield, Mass. 
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May New Order Index Shows Second Drop 


























NEW ORDER INDEX 
INDUSTRIAL SUPPLIES 
AND MACHINERY 
JULY 1948 = 100 
(Temporarily discontinued 
from June '51 te July '52) 
aide PPP 

















Jeanetore, ~} \ 





LANTERNS 
& TORCHES 


DIETZ TUBULAR 
LANTERNS AMERICAN SUPPLY & MACHY. MFRS. ASSN. 
; PITTI TTT TT TTT TT MARIA MA 


1949 1950 1951 1952 1953 1954 














| FEDERAL RESERVE INDUSTRIAL 
PRODUCTION INDEX 
19471949 Average = 100 


I 





























A complete line of eco- 
nomical long burning 
Lerosene lanterns available 
with Ruby, Clear, Blue, 
Green Amber Globes. \ 
Dependable, rugged qual- d Ihe new order index for industrial 
eA ye by aa oldest supplies and machinery dropped in 
and largest manufacturer 

“ _ May for the second consecutive 


of Portable Light. ; 
month, the American Supply & Ma 
chinery Manufacturers Association 











orders received by Association mem 


bers selling through distributors. ‘The 
value of orders received during May 
1954 was almost 30 percent above the 
base month of July 1948 


[his compares favorably with the 


DIETZ-EMBURY 
“TRAFFIC-GARD" 
SAFETY LANTERN 


has reported 

Ihe May index figure 129.4 
I'he index had increased steadily from 
December 1953 until March of th: 


Was 


Federal Reserve Industrial Productoim 
Index which has 


uninter 
ruptedly since July 1953 and remains 
it 123 for the third utive 


declined 


COTISC 


‘“Magnified-Beam vear, when it reached a high of 141.5 
seen for great dis The 
tances. Wide, non-tip 
base. Long burning, 
economical. Stands 
rough usage. 


index measures the flow month 





Rockwell Opens Valve Testing Station 


“NIGHT WATCH" xr ' . 
SAFETY LANTERN 





A miniature beacon 

with new “Pencil 
Beam" — visible from 
any direction, near 
and far. Longest burn- 
ing—over 100 hours on 
a pint of kerosene. 


DIETZ HIGHWAY TORCHES 


Complete line of bomb and flat base, Dietz 
Blue threaded collar burner models, and 
Dietz-Embury Red c: 
Tops in rugged quality 


n lock burner models. 


‘ 


My 
wy K 


SINCE 
1840 


‘d Send for 
Descriptive folders 
|R.E. DIETZ COMPANY 
SYRACUSE 1, N.Y. An 


This large testing station built expressly for meters and valves was opened recently 
in Pittsburgh by Rockwell Mfg. Co. Picture shows pumps and testlines for various 
ls and chemicals 
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INSTANT SUPPLY! 


V-BELTS FLAT BELTS BELTING 
& 


A Coast-to-Coast Chain of Warehouses 


“U.S.” is really geared to deliver. You actually training and successful selling aids which in- 

can get immediate shipment—thanks to the clude catalogs and store displays. 

“U.S.” transcontinental chain of warehouses. Every item in the “U.S.” Line is famous for 

And the “U.S.” Line is complete, including durability and for economy in maintenance. 

sheaves. In addition, when you handle “U.S.” Every V-Belt has the unique Equa-Tensil Cord 

you get sales engineering assistance, valuable Section which distributes the pull so evenly 
among the cords that each carries its full share 
of the load. For more complete information 


MULTIPLE V-BELTS write to address below. 
F.H. P. BELTS « SHEAVES 
“U.S.” Research perfects it. 
FLAT BELTS AND BELTING “U.S.” Production builds it 
SPECIAL PURPOSE BELTS U.S. Industry depends on it. 


UNITED STATES RUBBER CO @P- ANT 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose + Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings + Tapes 


Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings « Conductive Rubber « Adhesives « Rol! Coverings « Mats and Matting 
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Firth Sterling Names 
Assistant Sales Head 


M. L. Backstrom, former chief en 
gineer of Firth Sterling Inc., has been 
promoted to assistant sales manager. 

W. E. Montgomery succeeds him 
in the chief engineer's post, with John 
Gabrenas as chief engineer. 

Mr. Backstrom, who spent six years 
with National Tube Co. in an engi- 
neering post, joined Firth Sterling in 
1948 as a sales engineer. 

He serves on the carbide standards 
committees of the American Society 
for Metals and the American Ord- 
nances Association. 


Name Carbide Engineer 
Firth Sterling has appointed James 
L. Zimmerman as a carbide service 


ANCHORING and DRILLING DEVICES engineer in the company’s Chicago 
district, with headquarters in Melrose 

a . Park, Ill. 
MDleways Spey ARF For the past two years Mr. Zimmer 


man has beenn estimating engincer for 


ne FA Oa aes) East Chicago Machine Tool Co. Be 
. : ; fore that he was with Edward Valves 


ARROFLUTE CARBIDE MASONRY DRILL 7 ~ | Inc. for seven years 


fy — een wx) Black & Decker 


LAG SCREW EXPANSION SHIELD TWO WING ‘ . 
SPRING-TYPE Names Vice-Presidents 


TOGGLE BOLT 
J. F. Spaulding, general sales man 


CS A ’ , 
eek AAS TUS vam) wer of The Black & Decker Mfg. Co 
A-C-E EXPANSION SHIELD has been elected vice-president-general 


“as SPRING HEAD sales manager. 


T T : 
STEEL TOGGLE BOLT R. G. Horner was named vice-pres! 
sa p dent-sales planning, and Adam Quick, 


DOUBLE EXPANSION SHIELD vice-president-production. 
Mr. Spaulding, who joined the com 


RIVETED HEAD Q? 
% 26 alesm< as B 
TOOGLE BOLT pany in 1926 as a salesman, was Buf 
falo branch manager before he became 
the general sales manager. In his new 


Sala semat, euieieenere , post, he will be responsible for the 

Ew . company’s sales activities in the United 
I. States and Canada, including 6 district 

; managers, 40 factory sales and service 


FOUR-POINT HAND STAR DRILL 





MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


= FOUR-POINT DRILL POINT 


SS 


LEAD SCREW ANCHOR TWIST DRILL POINT 


| 


RUBBERGRIP 


MAL-LEAD BOLT ANCHOR vas PORN Note 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio J. F. Spaulding 
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R. G. Horner 


branches, and distribution of company 
products throuogh various channels to 
the industrial, automotive and con 
sumer markets 

Mr. Horner joined the company in 
1917. He has been repairman, sales 
man, Chicago district sales manager 
nd lately, Central District sales man 
ger. He wil! now take charge of all 
sales planning and merchandising ac 
tivitics at the company’s ‘Towson, 


Md., headquarters 


Aids Students 
The Black & Decker Mfg. Co. has 


established two engineering scholar 
ships, one at Johns Hopkins Uni 
versity and one at Lehigh University 

(he scholarships will be admini 
tered by the universities. Recipient 
must be Maryland resident 


Parker Appliance 
Names Division Heads 


Parker Appliance Co. has appointed 
Scott A Rogers as manager of its Rub 
ber Products Division and Donald § 
Manning as Tube & Hose Fitting Di 
vision manager 

George \ 
Products head, h een a inte 

ontrol 1 ZCI An 

Walter man, former 

Pube & He itting manager, ha 
sumed a rCT1 post al 


Aircraft 


kort, for Rubber 


New Plant Opens 


Parker Appliance’s n 
Products ¢ plant in | 
now in full operation 
ials announced 

The plant three imes_ the 
manufacturing spac of former 
peration and twi is many produ 


yILC 
tion machines. Parker bought the 


company in 1950 


ae mn mel. 
CENTER-HOLE 


HYDRAULIC PULLER 


Pulling the Drawing Gear on a 
Paper Shearing Machine with the 
New OTC Hydraulic Puller. 


FOR TOUGH CUSTOMERS WITH TOUGH JOBS 


Sell your toughest customers easily with the new OTC 50 Ton Ram— 
Saves time, money—Eliminates broken parts—Pays for itself on a 
few jobs. 


The NEW Hydraulic Ram does jobs 75% faster—Eliminates torque 
and the danger of accidents. Completely portable—can be used any- 


where. With its attachments, the 50 ton puller can do hundreds of 


maintenance pulling jobs on all types of machinery. 

, , . —— write 
Designed with the famous CENTER-HOLE that al- oa 
lows fast, easy adjustment to the job—plus interchange FREE 
from push to pull or used as a production holding fix- Booklet 
and 30 ton rams. De- 

Booklet describes com: 
plete line and uses of 
OTC equipment. 


ture. Big brother to the 17% 
scribe it, show it, and you'll sell it. 


FEATURES: 


1. Calibrated Pressure Gauge 
2. Interchangeable Ram Heads 
3. Ram Travel of 3” 

4. Weighs only 45 Ibs. 

5. Remote Control Pump 

6. Six Foot Hi-Pressure Hose 

7 


. Hi-Pressure Quick Coupler 


COOL COMPANY 
OWATONNA, MINNESOTA 


OWATONNA T 
373 CEDAR ST. 
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Quality 
BOLTS ... NUTS 
RIVETS . SCREWS 


«+.@ century of 
progressinthe 
Fastening industry. 


For further information, 
write 160 Conal Street 


i2 


CLARK Bros Bott (p 


MILLDALE, CONN 





i | 
HARRIS surrty you 


with Copper, Monel-Nickel, Brass, 
Everdur, Aluminum, Stainless Stee! 


METAL FLOATS 


To Your Specifications 


is 


FLAT 


COLUMN CYLINDRICAL BALL 


@ Made of copper, plain steel, copper 
ploted steel, stainless steel, aluminum, 
bross, monel, pure nickel, Admiralty and 
Everdur, or any suitable metal for open 
tank and all pressures. 

® Seamless copper ball floats carried in 
stock in diameters of 3", 4", 5", 6", 7”, 
8”, 10” and 12” for open tanks ond pres- 
sures of 25, 50, 100 and 150 Ib. Floats in 
special sizes and pressures— 

MADE TO ORDER. Stainless steel boll 
floats larger than 12” diameter can be 
made up specially. 


Write for Metal Float Catalog. 
ARTHUR HARRIS COMPANY 


Dept. ID 
212 N. Aberdeen St., Chicago 7, Ill. 
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Hucksters Announce Constitutional Changes 


John F. Gandian, Armstrong 


President 


Co., presided at the recent 


Bros. ‘Tool 


monthly meeting of the Chicago Hucksters, during which changes in the organiza 


tion’s constitution were announced to the 


Revisions in the constitution of the 
Hucksters, Industrial Manufacturers’ 
Representatives Club of Chicago, wer 
announced at a recent regular meeting 
of the group held at the Svithoid Sing 
ing Club 

Initial statement of the 
constitution re-emphasized the purpos« 
of the Hucksters 
club, operating under the laws of the 
State of Illinois, 
facilitate and promote fraternity anc 
the mutual welfare of its members 

Nc \\ 


election 


mended 
a non-proht soci ] 


ind reanized te 
] 


provisions were incorporated 


ot officers 
rangement of 


for demo 
crat 
the active participation of every mem 
ber in ictivitv bi 
means of a committce system. ‘Th 
setting of a new date for the start of 
the fiscal vear, adds six months to the 
tenure of the present officers 

In addition, the 
group's annual golf outing, to be held 
September 15 at the Elmhurst Coun 
try Club, were completed 


pure 1\ 


} 


meetings; and 


organizational 


arrangements for 


group 


Kaiser Aluminum 
Names Executive 


Kaiser Aluminum & Chemical Sales, 
Inc., has appointed Scott S. Walker 
is manager, distributors, in charge of 
aluminum products. 

With the company since 1950, he 
has been a Chicago district salesman 
ind assistant manager in the distrib 
utor sales department 

He succeeds R. G. Welch, who re 
signed to become executive secretar\ 
of the American Stcel Warehouse A 
sociation 


Heads Advertising Group 
x I 


C. Leonard Shaw, publicity man 
ager of Norton Co., 
vice-chairman of the Council on Ad 
vertfsing Clubs and a vice-president 


of the Advertising Federation of Am¢ 


has been clected 


Wal 


Allmetal Screw Products Opens New Plant 


annive ided 
den City 


sith —- tern 


Company s rsary com 
headquarters in Gar 
nen hot : 


AUGUST, 1954 


Long Island 


with completion of its new manufacturing 


More than 1,800 attended a series of 


Dp on grounds 








TO HELP YOU 
REDUCE 
SELLING COSTS 


Every pisrriputoR who has compiled his own 
catalog in the old-fashioned, home-made way will 
recall the nightmare ol toiling for months. The 


endless correspondenc Cc with manufac turers. The 


compiling and revising of copy. The collecting of 


pictures. The reading of proofs. The checking of 


lists. The making of indexes. 


This distributor may represent hundreds of 


manufacturers. And he always finds some who are 
about to change design or prices just as he ts try- 
ing to close the catalog for the press. Or some new 
products are about to be offered that “surely 
should be included in the catalog.’ He realizes he 
is not working with something set and fixed, but 
in an industry in a constant state of expansion 
and change. He has to catch things on the fly. 

To lift this load from the distributor’s shoulders 


the Donnelley Catalog Compiling Department 


came into be ing over fifty years ago. 


It has required the investment of hundreds of 


thousands of dollars and vears of constant stucly 
to develop the intricate, smooth-running organiZa- 
tion that is required to produce the Donnelley 
Quality catalogs of today. Such an organization 


could not be duplicated in a year OI two nor 


YOUR 


without a very considerable investment, not to 
mention the experience and know-how that cash 
alone cannot buy. 

It is possible lor distributor to outline his 
whole selection of goods in a few days under the 
Donnelley Unit Selection System. And thereafter the 
building of his catalog goes forward with so little 
demand on his own time that he can safely and 
comfortably forget the handling of endless details 
of catalog compiling. He is free to concentrate on 
his primary money-making function. 

The difference between the cheapest possible 
“makeshift” catalog, with the poorest service on 
one hand—and the very best to be had, on the 
other hand—represents but a small percent of the 
distributor’s cost of selling. Too much of his suc- 
cess 1s at stake to gamble on anything less than the 
most efhcient “selling tool” he can buy. 

There are still further ways in which the uN- 
DIVIDED RESPONSIBILITY of Donnelley’s Catalog 
Compiling Service can bring you savings in your 
selling costs. We'll be glad to tell you about them 
it any ime—without, of course, the slightest obli- 


gation on your part. Just drop us a line—or give 


a call, 


THE LAKESIDE PRESS 


R.R. DONNELLEY G&G SONS COMPANY 
CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16. Phone, CAlumet 5-2121 


PRINTERS BINDERS ENGRAVERS LITHOGRAPHERS 
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Tool Engineers Plan 


FOR A Western Exposition 


bre Wier Ihe American Society of Tool Engi 
FULL MEASURE ore neers will hold its first Western exposi 
; oot tion next vear in Los Angeles. 
OF CUSTOMER err n “ive, Sponsored by 17 far-Western chap 
l ~. . ~~ 4 ters of the AS.1 i , it is scheduled rol 
#20 March 14-8 in Los Angeles’ Shrinc 
SATISFACTION s Auditorium and Exposition Hall. It 
1 will differ from the society’s regula 
Heo, 4 national shows only in that it will be 
tailored to the interests of Western 
When you handle the famous alts, "Be » Con pon industry, A.S.T.E. officials said 
ode Moly: (‘he show will run concurrently with 


Rawlplug Line you can FULLY Mt ai “sae the 1955 annual meeting of the 
meet every anchoring need of es fo jet ciety. Five-day all-industry manutfa 
turing and tooling conferences will b« 


. ?, 
your customers with j Sree a held under the joint sponsorship of 
other technical societies and trade 


. ° ia , . 
lower installation costs and [Minar eaenny ta, peel 
on8 ig, "9g" F. g Ss. 
positive, permanent hold- as Pred Wer AS.T.E. officers said the growth o 
Grin,” Cap! Western industry and the society's 


ing power. That means ? Western chapters led to demand for a 


Los Angeles show. The society has 


more satisfied custom- he 
w . Pro, 6,000 new members west of the Missis 


ers—which means more sippi, they said, and twice as many 
chapters in the region as in 1949 


be 
sales and more stead- ne se rin Ming ar 
i tinui d Pte $e sights, New Officers Elected 
y continuing an “75 ia 
: New officers of the A.S.T.E., re 


growing business. cently elected for 1954-55, are: presi 
THE dent, J. P. Crosby, Lapointe Machin« 
Tool Co.; first vice-president, Dr. H. B 


Osborn, Jr., Ohic Crankshaft Co.; sec 


LINE OF ond vice-president, H. C. McMillen, 
RAWL PRODUCTS Philco Corp.; third vice-president, 
H. E. Collins, Hughes Tool Co.:; 

treasurer, R. C. W. Peterson, Peterson 

Engineering Co.; secretary, Wayne 

Ewing, Arrowsmith Tool & Die Co., 

assistant secretary-treasurer, H. D 


Best for Sales Long, Scully-Jones & Co. 
because Page Steel & Wire 


Names Product Head 


Best for Service Page Steel & Wire Division, Ameri 


; i“ can Chain & Cable Co., has appointed 
Remember, there is nothing “just} |: B. Brant as product manager of its 


as good” as Rawl products. Imita- 
tions develop faults . . . that’s 
mighty expensive for your customers 
and not so good for you, either. So 
recommend the genuine original 
Rawiplug Line, time-tested and 
service proven, for a full measure 
of customer satisfaction. 


\+ 


PAARL RO td | 


271 Church St., New York 13, N.Y. 


E. B. Brant 
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Featured in the September Sales Guide Issue 


ZAZA 


/ STEPS TO SUCCESSFUL SELLING 


A McGRAW-HILL| PUBLICATION @ 


330 West 42nd Street, New York 36, New York 


Industrial Distribution 
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FITS BOTH 
BIT BRACES 
ELECTRIC DRILLS 


CUT OFF HERE 


2-Way “Hex” Shank 
fits both Bit Brace and 
Electric Drill Chucks 


IRWIN 
“HEX SHANK 
WOOD BITS 


Use new Irwin Two- 
Way “Hex” Shank 
wood bits in Bit 
Brace. Remove and 
use in Electric Drill. 
‘‘Hex’’ Shank fits 
both — perfectly! No 
wobble, no runoff. 
Users can speed-up 
work on the job— 
reduce replacement 
stock and handling 
by 50%. Sizes 4/16” 
to 17/16”. Write The 
Irwin Auger Bit Co., 
Wilmington, Ohio 
for complete 

details and 

prices today. 


HEX SHANK 
WOOD BITS 


HIGH-OPEE 


with Procunier Tapping Equipment 








A real sales 
stimulant 


MORE POWER PULLER 


@ The adaptability of this sturdy, light- 
weight unit to so many jobs in so many 
types of business provide distributors’ 
salesmen with any number of op- 
portunities for selling More Power 
Pullers. 
A typical example is that of a 
contractor who lined up 24 
More Power Pullers and low- 
ered an assembled pipe line 
section into position under 
woter, cross.ng a river 
without any joint leaks. 
This method eliminated 
draining the river and 
saved both time and 
costs. 


The More Power Puller is a strong, durable tool 
for heavy duty use. It gives you power when 
and where you wont it. It is operated by one 
man and requires no electrical or fuel connec 
tions 

it comes equipped with 20, 30 or 

0 feet of cable 

List Price $22.75 to $33.80 F.O.B. Factory 

Distributor and Dealer Openings 

Write, Wire or Phone 


WYETH-SCOTT CO. 


Newark, Ohio 


The 





PRODUCTION 
TAPPING 





| SENSITIVE] | ACCURATE| | DEPENDABLE| 





On accelerated production runs or for inter 
mittent tapping Procunier tapping heads 
have consistently provided better service, 
longer life, faster, more dependable tapping 
with cleaner, sharper threads and fewer 
broken taps. Here are a few “reasons why’: 
Extremely sensitive friction clutch automatic 
ally regulates driving pressure and practical 
ly eliminates tap breakage; strain and wear 
are minimized through special gear reversing 
mechanism; chuck spindle support at both 
ends assures true operating, avoids tap wob 
ble; lightweight aluminum housing provides 
greater strength and rigidity, simple one shot 
lubrication, heat treated gears, PLUS many 
other exclusive features. 


UNIVERSAL 
TAPPING 
MACHINE 


with new “hi-beoy” lubricating 
pump Permits deeper cuts with 
oreater ease tap in tougher 
harder metals with less tap break - 
age Special foot pedal mecha- 
nism affords uniform pressure on 
every hole independent of operator 


Send for circular giving more complete details 
on the complete line of Procunier Tapping 
equipment 


‘ EXCLUSIVE 
TRU-GRIP 
TAP HOLDER 


is lighter, smatier in di- 
ameter Permits easier 
tapping close to walls 
or shoulders. Eliminates 
chewed tap shanks 





Procunier 


2atitg 
‘ 


stety titit ( gti? 


12-16 S. Clinton St., Dept. 8, Chicago 6, III 
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Be J. Cassidy 


ACCO Aluminized Wire & Wire 
Products. 

With the division 38 
Brant has been Pittsburgh district sales 
manager since 1947. Before that he 
was with the division’s general sales 
office and in 1945 opened a Page sales 


ofhce in Detroit. 


years, Mr 


Opens Houston Office 


Page Steel & Wire Division has 
opened a new district office in Hous 
ton, ‘Texas, covering Oklahoma, Ar 
kansas and Louisiana west of the Mis 
sissippi in addition to all of ‘Texas 
except the six westernmost counties. 

J. J. Cassidy, former sales repre 
sentative for the division in the South 
western territory, has been named dis- 
trict manager. The office will be at 630 
McFarland St. 


National Carbon 
Names Executives 


William H. Feathers has been ap- 
pointed vice-president and _ general 
manager of industrial products of Na 


H. Feathers 


William 





tional Carbon Co., division « — 
: the best 


Carbide & Carbon Corp 
Walter A. Steiner has been named F : “ 
vice-president in charge of develo) = : 3 dvice 
ment, and Arthur C. Brvan, vice-p 
dent and gencral manager of consun : y ") TT r 


products 


Mr. Feathers joined the company in , >} , Cc 0 T] n t e r 


1937 and held successive plant super 





visory and other production posts. He 
has been assistant to the vice-president } 3 
in charge of production since 1952 : 
Mr. Steiner, with the firm sin C a 1] 
1924, was product manager, indu —- 
products, from 1944 until 1953, when 
he became general product manag 
Mr. Brvan has been with the co 
pany in various sales posts since 1935 
He started as an industrial salesman I 
Chicago, was later New York district a , . ARMSTRONG - 
manager, assistant division sales man . BRIDGEPORT 
ager in Cleveland, and Kansas Cit | . 
division head. In 1949 he became gen 
eral sales manager of the compan 


; 


ind in 1952, vice-president in charge 








A COMPLETE LINE FOR 


EVERY JOB REQUIREMENT 


Due to his close daily contact with the trade, PIPE 
CUTTERS 


your counter man knows pretty 

accurately what tools and equipment are 

“tops"’ in the field. Ask him about 

Capewell Pipe Tools. He'll tell you that 

Capewell tools are preferred by a 

Matthew J. Delehaunty growing number of pipe fitters . . . for 


thei j i 
eir rugged strength, design convenience, arenes 


U. S. Rubber Names 
THREADERS 


aia : and long life dependability. 
Division Sales Head 9 4 y 


Capewell offers a complete line for — 
Matthew J D. lehaunti 
ippointed manager of commod 


for the mechanical goods division pipe and tubing, bolts and rods. 


United States Rubber Co. Forme: 
con dell . er THE CAPEWELL MANUFACTURING CO. 


manager of industrial sales, h 
combine the functions of both off 62 Governor Street, Hartford 2, Connecticut 


in his new post 
Mir ieliieensts takes over a post SOLD ONLY THROUGH DISTRIBUTORS scasen 


threading, cutting, reaming, and holding 


1+ 


left vacant bv the death of Harry M 
lrecker. In the rubber business since - 
1911 and with U.S. Rubber saat fs 


1922, he became a mechani 


DROPHEAD 


salesman in 1937. In 1949 

Pittsburgh branch manager 

vear, manager of industrial 

will be responsible for over-all sak 

convevor belting, hose, timing belts —_ 
packings, matting, tank lining REAMERS WRENCHES 
various other products of the divi 
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WOPDOP atemavoees 


help you profit from the big 
swing to aluminum indus- 
trial ladders and staging! 


Easier to sell because they're 
built of tough, tempered 
aircraft quality aluminum, 
Werner Alumiladders are 
half the weight of wood .. . 
so light they can be handled 
easily by only one man! Yet 
so strong they'll stand up 
for years in even toughest 
service! Werner Alumi- 
ladders won't crack or rust. 
Non-sparking. Can be steri- 
lized for use in food plants. 
Realistic prices... value 
you'll proudly recommend 
to your customers! And 
each sale gives you three 
times the profit! Complete 
line of single ladders, ex- 
tensions, platform ladders 
and stepladders. Write to- 
day for catalog and full 
information. 





Extro strength at point of 
greotes! stress is gained by 
patented Werner reinforced 
double-swaged rung con- 
struction. Exceeds 4600 inch- 
Ibs. torque test. Here's real 
strength plus dependobility! 


WERNER ALUMINUM SWING STAGE 


R. D. WERNER CO., INC., Dept. 127 
Seles Office: 295 Fifth Ave., New York 16, N.Y. 


JAW-HEAD 


Kenneth D. Davis 


Elastic Stop Nut 
Names Regional Heads 


Elastic Stop Nut Corp. of America 
has appointed two new regional man 
wers in the Midwest 

Kenneth D. Davis, former district 
manager at Chicago, will supervise the 
territory including § Illinois, lowa, 
Nebraska, Indiana and Kentucky 
Walter H. Riley will manage the re 


gion including Michigan, Wisconsin i" u 
ind Minnesota 

With the company since 1945, Mr. The hoct cott 
Davis was manager of ES-nail sales 
from 1948 to 1951. Mr. Rilev, who 
joined the company in 1951 as a sales ammor your 


engineer, became district manager of 


the Minnesota-Wisconsin territory the ] 
following vear money Can lly: 


Jack Richards succeeds Mr. Davis 

as Chicago district manager. The new 

Wisconsin sales area manager is Rob Tough, resilient water 

ert E. Jones buffiaio faces 
of power with 
tion for delic 
finishes. Fa 
replaced, 
Safety-Fl 
you non-slix 
goes better 
RAWHIDE Jaw 


; 
for yourself 


CHANGE FACES 
IN SECONDS 


Available from leading in- 

dustrial suppliers. Also 

: C/R Rawhide mallets and 

, a... Rawhide mauls. For further 
Walter H. Riley information write Dept. 22. 





Rockwell Names Engineer 


Rockwell Mfg. Co. has appointed cnicaco (rawhide Vitehael 


Thomas C. Again as chief engineer of 1301 Elston Ave., Chicago 22, Il. 
its new Meter & Valve Division plant In Canada: Super Oil Seal Mtg. Co., Lid., 
at Sulphur Springs, ‘Texas. Hamilton, Ontario 
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American Pulley 
Names District Heads 


‘he American Pulley Co. has ap 
pointed four new district managers 

Daniel T. Murphy now manages the 
New York area; Reid S. Cordier, the 
Great Lakes territory; Henry F. Adams 
Seattle; and Oliver L. Bennett, At 
lanta 

Harry W. Gordon, former 
manager, has been appointed power 
the < 
plant 


} 
x ittic 


enginecr at 


Ave 


transmission 
pany’s Wissahickon 
Philadelphia. 

Mr. Murphy has been active in th 
transmission field 
Rensselaer Polvtechnic 
Cordier, a ‘Temple Un 
has worked in mate 
since colleg M 


Universiti 


powe! since gradu 
iting from 
Institute. Mr 
versitv graduate, 
rials handling 
Adams graduated from the 
ind has been engaged 
Mr. Bennett 
graduate, has b 
Southeast 


~t Oregon 
sales engineering 
Clemson College 


working in sales in the 





Fred Schuchman 


Homestead Valve 
Names Executive 


Homestead Valve Mfg. Co. has ap 
pointed Fred Schuchman as assistant 
general sales manager for all division 
of the company 

He was formerh 
the firms Hypressure Jenny Division 


idd US Rubber 


sales manager 


Armstrong Cork Names 
Branch Assistant 


Armstrong Corl 
Walter T. Col 
manager of its 

He has 
(,reen\ lle 
pDani\ ll 
+1 


In ! 


lubricated for life feature 


[IFE-LUBE 


nere’s why, Mr. Distributor— 


The Swartwout Company has for some time now 
specified Wood's Life-Lube ball bearing pillow 
blocks for use on the fan wheel shaft of their 
Airlift centrifugal fan roof ventilators. These 
ventilators, installed in out-of-the-way roof loca- 
tions, require that maintenance be kept to an 
absolute minimum. That's where the Life-Lube 
bearings come in. Life-Lube needs no periodic 
lubrication maintenance because they're perma- 
nently lubricated at the factory with the proper 
amount and right kind of lubricant. A Neoprene 
synthetic seal bonded to a steel core retains the 
lubricant for life and keeps it always fresh and 
clean. No maintenance or bearing service sched- 
ules are ever needed with Life-Lube. 


¥all bearings are MRC Std. 200 series with wide 
inner ring, deep ball race groove, close curva- 
ture type providing maximum load-carrying ca- 
pacity; with no sacrifice of radial space for shaft 
adaptor sleeve. 


Completely self-aligning, principal dimensions 
are such that these bearing units are interchange- 
able with most manufactured pillow blocks. Nor- 
mally carried in stock from 4” to 2 15/16”. Start 
your customers’ maintenance program off right. 
Sell them Wood's Life-Lube Bearings. 


SONS CO., CHAMBERSBURG, 


Branches: Cambridge, Mass., Newark, N. J., Dallas, Tex., Cleveland 
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THIS AD SALESMAN 
IS ON THE JOB 
WORKING FOR YOU! 


Crosby LOAD-RATED Blocks rate 
high in sales power because they 
are backed by a _ hard-hitting 
national advertising capaign, plus 
a year around direct mail promo- 
tion, telling your customers every- 
where to specify Crosby Blocks. 


Cash ir on this growing demand 
by asking for your order of 
individually-packaged Crosby 
LOAD-RATED Blocks on every call. 


Industry’s “First Choice” For Safety 


Coad Fel | 


Crosby Products 
Division 
American Hoist & Derrick Co. 


St. Paul 1, Minnesota 
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For safety on the job, the 
working capacity of each 
block is embossed on the 
side plates. 


William Crouch 


Barnes Appoints 
Sales Engineers 
W. O. Barnes Co. has named Wil 


liam Crouch to its sales engineering 
staff in the Detroit area and John 
Schaub to handle sales in Western 
Pennsvivania, New York and West 
Virginia 

Mr. Crouch has been in industrial 
sales for several vears in the St. Louis 
area with Clipper Mfg. Co. and later 
with Heller Bros. 

Formerly with National Gypsum 
Co. and U.S. Safetv Service Co., M1 
Schaub has been calling on industry in 
the area for several years. He attended 
Dusquesne University and the Uni 
versity of Pittsburgh. 


John Schaub 


To Sell for Durkee-Atwood 


Durkee-Atwood Co. has appointed 
the following firms to distribute the 
company's V-belts exclusively in thei 
respective areas: Alabama Machinern 
& Supply Co., Dothan, Ala.; Bearing 
Associates, Inc., Oakland, Calif.; Con 
tractors Equipment & Supph Cx 
Huntington, W. Va.; and Cutting 
ham Bearing Co., Longview, Texas 





Buffalo Bolt Names 
General Sales Manager 


Buffalo Bolt Co., division of Buffal 
Eclipse Corp., has appointed Clat 
ence E.. Zettel general sales manager 
with headquarters at North ‘Tona 
wanda, N. Y. 

Formerly district manager at Ch 
cago, Mr. Zettel has been with the 
company 28 years, mostly in territorial 
sales work and district managers’ posts 
He succeeds Colman Curtiss, J: 
has joined The S. M. Jones Co 
falo-Eclipse Division in Toledo 

Clifford A. Mesler succeeds 
Zettel as Chicago manager. He 
been assistant district head ther« 
the past 10 vears and with the 
pany 27 vears 





Robert H. Clare 


Standard Pressed Steel 
Assigns Representative 

Robert H. Clare, former head of 
the Scientific Gage Co. in Detroit, ha 
been assigned by Standard Pressed 
Steel Co. to its 11]-state West Coast 
sales territory 

From headquarters at the 
pany's E] Segundo, Calif., offices, he 
will cover a territory including Cali 
fornia, Arizona, Colorado, Idaho, Mon 
tana, Nevadas New’ Mexico, Oregon 
Utah, Washington, Wyoming, Brit 
ish Columbia, and the city of E] Pas 
l exas. 


A World War II Army Force pilot 


who was shot down in Switzerland and 


later escaped through France 
joined the Clarke-Siviter Co., St. Pet 
ersburg, Fla., wholesale hardware firm 
in 1945 and later became its 
manager and vice-president. In 195] 
he founded his own busine 

tific Gage Co., in Detroit. Tv 

later he dissolved. this_firm 

came a manufacturers represen 
ind then public relations dir 

the California Department 

culture 


"22S we 








oa? “BSRSSR88 88. “884 = "eRe eee 


“DYNAMITE 


ARMORED-INSULATED 


STEAM HOSE 


STYLE 801. The hose to recommend for long, reliable service wherever 
steam is used at pressures up to 150 lbs., especially if severe external 
wear is a factor. Tube is compounded to resist high temperature charring 
and the swelling action of hot water, and is insulated and protected by 
a lining of woven asbestos. This asbestos lining has full-length steel wire 
spiral to guard against buckling or collapsing. Multiple-ply duck carcass 
is surrounded by two-layer armor of braided galvanized steel wire. 
Further strength and protection is provided by outer full-length spiral of 
half-round galvanized steel wire. Sizes 42” to 3”. 


“SUPER-DYNAMITE™ 


STYLE 800. For steam services involving severe external and/or internal 
heat. Same general construction as Style 801, but with additional layer 
of asbestos between carcass and braided metal cover. 


“IMPERIAL DYNAMITE” 


STYLE 803. For steam pressures to 200 Ibs. and temperatures to 400° F, 
High-tensile braided wire carcass adds great strength and burst-resistance. 
Same braided wire cover and outer spiral as other “Dynamite” construc- 
tions. 


“MULCONROY Siard.... WHERE OTHERS 
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GREATER PROFITS 
CLIPPER 


Constant Consumer Demand 
/ No Factory Sales to Users 
‘Nationally Advertised 
/ Firm Resale Price Policy 
/ Highest Uniform Quality 


& 


3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS 





Here is the complete line of 
precision regulating equipment. 
Give your customers the benefit of 
better control and longer service 
life by furnishing them Davis 
equipment. No matter what you 
require in sizes, types or metal 
specifications, Davis can furnish it 
—and on good delivery schedule. 
Make Davis your headquarters for 
precision regulators and allied 
equipment. 


@ RELIEF VALVES 
© FLOAT BOXES 


© SOLENOID VALVES 

© WON-RETURN VALVES 
© DIAPHRAGM VALVES 

© STOP & CHECK VALVES 


2544 S. WASHTENAW AVENUE 


196 


@ BACK PRESSURE VALVES 
© MOTOR OPERATED VALVES \ | 


for complete catalogs ~ 
and information on Davis’ 


1. PROVEN QUALITY 
2. COMPLETE LINE 
3. PROMPT DELIVERY 











=. 


r tt 















PRESSURE 
REGULATORS 





VALVES 











CHICAGO, ILLINOIS 
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J. E. M. Wilson 


| Sales Vice-President 


Named by Jeffrey 


The Jeffrey Mfg. Co. has elected 
J. E. M. Wilson, former vice-presidént 
and manager of its Mining Division, 
as vice-president of sales. 

A. R. Anderson was named gen 
eral manager of sales, Mining Divi 
sion; Lincoln Kilbourne, general man- 
ager of sales, Conveyor Division, and 
J. B. McNaughton, general sales man 
ager, Special Products 


Charles C. Lewis 
Names Sales Head 

Jack Clark, formerly manager of 
East Hartford branch of The 


Charles C. Lewis Company of Spring 
field, Mass., has been appointed sales 


manager of the company. 


Frank Harbison, formerly sales man 
ager of Charles C. Lewis, left the 
company to assume duties as manager 
of operations, Warehouse Division, 
Jones & Laughlin Steel Corp., Pitts- 


| burgh. 








BUSY TAKING ORDERS at Peterson 


Hardware Co.. Seattle, is 


salesman 


Wholesale 


Victor Eng, inside 





Gardner-Denver 
Names Sales Manager 


Gardner-Denver Co. has appointed 
George W. Gutekunst, former dis 
trict manager in Los Angeles, as gen 
eral sales manager 

Charles M. George, one-time man 
ager of industrial sales, has been 
named assistant to the president, G 
V. Leece. J. W. Gardner has been 
named administrative assistant. B. P 
Spann was elected vice-president 

Mr. Gutekunst succeeds Mr. Leec« 
in the post he vacated to become presi 
dent. He joined the company’s sales 
force in 1937 and transferred to Los 
Angeles in 1947 

Mr. George, who joined the com 
pany 25 years ago, became assistant 
manager of industrial sales in 1943 
and five vears later head of that divi 
sion. In 1950 he was named sales ad 
munistrator. 

Mr. Gardner, with the company 
since 1947, has been with the Los 
Angeles sales force and more recenth 
in various engineering Capacitics 

Mr. Spann was in charge of advertis 
ing before he became personnel di 
rector eight vears ago 





N. J. Connor 


Babcock & Wilcox Names 
New York District Head 


N. J. Connor has been appointed 
manager of the New York district of 
fice of The Babcock & Wilcox Ci 
succeeding H. E. Martin, who has r 
signed, to become president of Meta 
& Thermit Corp 

Mr. Connor joined Babcock & Wil 


cox in 1928 after engineering training | 


at Brooklyn Tech. He at one tim 
worked for the New York City sul 
way-clevated system, mot DO 
department. Lately he h 

sistant manager of the Bab 


Wilcox New York district 


INDUSTRIAL 
WORKBENCH TOP 


by... 
ROCK ISLAND 
MILLWORK 
COMPANY 


te 30% HARDER THAN MAPLE %& MUCH LOWER IN COST 
%& SMOOTH, SPLINTER PROOF ¥%& CORE OF KILN-DRIED PINE 
% WON'T CHIP OR WARP ‘PRACTICALLY NON-INFLAMMABLE 


%& BONDED WITH WATER RESISTANT GLUE %& WILL NOT PEEL 


fer...NEW WORK BENCHES 
fer...REPLACEMENT BENCHES 


INDUSTRIAL DISTRIBUTOR: 
ShopTop and CrafTop resist 
acid, alkali, oil, and grease. 
Special solid core construction Let us send you full information about 
provides @ built-in impact this revolutionary new work bench top. 


ShopTop and CrafTop 


Sold only through Selected Industrial Distributors 

Complete support includes monthly ads in the six lead- 

ing shop magazines illustrated below over 250,000 
circulation 


SALESMEN’S HELPS 


Colorful circulars, imprinted mailing pieces, catalog 
sheets, price lists, sample tops—for a complete program. 
Write today while territories ore still open 


RiMco) ROCK ISLAND MILLWORK COMPANY 


wena RESINWOOD DIVISION 
ESTABLISHED 1868 ROCK ISLAND 2, ILLINOIS 
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ndustrial Hose and 
Reusable fittings 


by 


Flex-O-Tube industrial hose and reusable fittings are 
backed by more than twenty-five years of hose coupling 
experience. They are manufactured to rigid Flex-O-Tube 
standards of highest quality. 

@ Flex-O-Tube industrial hose and reusable fittings are 
used in all industries for a wide variety of applications 
. . « fuel, oil, hydraulics, pneumatics, LP Gas and re- 
frigerants. 

@ Complete range of hose types and sizes for low, 
medium and high pressure applications with easy-to- 
assemble fittings. 


We will welcome the opportunity to 
discuss the Flex-O-Tube industrial dis- 
tribution program with reliable supply 
and engineering specialty houses. 


Registered Trade Mark 


Kl 


MERIDAN 


nose 





> 
we OF CORP. 


* DiviSsSton 


q 
= te 
* ¢ 
————— 


e " 
» >) ame 2535 JIM DALY ROAD se 





INKSTER, MICHIGAN 





Flex-O-Tube Co. (Canada), Ltd., Windsor, Ontario 


INDUSTRIAL DISTRIBUTION © AUGUST, 1954 


THEODORE H. PYLE, who recently 
marked 25th year as sales representative 
with The Lunkenheimer Co., 
revisions of firm’s catalog which he 
helped compile 


goes over 





United States Rubber 
Names Division Head 


Chester J. Noonan, vice-president 
of United States Rubber Co., has been 
appointed to the newly created post 
of executive general manager of the 
company’s footwear and general prod- 
ucts and mechanical goods divisions 

Mr. Noonan has been vice-presi- 
dent and general manager of footwear 
and general products since 1953. He 
started with the company in 1919, 
working successively as a salesman in 
Butte, Mont.; footwear sales manager 
in Salt Lake City and Los Angeles; 
Pacific Coast manager, and managet 
of clothing and coated fabric sales. In 
1943 he became general sales manager 
of the footwear and general products 
division and in 1950, assistant gen 
eral manager. 





CHECKING SPEC of wire rope on 
the display board is Charles L. Isaacson, 
president, L. G. Isaacson Co., Aber 
deen, Wash., distributor 





Now... 


You can produce MORE for LESS with 
“ONE STOP” TOOLING SERVICE 


Profit, today, must come from 
production . . . with overhead, 
sales, labor, and material costs at 
constant or increasing high levels. 
The need to produce more prod- 
uct for the same money or the 
same volume of product for less 


money makes fooling the key to 
profit! 

Only Firth Sterling can serve 
you so completely in solving the 
tooling problems that enable you 
to make production profits . . . for 
these six convincing reasons: 


UNBIASED RECOMMENDATIONS Because Firth Sterling makes both 
steel and carbide tooling materials, you get completely unbiased 
recommendations. The exactly right tools or tooling materials will be 
matched to your production needs, resulting in better, faster, cheaper 
production. 


UNLIMITED SELECTION Only Firth Sterling offers so many grades. 
styles and sizes of both steels and carbides from one source of supply 
... 16 High Speed Steels, $3 Tool and Die Steels, 6 High Temperature 
Alloys, 12 Tungsten Carbides embracing standard tools and tips, 
toolholders and inserts, dies, perforators, and “specials” plus Chromium 
Carbides, Stainless Specialties, Titanium Carbide Cermets, Firth Heavy 
Metal, and Zirconium! 


EFFECTIVE NATIONAL DISTRIBUTION Three plants, 4 warehouses, 11 
branch offices and 135 distributors strategically located in the manu- 
facturing centers of the country assure readily accessible supply sources 
for all your tooling needs. 


CONSTANT RESEARCH Continuing full-scale research with emphasis 
on product improvement, specialty steels, carbides, new metals and 
new methods assures you years-ahead tooling procedures when you 
make Firth Sterling your one-stop source of supply. 


PACKAGED TOOL LINE The most complete line of packaged tools 
available comes in standard quantities, easy to handle, stock, identify 
and inventory . . . in both steel and carbide. 


ONE SOURCE MAKES SENSE Yes, only Firth Sterling can so adequately 
provide one-stop, one-source-of-supply tooling service with its assur- 
ance of unbiased recommendations, simplified lower-cost ordering .. . 
resulting in better, faster, cheaper production. It makes sense, doesn't 
it? Ask Firth Sterling to analyze your tooling problems . . . to produce 


more for less. 


Firth Sterling 


—iInc— 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


we F ICES AND WAREHOUSES": BIRMINGHAM CHICAGO* CLEVELAND DAYTON DETROIT* HARTFORD* 
HOUSTON LOS ANGELES* NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD, WJ. 


PRODUCTS OF FIRTH STERLING METALLURGY 


» Sintered Tungsten Cartide 
Furth Heavy Metal 

Chromium Carbides 

High Temperature Cermet 


High Speed Stee! 

Tool and Die Steel 
Stainiess Specialtie 
High Temperature Alloys 


Zuconwm 
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300# FORGED STEEL 


UNIONS 


This U.L. Label 
Guarantees Quality 


@ Brass or integral 
steel seat 


@ Sizes 1" thru 2” 
ALL forged steel 


@ Smaller sizes 
machined from 
solid bar 


@ Close tolerance 


@ Meets all Federal 
specifications 


Available from stock in sizes 
YY," through 2”, 300% steam 
or 20002 cold water, oil or 
gas, non-shock. 


PLUS Capitol’s package 


extra 
protection and 
easier handling 
at no extra 
cost means 


EXTRA PROFIT 


order all your 
fitting requirements from 


CAPITOL 


COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


INDUSTRIAL DISTRIBUTION 


Wisconsin Group Entertains Distributors 


* 


Head table at recent Mid-Western distributors’ meeting included C. Morgan Curtis 


Western Iron Stores Co.; I 
Green, Central-States Industrial 
Schlafer Supply Co., Appleton 


Indiana, Wisconsin, 


Minnesota and Illinois distributor: 


Hotel in Milwaukee for luncheon sponsor 


lia} 
club 


meeting, a paper describing th« 
W cstern lron Stores, was re id 


Minneapolis distributors as 
well as the Board of Directors of the 
Central States Industrial Distributors 
Association were recent guests of the 
Wisconsin Club’s regular monthly 
meeting in Milwaukee. 

More than thirty distributors at 
tended the noon luncheon, preceded 
by a board meeting held in Western 
Iron Stores Co. Howard F. St 
George, Shadbolt & Boyd Co., Mil 
waukee; Sam Clark, Samuel Harris & 
Co., Chicago; and Charles EF. Curtis, 
Western Iron Stores Co., Milwaukee, 
spoke on the origins of local distribu 
tor groups 


Five 


To Handle Reid Lines 


Brothers Co. has appointed 
Gross Machinery Co., ‘Toronto, to 
handle its surface grinders 


Re id 


* AUGUST, 1954 


t 


formation 


P. Russon, Vonnegut Hardware Co., Indianapolis; Ann 
Distributors 


Association; and Karl M. Haugen 


gathered at the Schroeder 
sconsin Group During 
Charles FE. Curti 


d bv the W 


vritten hy 





Holt Machinery 
Names President 

William K. Holt Machinery Co. has 
named Howard R. Murphy as presi 
dent and general manager, succeeding 
William K. Holt, now chairman of th« 
board. 

D. L. Kneer was named vice-presi 
dent and treasurer; B. D. Holt, vic« 
president in charge of advertising, sales 
promotion and ind Holt 
Atherton, vice-president in charge of 
sales and parts 


SCTVICC; 


Plant Manager Named 


Russell, Burdsall & Ward Bolt 
Nut Co. has ippointed William 
Hoofstitler as manager of its Ro 


Falls, Ill., plant, succeeding Foster 
Pike, who has retired 








Because of @, 


Operating Conditions: On this hot 
roll mill the open miter drive gears 
are subjected to extreme heat, a 
cascade of hot water, and scale 
which drops off the steel in the 


rolling process. 


Lubricating Conditions: Before using 
Keystone + 29 Grease, the mainte- 
nance crew had to shut down this 
roll every hour for 5 minutes and 
apply a heated gear lube. Then 
they tried Keystone + 29X Light, 


Mr. Distributor: Here’s another report on savings and 


rroduction resulting from the use of a Keystone 


the cartridged open gear grease. 


Results: The mill now runs 8 hours 
between applications, and even then 
the gears do not need additional 
grease; but a small amount is added 
at that time which marks the begin- 


ning of a new shift. 


Benefits: The gears last longer; the 
mill saves 35 minutes of application 
time per shift; lubricant and labor 


are reduced; and the mill gains 7 


-oeThis Mill Rolls Out Seven More Tons Per Day 


tons per day in steel production by 
not having to make those 7 extra five 


minute stops for gear lubrication. 


This roll runs 21 consecutive shifts 
per week, yet a case of 50 cartridges 
of #29 lasts for about 6 weeks. 


For better lubrication, for infor- 
mation or service, contact your 
nearest Keystone Distributor. 
KEYSTONE LUBRICATING COMPANY, 
21st and Lippincott Sts., Phila. 32, 


Pa. Est. 1884. 


We urge you to utilize this and 


wed 


1 Lubricant 
e histories: tell the Keystone story every chance py 9 


SPECIALIZED 
LUBRICANTS 


for it’s lubricant performance such as this 
win new customers and keep them sold. 
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Te HARRY A. BURDORF, Lunkenheimer's Vice-President in Charge of Sales, 
describes his company's remarkably successful “Coordinated Promotion” 
program. In this campaign, all Lunkenheimer advertising, publicity, and 
sales promotion is tied in as closely as possible with the sales effort of the 
distributor salesman. To achieve this end, overall program is divided into 
smaller campaigns, each pushing the sale of one Lunkenheimer product 
or line. 

Bronze Valve program, as an example, went like this. Program started 
with a “Salesgram"” to Lunkenheimer representatives, giving them advance 
briefing on campaign, so they can coordinate their efforts with distributor's. 


PROMOTION PROG pel 


{ 





ss = 
-> -— > = 
LUN KENHEIMER 


t ne (ffeat wame w Vatves 


4 ~ LUNKENHEIMER INDUSTRIAL ADVERTISING is designed to complete the 
package by giving distributor salesman the strongest possible sales sup- 
port. As Mr. Burdorf says, “In 1954, through our continuous, unbroken 
advertising campaign, we intend to make sure that more valve buyers 


realize that Lunkenheimer Valves not only give them quality, but quality 
at rock-bottom costs.” 
Naturally, Lunkenheimer's sales and advertising executives spend 


plenty of time insuring that advertising appears in magazines that really 
do a job of reaching known buyers of importance. 


FACTORY... 


MANAGEMENT AND MAINTENANCE 








2. MAILING TO DISTRIBUTOR MANAGERS, next step, gave od- 
vance notice of sales literature to each manager of a distribu- 
tor organization handling Lunkenheimer products. Included 
was copy of a suggested soles letter for distributor to meil, 
on his own stationery, to presell customers and prospects 
on quality advantages of Lunkenheimer Bronze Valves. 
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3. DISTRIBUTOR SALESMAN MAILING went out next. This mailing featured 
the ingenious “Pocket Flip Chart” designed for salesmon’s use as on 
on-the-job selling tool, enables him to give two-minute sales presentation 
with pocket folder. 

Also enclosed was a 4-page bulletin, briefing salesmen on product 


leagtbos service lite features and selling advantages of Lunkenheimer Valves. 
= *@ teeetensinse 
$208 SORT Catt vaives 


rhoce problems! 








5S. FOR 34 YEARS, Lunkenheimer has used FACTORY 

to tell its quality story to Plant Operating Men. Mr. 

Burdorf says, “Steady, aggressive advertising in FACTORY 

fits in closely with our policy of selling valve benefits. 

Through FACTORY, customers know that the cost of 

moe even soonss Lunkenheimer Valves gets smaller with each passing 

SELL ttf year.” 

1 ; How do customers know? Because the men in the ' ne rv se , 
plant read — and rely — on FACTORY for real job help. FOLLOWERSHIP? 
That's why Lunkenheimer distributors are getting power- 

ful sales help from FACTORY . . . are you, on the product 

lines you handle? 

















LEADERSHIP 


Mi Past 100 


volume for you on every product line you handle. Ask for sales support that includes regular advertising in FACTORY 





A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 





HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES |! 














to 2”. 


f ia Standard & Double) 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
\ 6000-Ib. sizes at 








ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 








Ib. service. 








(matt & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 


oo only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 

With screwed or 


socket weld ends. 
3000-Ib. and 8000-Ib. 














WRITE FOR CATALOG !1 


Showing the complete Catawissa line of 


Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 


300 MILL ST. - CATAWISSA, PA. 
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R. F. Edgar 


Warner Electric Brake 
Names Chicago Manager 

R. F. Edgar has been named to 
head the new regional Chicago offices 
of Warner Electric Brake & Clutch 
Co, 

With the company since 1947, he 
will supervise sales and service in the 
entire Chicago metropolitan area, Nor 
man K. Anderson, general sales man 
ager, announced 

Che Chicago office handles both the 
industrial and automotive lines of the 
firm. The newly created region for 
which it is headquarters includes of 
fices in Milwaukee, St. Paul, Denver, 
Kansas City, St. Louis, and Beloit, 
W 1S. 

Its address will be 6429 West North 
Ave 


Joins Reliance Staff 
Merlyn EF 


sales engineering staff of 
Electric & Engineering Co. 


Reliance 


THE TRADE CALLS 
for 


DYKEM | 
STEEL BLUE 


Stories 


Dies and \Sy 
Templates 


~ package 8-oz. can fitted with 

Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lowis 6, Mo. 





Schlenker has joined the 








FINAL TOUCHES to hoist display 


occupy Robert J. Towne, of Towne 
Equipment Co., Spokane, Wash 


No Tool Holder 
GRIPS like a 


“Clark 


Adjustable Vee Block 
Grip 
Full Length Tool 
Contact 
Powerful Clamping = « One Holder Handles 
Force Many Bit Sizes 
¢No Harmonic Vibration Carbide Models Also 
© No Chatter Accommodate Boring 
eGrips Round, Square, Bars 
Rectangular and Cut- = Tilted Head Improves 
Off Too! Bits Vision 
SPECIFICATIONS 
Specify Right or Left Hand Offset! 





FOR CARBIDES 
(No Rake) Model P60} P61 P62 





FOR HIGH SPEED 
STEEL (15° Rake)| Model 60} 61 62 





TOOL CAPACITY to to to 


SIZE 0 1 2 
1/8” 3/16” | 1/4” 

















5/16” 3/8” | 1/2 
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Order from your dealer— Ask for Clark! 


ROBERT H. CLARK COMPANY 
9330 Sente Monica Bivd., Beverly Hills, Colif 








~ 
> 
"*eene~ --" 


Kenneth V. Lutz 
All-State Welding 
Names Sales Manager 

All-State Welding Allovs ( 


= 
Fa 
'PP inted Kenneth V. Lutz A Cc OMBINATION oO F 


cS manage! 


cral § ad 
Recently general field n ¢ r Ke +’ 

vas before that regional manas tor 

eleven We tern states | ntil h nes rpeenences 

All-State vcars 10, he wor rol 


Weldet 
Soe 


Upson-Walton Names AS TO YOUR PARTICULAR REQUIREMENTS 


1X 


Sales Representative 


The Upson-Walton Co. -** OURS as ro How To MEET THEM 


n Michigan with hea We, in effect, become a part of your organization when your 
catalog production is placed in our hands. Each catalog job is 
considered from all angles. In that respect, your experience is 
valuable to us—and to yourself in the final catalog results. in 


all of the important factors—design, layout, composition, printing, 





and binding—our wide experience combines with yours. 


Our experts have had long contact with distributor catalog 
needs. These men work with you in full cooperation. Nothing 
is overlooked to assure a hard-hitting, sales-producing catalog. 
Don’t guess—make it a Cuneo catalog. Get workmanship, quality, 


and appearance that pays off. 


Write, wire or phone 
BRoadway 6-5340 
Catalog Division. 





239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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You can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don’t 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking on the job. Practically 
all che big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and the 

Recalibrator™ coo! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information 


MARSH INSTRUMENT CO. 
Sales offilicte of Jas. P. Marsh Corporation 
DEPT. C., SKOKIE, ILL 


wi . 


ator that has 


alibr , 
Rec Mot Finishing 


a govd 
. i- 

adjustme” 
ative govge 


GAUGES * VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


Watching demonstration at Monesson, Pa., plant are executives of American Chain 


& Cable Co. and sales managers of its Page Steel & Wire Division 


plant tours took two days 


Sessions and 





To Sell Dypral Lines 

Dynamic 
has named the following firms to han 
dle its Dypral Safety Coolant: S. W 
Anderson Co., Forest 
Beemer Engineering Co., 
Svracuse, Rochester Philadelphia; 
Prentiss Cleaves, San Diego; H. D 
Geisler Co., Dayton; Walter J. Green 
leaf Co., Pittsburgh; Hodgson-Geisler 
Products Co, Detroit; S. Imrishak, 
Bridgeport, Conn.; Industrial Abrasive 
& Supply Co., Cleveland; R. H. John 
son, Seattle: M. H. Miller Co., Salt 
Lake City; Aviation Service Supply 
Co., Denver; Premmco, Inc., Los An 
gcles: and Russell E.. Smith, Needham, 
Mass 


EXPERIMENTAL ROOM where cus 
tomers can bring abrasive and grinding 
s feature at Mosher Indus 

Supply (¢ Chico} Mass 
Partners John H. Ciccolo and Richard 
G. Mosher check present equipment 
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Industrial Products, Inc.. 


Park, IIL; 
Buftalo, 


Named by Stanley 


Che Stanley Works has appointed 
Edward C. Benfield to do fulltime 
publicity, under Richard C. Edwards, 
director of merchandising. Mr. Ben 
field has been with the firm’s advertis 


ing department since 1950 














SOLD THRU DISTRIBUTORS 
For ALL SODERING—WELDING— 
BRAZING PROBLEMS 


* Sodering Paste — Sodering Sticks ©¢ Sodering 
Oli « Sodering Flux «¢ Stainiess Steel Polish 
* Sodering Liquids « Sodering Syrup «+ Sodering 
Acid ¢ Solid Sal Ammonia «+ Send for Free 
Sodering Chart which shows melting point of all 
soders 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 




















TYPING INVOICES is part of Mrs 
Margaret Jahn’s job at Washington 
Belting & Rubber Co., Seattl 





Westinghouse Names 
Lamp Regional Head 


George B. Mackey has been named 
Pacific Coast regional manager for the 
Westinghouse Lamp Division su 
ceeding W. H. Thompson, appointed 
assistant general sales manager of th« 
division 

Mr. Mackey will direct sales in 1 
Western states, Hawaii and Alaska 

Mr. Thompson will continu 
make his headquarters in San Frat 
cisco but will devote his full time t 
sales activities throughout th oun 
tri 

Mr. Mackey joined Westinghous 
is a lamp salesman in Philadelphia in 
1922 and later became Philadelphi 
branch manager. His next post wa 
syndicate manager at Lamp Division 
headquarters in Bloomfield, N. J. In 
1938 he became manager of the 
Southwestern region at St. Li 
After World War II service 


air for ofhcer, he became manage 


; 


of miniature lamp sales and in 
was named Atlantic regional man 
Mr. Thompson joined the 
pany's Electric Appliance Division 
1937 and transferred to Lamp Diy 
sion sales in 1941. He was later 
sistant manager of the Central Reg 
ind became Pacific Coast manage 


1942 





POP-LESS CHAMPAGNE 


The French are up in arms over a 
new type of nylon cork used in cham 
pagne bottles, reports Food Engineer- 
ing, McGraw-Hill publication. The 
new corks, it seems, fail to “pop” 
when they are pulled 











the “CHICAGO” line 
of threaded products 
is a good line to follow 


: : A re 5) 


\ 


4 





iii ee 
iit 


ee eae oe 


* Less sales resistance becauvse— 
"Chicago" Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 
Threaded Products assemble faster with less “on the job" trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 


It’s just plain good judgement to recognize that “‘Chicago’’ Threaded 
Products offer you a better line to follow “all down the line’’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago’’ Threaded Products, write for samples 
and full details today. 


story of the “Chicago” complete line of 
threaded products. Ask for your copy 
today. 





é This new 36 page catalog tells the whole 


All “Chicago” Screw Products come 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 
greater savings of time in your stock- 
rooms 


HIGHLIGHTS OF THE ‘CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

« Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

*« Anti-corrosive ‘‘Chicago”’ stainless steel and brass fasteners 

in a large range of sizes and styles 
available for immediate shipment. 


Se CHICAGO ae ee | 


i444) Mae) 12:1, be 2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


SAFETY PLUS” Socket Set Screws, alloy and stainless «© Socket Head Cap Screws, alloy and stainless, Flat Head, alloy 
* Socket Head Stripper Bolts « Socket Pipe Plugs * Square Head Dog Point Set Screws « Socket Keys and Key Kits « 

CHICAGO” Hexagon Head Cap Screws, bright, heat treated, stainiess and brass « Square Head and Headless Set Screws 
Fillister and Flat Head Cap Screws « Milled Stee! Studs « Hexagon Nuts, steel and brass « Castle Nuts « Taper Pins 
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viewed so that the management re- 
: sponsible for these activities could 
OLL COU dp Dotton, (LH th know the actual expenditure-budgeted 
es figure picture. 
However, the report states, nu 
34 - R | G stk @ | | merous nucontrollable factors influ 
encing the results obtained from 
a se VESPA order-getting effort precludes the estab 
lishment of standard costs to measure 
performance of employees responsible 
for order-getting functions. 


Order-Filling Can Be Budgeted 


It is possible to budget order-filling 
costs on the basis of volume in much 
the same way that manufacturing cost 
budgets are based on volume produc 
tion. Since transportation, warehous- 
ing and marketing clerical operations 
are largely repetitive and are pet 
formed under conditions over which 
management has a substantial degree 
of control, standards and flexible 
budgets are the principal accounting 
tools used to aid contro! of order-fill 


ing costs 


Sales Deductions Controllable 


, : Research on sales deductions re 
That » whee B-Righe-On - : vealed that in most companies mana 
distributors are saying, proof gerial policies establish conditions 
that Brighton's fair play policy under which deductions are allow 
is giving distributors extra able and _ subsequent ontrol _ is 
profit, creating extra customer maintained principally by requiring 
good will, Here are the three a responsible individual to approve 
important parts of Brighton's specihc transactions and b: reporting 
distributor program: deductions by kind and cause for 

periodic review. 
Entitled “Cost Control for Market- 
PRODUCT —Consistent bigh quality ing Operations,” advance summaries 
to win the approval of men on both ‘ of the NACA report are available 
the assembly and the buying line! P from NACA headquarters, 505 Park 


PROMOTION — Persistent advertis- Ave., New York City. 


ing supports the distributors, re- 
minds users they can count on their 
Brighton distributor! 
as rails Ly Anchor Rubber Co. 


POLICY —B-Right-On's business is Plans Expansion 


based on selling through the dis- 
tributor, backing up bis salesmen 
with factory experts, and bis stock 
with centrally located factory re- 
serves! 


Anchor Rubber Co., Dayton, Ohio, 
has started construction on a $150,- 
000 expansion project at its East 
(hird Street headquarters. 

[t will include a new 12,500 sq. ft 


Think shout ic for a moment, i building, to allow for expansion ind 
consolidation of the 22-year old firm’s 


you are considering a line of socket 
, , operations. A new truck loading facil 
screws, you owe it to yourself to get 
) ~@. ity will be built in the rear 
complete details. Write for the 
B-Right-On Distributor Profit Plan. 


James W. Weirich Joins 

Johnson Tool & Supply 
James W. Weirich has joined John- 

son Tool & Supply, Inc., Des Moines, 


. is a sales engineer. 
The BRIGHTON Mr. Weirich, who was formerly 


with Globe Machinery & Supply Co., 


SCREW & MANUFACTURING Co. Sona ‘han 

: ae : z : as had more than five years expe 

1827 Reading Road Cincinnati 2, Ohio _ Y rience in he plusbing, heating and 
—— 


industrial field 
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Aids 


Pump sales sometimes bog down on 
questions that seem more technical 
than they actually are. 

The experience of several pump sales- 
men for Goulds distributors suggests a 
simple, three-step procedure that may 
improve your profit record on pump 
sales. 


San Sh ves Ist step—Find out all the details your 


: . prospect’s pumping problem involves: 

Named by Speco, Inc. what he’s going to pump, how fast, 

Industrial Division Head rea from where to where, under what 

Speco, Inc., has appointed Ch —s conditions, ; : 

R. Voracek as sales manager of it Asking questions shows an interest 

industrial division in his problem that no prospect will 
With the company as director « resent—and it answers the unknowns 

sales promotion for the past four years, that make you shy away from pump 

Mr. Voracek had previously been with : problems. 

Patterson-Sargent Co. and The B. | 


Goodrich Co 2nd step —Check the appropriate 


Goulds bulletins and manuals for what 
Staff P : - you need to know to help your customer 
Sta romotions : select the pump that matches his need. 


Made by Flexonic , 
y Flex ¥ Then, if you're still uncertain as to 


Flexonics Corp. has announced two ae whether you’ve made the best selec- 
promotions in its headquarter il tion, write or phone your nearest 
staff - Goulds branch office. They'll be glad 

Harvey Wilson, office sales super ee. - to help you in any way they can... 


S ) ‘ ‘ < yivi . -~ ‘ ‘ . " 
visor of the Expansion Joints Divi - bulletins— prices—deliveries—and 


sion, has been appointed a field sales 
engineer. Walter Keipper of the sales 
ofhce staff succeeds Mr. Wilson in his 


former post 


any other pertinent information. 





SOMETHING ABOUT LATHES is 

explained by R. P. Doyle, general man cis Ses 

ager, to Jim McCollough, salesman, at S Ma ee eae : > oe 
Buckner-Weatherby Machinery Co., ATLANTA + BOSTON + CHICAGO + HOUSTON + NEW YORK + PHILADELPHIA 
Seattle PITTSBURGH + TULSA 
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New! 


MARINE MODEL 


Luc- ALL 
WINCH - HOIST 


it's rust-resistant 
It's corrosion-resistant 





Just what the hoist buyer 
has been wanting—e fruly rust- 
resistant and corrosion-resis- 
tant winch-hoist. The new Lug 


ANODIZED 
ALUMINUM 
ALLOY 


NEW WAREHOUSE of Grayson- 
List & Co., Secaucus, N. J., is roomy 
and neat. Al Kleit, inside sales, squares 
away small tools department 





Industrial Hardware & Tool 
Now “Mill Hardware & Tool” 


Industrial Hardware & Tool Co., 
Brooklyn, N. Y., has incorporated and 
changed its name to Mill Hardware & 
lool Corp. 

Al Klass is president of the firm, 
with Morris M. Churgin vice-president 
and Larry L. Dulberg secretary and 
treasurer. The company is located at 
20 Skillman Ave 

Mr. Dulberg was formerly sales man- 
ager of M.S. Berkoff Co. 


Denison Starts New Division 


The Denison Engineering Co. has 
Aircraft Products Di 
Shaw as head 
is director of 


organized a new 
vision with Edwin I 


and Roland N. Crossley 


sale Ss 





All “Marine Models” have 
special appeal for ship owners, OWLY 
mine operators, chemical 8% 
plants, too. POUNDS 

Sales-wise, the LUG-ALL 
line is @ honey—Lug-Alls do 
so many lifting, lowering, pull 
ing, stretching jobs, some com 
panies are using more than one 
hundred units! 


LOW COST TOR 


TON 

The Lug-All Hea CAPRESTY 
Model (23000 H 

544.00 with standard hooks, $46.25 
with safety latch hooks. Five other 
models, from $33.25 to $49.25, en- 
able you to satisfy the EXACT re. 
quirements of more hoist buyers 


LIBERAL DISCOUNTS TO QUALIFIED 
DISTRIBUTORS 


1¥2 TON CAPACITY 


Lifts, lowers, pulls or stretches up to 144 tons. 
Works easily around corners, and other obstruc- 
tions. Unskilled workers pick up the use of a 
Lug-All on sight. Saves work of five men on 
double pulley rope-biock. Guaranteed for one 
year. 





STAINLESS 
STEEL 
AIRCRAFT 
CABLE 


Duty Marine 
) retails at 
Oiled-For-Life 
BEARINGS 
_ THROUGHOUT 











Write for information about our distributor policy. 


THE LUG-ALL COMPANY 
WYNNEWOOD, 11, PENNA. 
TS eS TT 
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LITERATURE of a manufac- 
attention from two Pelican 
Supply Co. men in Shreveport, La 
Thev are J. Johnson, sales manager, and 
Charles Griffin, purchasing agent 


NEW 
turer gets 


* AUGUST, 1954 


your customer 
deserves the 


VERY BEST 


supply him with 


KECKLEY 


PRESSURE 
REGULATORS 


If you haven't handled KECKLEY control 
equipment, you'll want to find out why so 
many distributors rely on the top-notch 
regulators and excellent service they get 
from KECKLEY. You, like many others 
who place their customer's interest first, 
will find the best way to satisfy is to 
supply the best-—KECKLEY 


GET THE WHOLE 
KECKLEY STORY 
IN OUR NEW 
BULLETIN 54C 


O. C. KECKLEY CO. 


Fal 09caes 
ai 


¥CJ//7 we Le 5 





Frederic L. Rowe 


American Chain Names 
District Sales Head 


The American Chain Division of 
American Chain & Cable Co. has ap 
pointed Frederic L. Rowe as district 
sales manager of the Chicago territory, 
succeeding E. J. Flood who is on 
leave of absence 

Mr. Rowe has been district man 
wer in San Francisco since 195] 
With the company since 1927, he 
before that representative in Chicag 


Richardson Scale 
Moves Atlanta Branch 


Richardson Scale Co. has moved its 
Atlanta branch office to 423 Grant 
Building. E. C. Mott continu 
branch manager 

The company has assigned the 
ritory of Arkansas, Louisiana, Mi 
sippi and western ‘Tennessee to its 
new office in Memphis h 
vere formerly covered from Atlanta 


Cs¢ irecas 





TIME FOR COFFEE and 
Theresa Thomasee and Mr 
Bovi re right on hand in t 


of Weaks Supply 


7a Strength 


with 
Economy 


HARGRAVE 


Super-Junior 
Clamps 


Seven 
Convenient 


Sizes 


Forged Steel 
Heat Treated 


This new line is the answer to a growing 
need for MORE STRENGTH, LONGER 
LIFE and greater value for the money 
invested. They are rapidly becoming the 
favorite clamps of industrial users 
everywhere. 


Forged steel, heat-treated frames make 
SUPER-JUNIOR Clamps much stronger 
than pressed steel clamps, malleable, 
aluminum and other cast clamps on the 
market. They are much more economical 
to use on practically all classes of work. 


Seven Convenient Sizes 


Especially suitable for jig and pattern 
work, gluing, welding and aircraft con- 
struction. Specify SUPER-JUNIOR 
Clamps and eliminate the loss of valuable 
shop time due to small clamp failure. 
“They're built to take it!” 


Hargrave Clamps, Punches, Chisels, 
Masonry Drills are stocked and distributed 
by your Local Industrial Supply Distributor. 


The Cincinnati Tool Co. 
4032 Montgomery Rd., Cincinnati 12, Ohio 


Ask your supplier for a copy of the 
complete Hargrave Catalog on Tested Tools 
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Another 
HARGRAVE 
Sales 
Message— 
to your 
Customers 

in User 
Magazines 
Another 
HARGRAVE 
Sales Help— 
To 

assure you 
dependable, 
profitable 
repeat sales. 
Another 
HARGRAVE 
Sales Help— 
A 

complete line 
for every 
need in 
industry. 
Another 
HARGRAVE 
Sales Help— 
Sales 
meetings 

for your 
Sales 
personnel 


Another 
HARGRAVE 
Sales Help— 
Easy to use 
Catalogs, 
Bulletins, 
etc., plus 
nationally 
known name. 
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Actual cross-section - ~ 
diagram shows how 

cold forming of Blue 
Devil socket head 





SOLD ONLY THROUGH AUTHORIZED 


212 


ee ee FLAT HEAD CAP SCREWS 


fiber continuity 


BLUE DEVIL 
SOCKET SCREW PRODUCTS 


When you sell Blue Devil Socket Screw Products. Se 


you can always be sure of better manufacture, 
SOCKET 


STRIPPER BOLTS 


better performance, maximum all-round satisfac- 
tion. The Blue Devil line is a complete one, too, 
which is another good reason for saying that . . . 
whatever your customers’ socket screw needs. help a 


yourself (and them) to quality with Blue Devil a 
SOCKET 
SET SCREWS 


Socket Screw Products! 
SOCKET CAP SCREWS : 
SOCKET PIPE PLUGS 


6500 AVONDALE AVENUE © CHICAGO 31, ILLINOIS 
INDUSTRIAL DISTRIBUTORS 


SOCKET SCREWS EXCLUSIVELY! 
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4 NEW DISPLAY at Oliver H. Van 
Horn Co., Shreveport, La., is in 
spected by J. Wilbur Jones, manager 
and E. R. Moore, purchasing agent 





Materials Handling 
Shows Rising Trend 


Materials handling equipment sales 
show a rising trend for the first quar- 
ter of 1954, though shipments for the 
quarter were below those of the last 
quarter of 1953, according to the 
Material Handling Institute 

The Institute’s index is based on 
the 30-month period from January, 
1948, to June, 1950. It includes 1¢ 


ports from manufacturers of fork-lift 


trucks, conveyors, strapping, hoists, 
cranes, monorail, pallets, tote boxes, 
containers, casters and other wheeled 
equipment for industrial materials 
handling. 

The index for average shipments 
for the first three months this vear is 
173. For the fourth quarter, 1953, it 


792 
Was £25. 





SALES RECORDS are under study at 
Allied Tool & Abrasive Supply Co., 
Los Angeles, by Leonard E. Berg- 
hauser, president, and W. L. Robert 
son, secretary. 





=. 


CHECKING AN ORDER received at 
Pacific Abrasive Supply Co., Los An 
les, are D. E. Bruington and Norman 


ve 
gc 


he rkildse n 


Selling and Finance 
Bother Small Firms Most 


Small firms consider selling and 
financial management their two tough 
est problems, according to results of a 
recent survev of 355 small businesses 
by the Smal] Business Administration. 

The survey was made to decide what 
subjects should be included in S.B.A.’s 
management extension courses for 
management of small firms. The 
courses are CO sponsored by educational 
institutions and local business and 
civic groups. 

Included in the survey were 128 re 
tailers, 113 manufacturers, 63 service 
establishments, 27 wholesalers and 24 
construction firms, located in all sec 
tions of the country. 

In addition to selling and finance, 
other problems in which managers ex 
pressed principal interest were human 
relations, taxation, procurement, con- 
trols (inventory, cost records, etc 
production, buying, research, and ware 
housing and storage. 

Among retail firms, salesmanship 
was listed as the number one problem, 
with financing second. The manufac 
turing firms listed financing first and 
sale 5 second 

Those who listed selling first re 
ported that the problem of customer 
credit and increasing competition was 
causing some concern. Some reports 
that the buving public is more pri 
conscious than formerly, preferring 
competitive merchandise rather than 
that of top quality. The consensus was 
that selling techniques have appar 
ently not kept pace with the general 
increase in business, and there 
need for more ability in demonstrat 


} 


ing, counseling and closing sales 
Working Capital Short 


Managements that stressed financial 


36-A Series—Double 40-A Series—Double 41-A_ Series— Structural 
Ball Race Swivel Caster Ball Race Structural Steel Stee! Stationary Caster 
Swivel Caster 


23-A Series—Double 14-A Series—Tongve 
Ball Race Swivel Caster Swivel Caster 


1-A Series—Stationary 3-A Series—Single Ball Dual Wheel Swivel 
Caster Race Swivel Caster Caster 


Industrial distributors know... 


that for dependability, economy and trouble-free materials 
handling you just can’t beat Bond Casters. 

Yes... your customer’s best buy is Bond and he'll 
appreciate your help in selecting the right Bond Casters 
for his jobs. Write for your copy of the information-packed 
Bond Catalog K-38. 
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TIME © MANPOWER 


MACHINERY © MONEY 











with o CLEMENTS -CADILLAC 


Save your equipment. Remove 
dirt, dust, grit, filings from every 
erack and crevice before they 
damage your machinery, de 


crease its efficiency. You'll 


ececr™” 


Ask your mill supply portabtt 

dealer for a demonstra- Suction Cleaner 

tion, or write us for Blower ‘ 
bination ” 

information. Com mOders, WLUSTRA 


reduce repairs, 
replacement, 


down-time. 





TEC 


mave IN 








HERE'S MORE INFORMATION 
TO HELP YOU UNDERSTAND YOUR 


PUMPING PROBLEMS 


DETERMINATION OF THE REQUIRED HORSERO 
j 


VIKING pume a. =o8 


4 


we commit! ¥" 
ms rem EASY STEPS 


courant, Colas Tall, eee 


“Selecting the Correct Viking Pump in Ten Easy Steps,” is a ten- 
page booklet designed to help engineers in choosing the right 
Viking Pump for each application. This folder is free upon request. 


If you would like to have one or 
more copies, write today for Bulletin 
TS-6MM. 


VIKING PUM compan 
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problems reported that while business 
was generally profitable, the cost of 
machinery, materials and inventory 
and the need for expanding operations 
has used up profits, leaving many firms 
short of cash and working capital. The 
expressed need is for long-term financ 
ing at reasonable interest rates. Many 
managers claimed their firms would be 
in a better competitive position if they 
had sufficient financing to replace their 
machinery with more modern equip- 
ment. 


Booklet Describes Staff Work 


How to use an executive staff effec- 
tively in small business is the subject 
of a new booklet, ““The Small Manu- 
facturer and His Specialized Staff,” 
published recently as part of the 
S.B.A.’s Management Series. While 
directed toward manufacturers, the 
booklet points out that staff problems 
are common to all businesses where 
the size of the staff is limited and the 
chief executive has little time to think 
and plan due to the pressures of opera- 
tions. 

The authors point out that the 
number and type of assistants needed 
in a small firm depends on condition 
and size of the business. But, “in 
general, it may be said that so long as 
the owner is so busy that he has no 
time to enjoy his business he needs 
staff assistants to relieve him of the 
pressure of routine work.” 


Fairbanks, Morse 
Names Executive 


Fairbanks, Morse & Co. has ap 
pointed R. H. Morse III as assistant 
to the vice-president in charge of sales 

Mr. Morse has been general man- 
ager of the company’s Beloit plant 
for the past two years. He joined the 
company eight vears igo after service 


in the Navy 





A REPORT on office activities is given 
to John Swanson, president of Amer- 
can Supply Co., Alexandria, La., by 
his secretary, Mrs. Hazel Schmolke 





Better Accounting Urged 
to Control Sales Costs 


Though accounting tools for con- 
trolling a large portion of marketing 
costs are available, few companies in 
any field utilize these tools ettectively, 
the National Association of Cost Ac- 
countants concludes in a recent study. 

In interviewing 42 firms, the 
NACA research staff discovered that 
the characteristics of marketing activi 
ties and the needs which marketing 
management have for cost informa- 
tion must first be understood before 
iccounting controls can be success 
fully applied to marketing costs 


Budget Is Main Tool 


rhe principal accounting tool used 
by management for controlling costs 
is the periodic budget, the researchers 
found. Standard costs are also used 
to advantage in the control of mat 
keting costs. Control after the fact 
is applied where necessary in orde! 
to bring costs back into line with 
planned goals when significant var 
ances arrive. For this purpose, the 
report states, current actual costs may 
be compared with budgeted costs, 
standard costs, actual costs of prio1 
periods, actual costs from other com 
parable units of the same company, 
ind composite figures for the industry 
where these are available 

Part of the report discusses pat 
ticularly the application of accounting 
controls to costs of specific marketing 
functions, each dealing with a par- 
ticular category of marketing costs, 
such as order getting costs (advertis 
ing, sales promotion and selling) and 
order filling costs (warehousing, trans 
portation and marketing clerical fun 


tions 


Order-Getting Done in Steps 


In studying order-getting costs, 1 
irchers found that companies inte 
iewed first established practical ol 
jectives to be accomplished during 
the approaching budget period, such 
is the introduction of new products, 
ichievement of specified sales in 
crease, or maintenance of sal lume 

igainst competition 
The next step was to formulate 
ordinate plan for using advertising 
media, sales promotion and sales cov 


erage to arrive at the desired 


Subsequent control through a cor 
parison of current expenditures with 
budgeted expenditures seems t 
sure that expenditures are made 
that they follow the plan embo 
in the budget. Detailed record 
expenditures and commitments fot 
vertising and _ sales 
maintained by the 


Nror 
?! 


COLYMBIAN Hydraulic Vises 
speed up production 


eH J 
: ) "free both of 


\ operator's hands 


ERE is a modern vise ... designed for today’s high speed 
operations. 

Its use enables operators to employ both hands to handle and 
position work. 

Vise is controlled by two simple foot pedals — one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power siroke. 

Vise closing speed is %" per pump stroke. Jaws close without 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P.S.I. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COLYMBIAN 


UY Ub0 rwe columbian Vise & Mfg. Co. 
‘. CLEVELAND 4, OHIO 


SLEDGE-TESTED 





SOLD BY LEADING DISTRIBUTORS EVERYWHERE 
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Why leave SMALL 
orders on the shelf? 


they add up to BIG profits! 


Why lose out on sales large or small 
that can add up to good money for 
you? Star will fill your orders—any 
STAINLESS STEEL quantity, any type, any time. The large 
variety of Star stock sizes is practically 


like your own inventory. Star Stainless 


FASTENINGS a —_= 
COME RIGHT OFF THE SHELF [0 YOU! sean to01 Division 


e sors ano | ANY QUANTITY x ANY TYPE % ANY TIME Names Executive 


CAP SCREWS 
@ SOCKET WRITE, WIRE, OR ‘PHONE asindiitinn Beall Tool Division of Hubbard & 


! 
! . 
oe uure Wasutrs | TODAY: FOR SERVICE, FOR -< Serews have Co. has appointed E. Ross Hogenson 
@ MACHINE ' CLEAN. BRIGHT as assistant to the vice-president in 
! 


Y } 
MACH! OUR NEW STAR CATALOG ; oo Srconge yh Bs i 
@ SHEET SHINY HEADS Cnarge OFT a Opera 1OnS pre auction 


METAL screws | and sales). 
Sim ate. STAINLESS SCREW CO. A sales engineer for the division in 
a a ee Sm Chicago for the past 18 years, Mr 
ates ee OE 2 Se rug . ’ sautainaberees Hogenson has been in charge of the 
on Special Screw Machine Products 230 Union Avenue @ Paterson 2,N.J. | Fast Alton plant since the first of the 
New York Telephone: Wisconsin 7-9041 | year. 





Smith Motor Division 
| Names Sales Executive 


Robert O. Dehlendorf has been 

| named assistant general sales manager 
of the Electric Motor Division of A. O. 
Smith Corp. 

In the company’s Chicago district 
office for the past four years, Mr 
Dehlendorf was previously with Jack 
& Heintz, Inc., as district sales man 
ager for motors in New York. 

His headquarters will now be in 
Dayton, Ohio. 





Ask Your 
Distributor 


DIAMOND CALK 
EO CONE Soc eeerneer 


4600 Grand Ave. DULUTH, MINN. visitors at Hansen & Yorke Co. of New 


Jersey's new Woodbridge building 
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CUT INVENTORY COSTS 


Stock the ONE Complete | 

Line of Jacks and Pullers | 
Simplex is the only line of jacks that helps you cut your inventory costs 
while providing a complete jack selection to your customers. For only with 
the Simplex line can you fill all needs from one source — and get the result- 
ing operating economies. No expensive jack duplications, easier inventory 
control, less ordering detail, less freight costs, easier reference and selling. 
ONLY SIMPLEX is the complete line of jacks because no other manu- 
facturer offers as many standard models (there are 125 different Simplex 


Jacks and Pullers) or such a wide choice in all three types — Lever, Hydrau- 
lic and Screw jacks. 








o* 


rHIRTY-ODD years in the industrial 


supply field is the experienc behind . 
W.. Graf, industrial put sing agent 
r Cordes Supply Co., Milwaukec 
Bonney Forge & Tool 
Names General Manager 


} Ratchet Geared Ratchet Pivoting Base Track or 
Spe nce! | | \ | 1eTas las .o ip Lowering Lowering Models Trip-Types 





pointed general manager 


l’orge ra lool W orks ind 


Foust has been named s¢ 


ure! 

Both new officers are with Miller HYDRAULIC 
\ifg. Co., of which Bonney Forge & JACKS 
lool is a subsidiary and 


? 


Their appointment followed 
: . Single and Remote Con- Rol-Toe Low 
resignations of Arthur J Male. board PULLERS Double Pump trolled Rams **Center-Hole"’ Toe Lift 


Mode! d Pullers Jenny Pullers Jack 
chairman; Fred S$. Durham, Jr els ond Py y Pu ocks 





president and secretary; and Edw 


S. Howells, treasurer 
Allegheny Ludlum 
a a 4-Way and 
Names District Head J ore 
Timber 


David | Garlick has Beveled Geor Braces 
pointed Milwaukee district Screw Jacks 


: rer of Allegheny Ludlum St 


succeeding Frank W. I 
ssistant to the preside: I Stondard 
: : I Push and Pull Jacks Speed Jacks 


por tion 7 . a ntisimnaadieaail Sa 


Mr. Garlick ha CEI ted 
vith the Milwaukee « h CAN YOU IDENTIFY HIM? 


joined the company u I This boy has grown into a prominent in- 
Ladky has represented ul dustrial distributor on the west coast. He 
in Wisconsin for the past 3 attributes much of his success to his motto 

“Sales Thru Service”. Win $10 by being the 
Quaker Rubber Names first to wire, phone or send us his name. 
Belting Sales Manager 


Quaker Rubber Cor WORLD'S LARGEST MABmrces. OF INDUSTRIAL 
H. K. Porter Co., h t MECHANICAL AND HYDRAULIC JACKS 


Pend r aS manage! 


bing yeannagabe dani SI LEX 
gineer for Conveyor a ( belt Leg a 
ing, Mr. Pender has had 2 . RE-MO-TROL Cc JENNY 
perl in the rubber industt | UTIL-A-TOOL JA KS ROL-TOE 
TEMPLETON, KENLY & €O. 


2523 GARDNER ROAD . BROADVIEW, ILLINOT 
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ats 
face it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
«++ you can handle them if you act now. 

Let’s face it... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production—is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 
| | Call your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 
| | Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


CD Director can help. He'll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

| Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

| Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over TV and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 
Act now ... check off these four simple points ..«. 
before it’s too late, 
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NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiIS- 
TRIBUTORS AND THEIR SALESMEN 





ay ye 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES « PRECISION GROUND FLAT STOCK 


SALES LEAD S kee 


THE L. S. STARRETT COMPANY « SINCE 1880 WORLD'S GREATEST TOOLMAKERS- «+ ATHOL, MASS., U.S.A. 


Starrett Announces 
TWO OUTSTANDING NEW TOOLS TO 
BOOST YOUR SALES, INCREASE YOUR PROFIT 





No. 220 


Patented 





MUL-T-ANVIL 
MICROMETER CALIPER 


RANGE 0 TO 1 INCH BY THOUSANDTHS 


Interchangeable anvils permit quick, accurate 
measuring of tubing, cylindrical walls, from a 
hole or slot to an edge and other hard-to-reach 
locations. 

Two anvils furnished—a rod anvil approximately 
.120” dia. and flat anvil .125 and .060” thick. 
Anvils rigidly held in vise type frame, quickly 
changed by simple lock screw adjustment. 
Accommodates special anvils up to 4” thick. 
Can be used as height gage by removing vise jaw. 


This brand new development in micrometer design 
has been created with typical Starrett ingenuity to 
make easy work of a wide variety of difhcult measur 
ing jobs and t pen up a wh le new freld of sales 
opportunities for you. Get familiar with its many exclu- 
sive features and application possibilities. Ic was a big 
hit at the recent ASTE show where thousands of tool 
buyers and users saw it and wanted it. All you need 
to do is display it, show it and feature it in your selling 
to cash in on ready demand 





DISPLAY THIS SEAL 


INDUSTRIAL 
DISTRIBUTOR 


Help Sell Industrial Distributor Serv- 
ice To Industry. Ask The Starrett 
salesman how you can cooperate. 


No. 221 


Patented 


HI-PRECISION OUTSIDE 
MICROMETER CALIPER 


RANGE 0 TO 1 INCH BY TEN-THOUSANDTHS 


Speeds measurements — reads direct in ten- 
thousandths — no Vernier. 

Gives exactly correct spindle pressure auto- 
matically. 

Gives every mechanic gagemaker skill. 


Insures right measurement every time. 


With this new Starrett Hi-Precision Micrometer, any- 
one can measure with the speed and accuracy of an 
experienced gagemaker. It reads direct in ten- 
thousandths of an inch no Vernier to decipher. It 
makes every measurement with exactly the right 
spindle pressure no relying on “‘feel’’. The inner 
thimble with every thousandth numbered is used to 
read thousandths in the conventional way. The outer 
thimble with large, widely spaced, numbered gradua 
tions gives direct readings in ten-thousandths 





BALANCED DESIGN 
A Plus Feature In Every 
Starrett Micrometer 


Every detail precisely right to make Starrett microm 
eters easier, faster and more accurate to use. Also, No 
Glare Satin Chrome Finish spindle hardened and 
ground from the solid, Hi-Micro lapped spindle faces 


plus many other big features 








ACCO Registered’ Sling Chains 
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WHAT 
“ACCO REGISTERED” 
MEANS... 


1 The best material 


2 Unit safety factor (on bodies, 
rings, links, hooks) 


3 Proof test of complete sling 
to twice the working 
load limit 
4 Actual field service test 
of each design 
5 Metal identification ring 
on each sling 


6 Signed Registry Certificate 
with each sling 


You sell more than chain 
when you sell ACCO Registered Sling Chains 


e This 125,000 psi acco Registered alloy sling 
chain has great strength, yet it’s lightweight 
and easy for men to handle. It will lift a 
variety of expensive loads safely over costly 
machines. You can be sure of that because 
it’s acco Registered. 

Acco Registered is more than a name. It’s 
more than a registered trade mark of Amer- 
ican Chain & Cable. It is the standard by 


ACCO 


*Trade Mark Registered 


which all other slings are judged. It means 
that you can equip your customers’ shops 
with dependable ‘“‘lifting tools” specifically 
designed for highest efficiency and long life 
by trained engineers who spend all their time 
designing and testing slings. 

For full information on acco Registered 
Sling Chains and distributorship details, write 
our York, Pa., office today. 


American Chain Division 


AMERICAN CHAIN & CABLE 





York, Pa., Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn 








